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Ad Conference Holds 
Successful Meeting 
At Briarcliff Lodge 


Program of Public Relations for 
Insurance Companies Outlined 
by Edward L. Bernays 


ELECT PUTNAM PRESIDENT 


Palmer of North America Vice- 
President; New Constitu- 
tion Is Adopted 





An outstanding feature of the elev- 
enth annual conference of the Insurance 
Advertising Conference, held on Monday 
and Tuesday of this week at Briarcliff 
Lodge, Briarcliff Manor, N. Y., was an 
address on public relations and insurance 
by Edward L. Bernays, prominent public 
relations counsel of New York. While 
not attempting to discuss the technical 
problems of insurance in their relation 
to the public Mr. Bernays submitted in 
his talk on Monday afternoon the gen- 
eral outline of a program which he be- 
lieves could be utilized effectively in im- 
proving and holding the good will of the 
public toward the insurance business. 

Most of the active members of the 
Conference, together with a goodly num- 
ber of former members and represent- 
atives of the insurance press, attended to 
participate in the excellent program pre- 
pared under the general direction of 
President Stanley F. Withe, who is con- 
nected with the Aetna Casualty & Sure- 
ty. Arthur A. Fisk of the Prudential 
was convention chairman. Besides the 
election of officers one of the most im- 
portant acts of the convention was the 
adoption of a new constitution. Henry 
H. Putnam of the John Hancock Mutual 
Life was elected president and he will 
be assisted during the next year by the 
following: vice-president, Clarence A. 
Palmer, Insurance Co. of North Amer- 
ca; treasurer, Arthur H. Reddall, Equi- 
table Life Assurance Society; executive 
commitiee, J. E. D. Benedict, Metro- 
politan Life; Frank Ennis, America Fore 
companies, and A. W. Spaulding, Hart- 
ford Accident & Indemnity. Retiring 
President Withe will be a member ex 
oficio of this committee. Other news 
ot the meeting will be found on pages 
l4 and 23 of this issue. 


Bernays’ Three Point Program 


Constantly changing conditions in this 
world today demand a new public rela- 
ions orientation of business and there- 
ore a new orientation of insurance, Mr. 
Bernays contends. The new position of 
msurance is largely dependent upon the 
understanding and good will of the pub- 
lic and this problem is two-fold. Public 
telations, he said, must be considered, 
tst, from the standpoint of the indus- 
tty, and, second, from the standpoint of 
the unit within the industry. Addressing 


(Continued on Page 31) 
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RGANIZED INSURANCE IS BETTER PRu Yo PROTECT 
AND DOES BETTER PROTECT THE IN: 21S OF THE 
| INSURING PUBLIC, INSURANCE AGENTS, AND STOCKHOLDERS 
OF INSURANCE COMPANIES. 
ee: ¢ 

RADE ASSOCIATIONS ARE RECOGNIZED BY THE GOVERN- 

MENT AS NOT BEING INIMICAL TO THE PUBLIC INTEREST 
BUT FOSTER FAIR COMPETITION AND ARE A STIMULUS TO 
BUSINESS RECOVERY. 

°° ¢ 

HE COMPANIES BUSINESS AND THE AGENTS INTERESTS 

ARE STABILIZED AND MADE MORE SECURE BY COMPANY 
AND AGENT ORGANIZATIONS. 


et sm 


NATIONAL UNION 
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The Safe Way 


Here and there is an underwriter who says he does 
not bother with Monthly Income, but “sells ’em 
straight.” There were two rural widows. To one of 
them the husband left a little property that gave her a 
fairly safe rental of $70 a month. To the other the 
husband left a property that gave fairly safe rentals of 
between $300 and $400 a month. In neither case was 


there life insurance. 


Not long after the death of her husband each widow 
traded her property into a city apartment house, and 
assumed a large indebtedness. One has been obliged 
to go back to her folks. The other has been obliged to 
go to work. 


If the husbands had left income policies, the prop- 
erty might have been lost and still these inexperienced 
women would have been supported and protected. Sell 
safety! 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 
PHILADELPHIA 


Independence Square 




















__| Agents Liable Under 


Securities Act, Says 
Attorney Kappes 


Penalties of Law Have Largely 
Halted Refinancing Work of 
Financial Houses 


SEES CIVIL LIABILITY 


Omission of Any Material Fact Puts 
Liability on Salesman; Pro- 
visions of Law 

The wording of the recently enacted 


Federal Securities Act exposes life in- 


surance salesmen to the civil liability 
under the act in the opinion of George 
L. Kappes of 67 Wall Street, New York, 
well known as an authority on trusts, 
taxes and the insurance angles of these 
subjects. 


of the Securities 


So drastic are the provisions 
Act of 1933 and so se- 
under it that re- 


vere the exposure 


financing by security houses has been 
practically halted. 

“T believe there is grave danger,” said 
Mr. Kappes, “that a life insurance sales- 
man who sells any type of insurance 
policy or annuity contract is liable to 
the purchaser under Section 12, the civil 
liability section.” 

Mr. Kappes was for five years an at- 
torney in the estate planning department 
of City Bank Farmers Trust of New 
York and has been for some years en- 
gaged in the practice of law with special 
insurance work, 
fields. He is 
Planning 


reference to. trusts, 
wills and similar 
counsel also for the Estate 
Corporation of New York. 
What the Act Provides 


Explaining why he has arrived at this 
conclusion with reference to the Securi- 
ties Act, Mr. Kappes said: 

“Section 12 makes the basis of lia- 
bility any untrue statement of a material 
fact or omission to state a material tact 
necessary in order to make the state- 
ments, in the light of the circumstances 
under which they were made, not mis- 
leading. If Section 12 is applicable the 
underwriter can escape liability only if 
he sustains the burden of proof that he 
did not know of the untruth or omis- 
sion, and in the exercise of reasonable 
care could not have known of 


taxcs, 


This rather startling conclusion is 
based upon the plain wording of the Act 
Section 12 expressly applies not only to 
securities subject to the law, but also to 
all securities exempt from registration 
under Section 3, except those exempted 
by the provisions of Paragraph (2) of 
sub-section (a) of Section 3, namely, 
governmental obligations. 

“Section 3 (a) exempts from registra- 
tion ‘any of the following classes of se- 
curities: * * * (&) Any insurance or 
endowment policy or annuity contract 
or optional annuity contract, issued by 

(Continued on Page 6) 
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PRESIDENT ROOSEVELT recently said: 


“WE are engaged today, as you know—not just government in Washing- 
ton, but groups of citizens everywhere—in reviewing all kinds of human 


relationships, and in these reviews we are asking an old question in a new 
form. 


"WE are saying: Is this practice, is this custom, something which is being 
done at the expense of the many? Ina national sense the many, the neigh- 


bors, are the people of the United States as a whole." 


This office is particularly anxious to be neighborly and to this end is 


endeavoring to associate only men who will be 


ATTRACTIVE REFLECTIONS OF THE INSTITUTION OF LIFE 
INSURANCE. MEN WHOSE PRACTICES AND CUSTOMS 
WILL BE A HELP AND NOT A HANDICAP TO THE EFFORTS 
OF LIFE UNDERWRITERS GENERALLY. 


The C. L. U. Review Course at the New York University, beginning Octo- 


ber 4th challenges our interest because we know it's effective in making men 


ATTRACTIVE REFLECTIONS OF THE INSTITUTION OF LIFE INSURANCE. 








CLIFFORD L. McMILLEN 
General Agent 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


Main Office—347 Madison Avenue 
Times Square Branch—1450 Broadway 


“ISLE OF OPPORTUNITY” 
VAnderbilt 3-5500 


Charles V. Cromwell 


Production Manager 
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By Stanley M. Peer 
Home Office Agency, Phoenix Mutual, Hartford 
in many respects, I think I was for- I spend in prospecting and preparation, be the real reason, and feel justified 


tynate in starting my life insurance ca- 
reer just five years ago. I had been in 
the business only a short time when the 
sump came, and during this time I had 
been working hard to get established. 
\fter the downward slide, men who had 
been selling Tife insurance longer found 
it difficult to get business under the 
changed conditions but I kept plugging 
right along on the formula given me by 
my company and manager; that is, thirty 
selling hours each week, thirty real in- 
terviews (most of which were, by neces- 
sity, first interviews) and following re- 
ligiously the planned day. 

taken the attitude 
that there was no depression. Although 
I have had to listen to any number of 
hard luck stories, I have not let them 
make a permanent impression. Of course, 
I have been courteous and tactful when 
forced to listen to these situations, but 
| have gracefully left the presence of 
the narrator as soon as possible, and 
have made an effort to forget everything 
negative that has been said. In other 
words, on this one point I have let the 
words of the potential prospect go in one 
ear and out the other. I have done this 
because I believe the right mental atti- 
tude is just as important as selling effort 
in the success of a life insurance sales- 
If a salesman’s mental atti- 


| have deliberately 


man today. 
tude is not right, he will not get in the 
necessary twenty-five to thirty selling 
hours per week and, even though he has 
a well-planned day, he will not follow 
through with it. 

Importance of Planned Day 

I also believe that the planned day is 
than it ever 
A man will no longer buy 
life insurance simply because his neigh- 
bor has it. He 
needs it and, in many cases, we must go 
alittle further and show him how he can 
pay for it under his curtailed budget. 

An analysis of my 


of more importance now 


has been. 


must be shown why he 


sales during the 
past three years shows that a very large 
Percentage of them were planned long 
before I stepped into the presence of 
the prospect. In other words, I made 
the sale to myself before attempting the 
actual sale. In my opinion, this pre- 
arranged sale has two big advantages: 
first, it puts the salesman on the offen- 
sive the minute he enters the prospect’s 
Presence and, second, the salesman is 
Prepared to handle the objections as they 


arise. This preparedness has the added 
advantages of keeping the salesman on 
a definite track and developing visible 


Sincerity which is almost certain to be 
contagious, 

As a result of this advance planning, 
I notice from my recent weekly sum- 
nlary reports that twenty to twenty-five 
interviews seem to constitute a full week. 
In other words, the time and effort which 


require that I have fewer interviews per 
week. 

I recently conducted an experiment to 
find out if I would be more tired, men- 
tally and physically, at the end of a well 
planned and exceptionally full week than 
at the end of a mediocre week. The 
results were interesting but not surpris- 
ing. Yes, I was tired, both mentally and 
physically, after thirty-eight interviews 
and forty selling hours, but the result- 
ing sales were more than enough to com- 
pensate for the fatigue. I wouldn’t rec- 
ommend this as a regular thing but if a 
man finds himself going into a slump I 
would suggest that he try it. 

One of the things which has been a 
real help to me is the analysis of a day’s 
work. As the first step, I list all my 
interviews of the previous day. Of those 
where no sale was made I ask the ques- 
tion, “Why didn’t he buy?” If I can 
put my finger on what seems to me to 





STANLEY M. PEER 


in going back, it will not be long before 
that prospect receives another visit from 
me with a new and well-planned pre- 
sentation. 

On the other hand, if he has convinced 
me that he cannot buy now, I subject his 
name to my next question, “Is he a 
good prospect and, if so, when?” This 
question deserves some consideration 
but, if your conclusion is negative, don’t 
be afraid to throw his name in the 
wastebasket. Only retain those on which 
you feel you have made definite prog- 
ress in the previous interview. Do not 
hold a name indefinitely with the hope 
that he will buy some day. I find that 
at least 50% of my names have gone into 
the wastebasket after two interviews. Of 
course there are exceptions, one of which 
is a sale I made on the eighth call but, 
in this case, my daily analysis showed 
that each time I came from that man’s 
office, I was a bit nearer the sale. 

All that I have said here could well 
be summed up in these few words, “Plan 
your work—then work your plan.” 





Consecutive Week 


A completed four years of training for 
professional nursing was my achieve- 
ment in 1919. Stepping out into the 
world with this accomplishment, I formed 
many pleasant and fast friendships. I 
worked faithfully and relentlessly for my 
Alumni, making contacts which I never 
dreamed, at the time, would prove so 
beneficial in a completely different line 
of occupation. 

A need for money to meet family and 
personal debts found me selling various 
products in my spare moments, which 
developed in me a desire to sell, so when 
a friend suggested part time selling of 
life insurance, I obtained a nursing posi- 
tion which would enable me to devote 
some time to this offer. After six 
months, realizing the open field ahead, I 
decided to give up my chosen profes- 
sion, and devote my energy to selling 
life insurance. 


An Amazingly Fertile Field 


Now I had found an amazingly fertile 
field, and made up my mind to forge 
ahead. With this thought urging me on, 
and a prize from Stanford Wright, then 
general agent of the Penn Mutual Life, 
to anyone writing one policy each week 
for ten consecutive weeks, I launched 
my weekly production campaign. When 
the ten weeks had passed and I pos- 
sessed a lovely desk set as a prize for 
successfully completing the ten week pe- 
riod, the business of selling a policy a 
week had become a game, so, fortified 
with this encouragement, I continued to 
hunt down Mr. and Mrs. Prospect. 

Our present general agent, Manuel 
Camps, Jr., who has been in charge of 
this agency for the past year, is a great 
believer in organized sales talks, and we 





By Pauline L. Kittredge, 
Penn Mutual Life. Boston 


KITTREDGE 


PAULINE L. 


in this agency use them. I wish to state 
that they have been of great assistance 
to me, personally, and I urge their use 
by all life insurance people. 


Illness Stopped Record 


I was able, from friendships made 
during my nursing days, to develop a 
satisfactory number of prospects, which 
eliminated the necessity and futility of 
cold canvass. I started a systematic and 
complete check-up of all prospective cli- 
ents,- followed up the change of age file 
already established, never neglected to 


y Production 


send birthday greetings to the folks al- 
ready sold, and the result was for 225 
weeks I produced a policy or more each 
week. Had not an illnesss intervened 
I feel confident I would still be on the 
weekly production list. 

However, let me state here, my accom- 
plishment was backed by hard work, and 
it did take plenty of time and much 
energy, but it was successful. I have 
found a decided pleasure mentally and 
materially in this success. 

Experience has taught me to make a 
success of selling, the individual must 
be entirely sold on the article or idea 
to be sold. Personally, I am completely 
sold on the idea of insurance offered by 
a reputable company. 


Basis of Sales Talk 


My entire sales talks are based on 
the idea of a protective, sane investment, 
giving a reasonable and safe return. I 
study my prospects’ position in life first, 
decide what form of insurance is most 
suitable for their needs and approach 
them with a firm determination that what 
I have to offer is a necessity in their 
lives. My whole effort is centered on 
creating a keen desire for my particular 
form of investment. I know I am right 
beyond question, and cannot fail. 

To the apprentice in our insurance 
world I would say a willingness to work. 
direct thinking, systematic follow-up of 
change of age file, regular mailing of 
birthday greetings to an established cli- 
entele, advertising letters to prospects, 
constitute a code worth consideration. 

Furthermore, membership in an agency 
where the morale of the agency is al- 
ways at top pitch, and where the spirit 
of friendly competition among the 
agents constantly exists, is a splendid in- 
centive for any life insurance agent. 
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Complete 
Service 


The Pacific Mutual Life Insurance Company of California 
takes particular pride in the complete service equipment 
which enables its representatives to extend to their clientele 
modern coverage geared to modern needs. 

Writing life insurance on both a participating and a non- 
participating plan, the Company is able to extend the ad- 
vantages of both plans, and the capital stock stands as added 
security in all departments of the business. Incidentally, too, 
the entire participating business is on a strictly mutual basis. 
Prominent among Pacific Mutual service items is the justly 
famous plan that “pays 5 ways”—a perfected combination 
of life, accident and sickness coverage which actually protects 
individual income against all of the hazards which can inter- 
rupt personal earning power. 

A complete line of standard forms of life and endowment in- 
surance; an unusually extensive variety of retirement income 
plans (with or without insurance), including attractive annuity 
rates; a wide range of minimum cost plans (Modified Life, 
Life Expectancy, Term Expectancy); Family Income pro- 
tection; these combine to round out the Pacific Mutual field 
program of complete service in the Life Division. The Com- 
pany’s progressive Accident Division, too, specializes in the 
fulfillment of modern needs—through its widely known Non- 
Cancellable Income contracts, its up-to-date expense reim- 
bursement forms and its standard plans of coverage. 


———__ 


Financial 
Stability 


In the matter of financial standing, the following statement, 
appearing in the examiners’ report (dated May 20, 1933) 
covering the recent regular triennial examination of the Com- 
pany by examiners appointed by five states under the auspices 
of the National Convention of Insurance Commissioners, 


needs no amplification: 


“An analytical survey conducted by your examiners, 
embracing all activities of the Company and culminating 
in their report of examination, justifies the pronounce- 
ment of the definite conclusion that the Pacific Mutual 
Life Insurance Company is eminently solvent; that not- 
withstanding the present period of unprecedented nation- 
wide downward readjustment of economic relations, the 
Company has an unimpaired capacity to carry out its 
financial program, its service obligations and its con- 
tractual commitments; that it has, in adopting specific 
retrenchment policies and in the planning of others, 
taken cognizance of the prevalent trends and that the 


olicyholders’ interests remain adequately protected.” 
P y q yp 








THE PACIFIC MUTUAL LIFE INSURANCE COMPANY 
of California 


Founded 1868 


GEORGE [. COCHRAN 


President 
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Chicago Ceremonies _ 
End Alexander Drive 


HONOR AGENCY ACHIEVEMENTS 


Leading Producers of Campaign Meet at 
Century of Progress for Presenta- 
tions; Many Personal Records 
In commemoration of William Alex- 
ander’s sixty-five years of service with 
the Equitable Society, which sixty-five 
years have spanned the creation and 
wrowth of most of the wonders on ex- 
hibition at the Century of Progress Ex- 
position in Chicago, the fair grounds in 
that city were this week the scene of the 
presentation ceremonies that gave the 
fnal touch in the Society’s business cam- 
paign in honor of Mr. Alexander, who 

is secretary of the society. 

The 150 delegates who met in Chicago 
were those agents who had distinguished 
themselves in the sixty-five day cam- 
paign this summer in honor of Mr. Alex- 
ander, the drive being to celebrate his 
sixty-five years with the Equitable So- 
ciety. 

During the campaign, which ran from 
July 1 to September 5, a volume of $185,- 
00,000 was written on 50,000 policies. 
\n unusual amount of this business was 
secured on binder. 

Each Equitable Society agency sent 
one honor delegate, and in addition from 
each of the five departments of the 
avency field were sent delegates at large, 
chosen by the superintendents of 
agencies. Eight women qualified as dele- 
yates. - 

Many individual and agency records 
were hung up during the campaign. 


Harrop Agency’s Record 


A typical illustration was the produc- 
tion of 1,330 applications by represent- 
atives of the James H. Harrop Agency 
from that wide and sparsely settled sec- 
tion embracing Nevada, Utah and Wy- 
oming. The Harrop Agency not only 
assumed the “impossible” quota of 1,200 
applications but exceeded this by a good 
margin, ranking as one of the 100% 
agencies, which means an agency in 
which every person under contract pro- 
duced some business, and where this 
kind of cooperation and aggressive sell- 
ing caused the organization to reach or 
exceed its quota. 

Another striking example of agency 
production was that recorded by the 
Lewis G. Moses Agency in Arkansas 
where Equitable representatives turned 
in 613 applications, exceeding their quota 
of 560 and also scoring 100% production. 


Many New Agents Qualified 


Among the delegates who qualified for 
attendance at Chicago by writing 20 ap- 
plications and by making 65 interviews 
in July and in August were many men 
whose contracts with the Society are of 
comparatively recent origin. Forty-five 
of those who qualified have contracts 
dated 1931, 1932 or 1933, twelve of these 
having contracts dated in 1933. 

One of the principal reasons for suc- 
cess was the fact that the agent com- 
plied with the campaign rules as to num- 
ber of interviews. Each agent, in order 
to qualify as a delegate, was required to 
complete 65 bona fide interviews each 
month of the campaign, making a total 
of 130 for the period. This was to set 
a fundamental basis on which to work. 
he large number of interviews auto- 
matically helped many agents to get the 
required 20 cases. 


Late Starter Caught Up 


M. P. Brown, Philadelphia, was not 
able to get into the campaign until it 
Was two-thirds over, but in spite of this 
handicap, he completed 102 bona fide 
aes in the 20 days from August 17 to 
September 5. The total of this written 
business was $633,121 and 84 of the cases 


— completed as to medical examina- 
ions, 

















flan Can't 
Outquess Fate 





Every time an uninsured or 
underinsured Prospect tells you he 
intends to WAIT before acquiring 
life protection, he is inviting disaster. 


During the first six months of 1933, there were 
43,405 applications for policies which were 


rejected. 


Many of these unquestionably were made by 


persons who were insurable at one time. 


But they WAITED too long. 








Che Prudential 


Insurance Company of America 





Epwarp D. DuFrFiz_p, President 


Home Office, Newark, New Jersey 
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Proceeds Protection 
Under Law Weakened 


N. Y. SUPREME COURT ON SEC. 55a 





Albert Hirst Calls Attention to New 
Situation Where Estate Is Bene- 
ficiary Under Policies 





Under a recent decision by Justice 
Schmuck of the New York Supreme 
Court it is doubtful whether policies 
made payable at the time of their issu- 
ance to the estate of the insured or to 
his executors, administrators or assigns 
are protected by Section 55a of the New 
York Insurance Law. That section pro- 
vides that the beneficiaries of life insur- 
ance policies shall be entitled to their 
proceeds and avails rather than the cred- 
itors of the insured. 

Albert Hirst, counsel for the New 
York State Life Underwriters Associa- 
tion, calls attention to the decision which 
was made in the case of Stout v. Guar- 
anty Trust, and he makes the following 
explanation of its significance. 

Should Name Some Person Beneficiary 

“In view of that decision, it is the part 
of wisdom to avoid assiduously the is- 
suance of policies in that form. The 
agent should in every case insist that 
the policy name some person as the 
beneficiary, be it wife, mother, children 
or somebody else. Even if the appli- 
cant for insurance at the time of sign- 
ing the application is not quite deter- 
mined in his own mind how he wants to 
use the policy, the agent should insist 
that somebody be named temporarily. 
Different arrangements can easily be 
made afterwards under the reserved 
right to change the beneficiary. If that 
be done, the very serious implications 
of the decision are completely avoided. 
Cases where it is necessary to issue a 
policy to a man’s estate or to his ex- 
ecutors, administrators or assigns are 
very rare indeed. Aside from a few ex- 
ceptional cases, no useful purpose can be 
served by the issuance of a policy in 
that form. 

“The case to which I refer is entitled 
Stout v. Guaranty Trust Co. The de- 
cision was published on July 19, in the 
New York Law Journal. An appeal from 
Mr. Justice Schmuck’s decision to the 
Appellate Division of the Supreme Court 
is now pending. I have applied to that 
court for leave to file a brief for the 
New York State Life Underwriters As- 
sociation as friend of the court. For 
that reason it would not be proper for 
me to discuss the merits of the decision, 
but I feel free to state the facts of the 
case. 

“Charles Baker carried $60,000 life in- 
surance in three different companies, all 
payable to his estate. In July, 1931, he 
changed the beneficiary to the Guaranty 
Trust and Alex Davis, as trustees under 
a life insurance trust, which he, at the 
same time, created; Baker died in Sep- 
tember of the same year; his creditors 
had the plaintiff appointed as adminis- 
trator. The administrator now brings 
an action against the trustees claiming 
that when Baker changed the beneficiary 
he was insolvent, and that he made the 
change with intent to defraud creditors; 
they: demand judgment that the entire 
proceeds of the life insurance policies 
be paid to the administrator rather than 
to the trustees; in other words, that the 
entire proceeds of the life insurance 
policies be made available to Baker’s 
creditors rather than to his beneficiaries. 

“The trustees moved to dismiss the 
complaint on the ground that under Sec- 
tion 55a of the New York Insurance Law 
the creditors are not entitled to any 
share in the proceeds, and that at most 
they may claim the return of moneys 
paid by Baker as premiums to the life 
insurance companies while insolvent. 

“Plaintiff, however, takes the position 
that in a case where policies were orig- 
inally made payable to the insured’s es- 
tate and subsequently transferred with 
intent to defraud creditors, that Section 
55a has no application whatever; that 


(Continued on Page 10) 
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The New President of the I. A. C. 


Career Has Included Being Editor of Newspapers, Head of 
Large Publication Division, Agency Association 
Executive and National Advertiser 


Long before that little group of in- 
surance advertisers met in Atlantic City 
eleven years ago to form the nucleus of 
the present Insurance Advertising Con- 
ference, of which he has just been elect- 
ed president, Henry H. Putnam knew 
that insurance advertising was a special 
problem not to be solved by ordinary 
methods. 

He attacked that problem when he be- 
came manager of the John Hancock Mu- 
tual’s department of publicity in 1921 
with the same originality which has 
characterized his long career in the in- 
For he literally grew up 
in insurance. When most boys of his 
age were painfully learning text book 
definitions of insurance he was covering 
the news about it for the Boston Stand- 
ard as a cub reporter, and while other 
advertising men knotting their 
brows over publicity methods for insur- 
ance companies he was creating and suc- 
cessfully carrying through unique plans 
of his own. 


surance world. 


were 


The Journal of Insurance Economics 

At 30 he was sitting in the Standard’s 
editorial chair and turning over in his 
mind what might have been in less cap- 
able hands a mad idea of publishing a 
newspaper columns. 
The idea came to life in the publication 
of the Journal of Insurance Economics, 
a monthly devoted to the discussion of 
insurance problems from an economic 
point of view. Unique in its field, the 
paper won recognition as a leader of in- 
surance thought. It took up the cudgels 
for the National Association of Insur- 
ance Agents when that organization was 
struggling toward recognition and re- 
spect. 

In its behalf he began the publication 
of the American Agency Bulletin and 
carried it to financial success. In 1903 
he disposed of his interest in the Journal 
of Insurance Economics, which became 
The Eastern Underwriter, and became 
permanent secretary and manager of the 
National Association of Insurance Agents 
and editor of The American Agency Bul- 
letin. 

Y. M. C. A. Secretary in France 

He put a period to that assignment 
after fifteen years when he signed up to 
go to France as a Y. M. C. A. secretary 
for the duration of the world war. When 
he returned he became secretary of the 
Insurance Federation of Pennsylvania, 
from which he resigned in March, 1921, 
to assume the direction of the John Han- 
cock Mutual Life’s department of pub- 
licity. 

His first task was to get and keep his 
company’s name before the public. In- 
surance companies weren’t much en- 
gaged in the national advertising field 
then, and while advertising agency ex- 
perts eloquently urged the companies to 
go into competition with the automobile 
and cosmetic manufacturers with huge 
spreads in the popular magazines, Henry 
Putnam was inserting with unfailing reg- 
ularity small space advertisements offer- 
ing free facsimiles of the Declaration of 
Independence. Today try to find a 
school room or an American home that 
hasn't one of these facsimiles hung where 
all can read John Hancock’s bold signa- 
ture, about which you may recall that 
gentleman once remarked that King 
George could read it without his spec- 
tacles! 

The John Hancock Signature 

The newspaper man’s sense of popular 

trends stood him in good stead when he 


minus advertising 
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HENRY H. 


got his company to sponsor. a budget 
sheet at the time the seeds of the present 
general budget consciousness were being 
planted. These, too, he offered through 
small advertisements scattered through- 
out popular publications and bearing the 
famous John Hancock signature. That’s 
another way of getting that signature 
known and recognized. No John Han- 
cock advertisement ever appears without 
it. And, incidentally, anyone who ever 
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a 
THE HOME LIFE INSURANCE COMPANY OF AMERICA 
PROTECTS THE ENTIRE FAMILY 
Policies Are Issued from Birth to Sixty-Five Years Nex 
Birthday 


A comparative statement of the Company’s progress during the last ten 
years shows a remarkable achievement. The premium income has increased 
by 141.9%; the admitted assets have shown a gain of 492.2%. 


reserves for the protection of policyholders have expanded by 545.6%; and the 
insurance in force has increased by 152.6%. 


OVER ONE HUNDRED AND FOUR MILLIONS IN FORCE 
A Policy for Every Purse and Purpose 
INDEPENDENCE SQUARE 





kept a budget found out he needed more 
life insurance! 

In national magazines he believes in 
the consistent use of small space, with 
short copy which tells the life insurance 
story pithily and dramatically. Within 
the last few months he has heard from 
the same advertising men who once 
heaped scorn on the insurance compan- 
ies’ “piffling appropriations” encomiums 
for some of the most dramatic small 
space pictorial advertising ever to dom- 
inate a magazine page. 

This praise he accepts with the same 
smiling indifference to which he listened 
to the unsuccessful attempts to line up 
the insurance companies in what he calls 
the “halitosis” school of advertising. 

He maps his course and follows it 
through, changing it as new and better 
roads offer a better way. What the 
clever boys in the advertising agencies 
think isn’t his concern. What does the 
best job for his company and the insur- 
ance business is. 

Thus it will be seen that the Insur- 
ance Advertising Conference has as its 
new chief a man who has been or is the 
editor of several insurance newspapers, 
a former executive of a large association 
of fire insurance agents, the head of the 
publication division of a large insurance 
company, a national advertiser and an 
experienced thinker and writer on eco- 
nomic as well as insurance subjects. 





Low Cost Protection 


Where Most Needed 


In selling wholesale insurance (for groups of less 
than fifty) you are meeting a vital need of the 
community by furnishing employees with more 
insurance protection than they could otherwise 


afford to buy. 


You are helping the employer accomplish some- 
thing substantial with very small outlay. 


You are making yourself the natural person to 
whom to turn for any additional life insurance 
needed by members of the organization. 


Our proposal tells the whole story. Inquire of 


our local office. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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The Policy 


PHILADELPHIA, PENNA, 
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Securities Act 


(Continued from Page 1) 
a corporation subject to the superyjs 
of the insurance commissioner, pay) 
commissioner, or any agency or ofc. 
performing like functions, of any Sty 
or Territory of the United States or 4 
District of Columbia.’ 

“It would, therefore, seem to {oli 








that since Section 12 excepts only ¢ 
crnmental obligations, and applies to 3! 
other ‘Classes of securities’ exempt w-} 
der Section 3 (a) and insurance contracis| 
are specifically described as one of jh! 
‘class of securities’ exempt, under S« 
tion 3 (a), that the civil liability impos 
by Section 12 applies to the sale of 
surance contracts. 

“This interpretation of the Act, whi 
seems logically to follow from its pla 
wording, is all the more startling becaus 
there is evidence that it was not 1 
intention of Congress to include ins 
ance within the provisions of the At 
House Report No. 8&5, at page 15 
clares that Paragraph (8) of Sectio 
‘makes clear what is already implied « 
the Act, namely, that insurance policis 
are not to be regarded as securities su 
ject to the provisions of the Ac 
Furthermore, there is nothing in th 
definition of ‘security’ contained in t! 
Act which would in any way justify {! 
implication that insurance policies a 
securities. 

“Yet the inclusion of a specific exen)- 
tion with respect to insurance police 
instead of ‘making misinterpretation m- 
possible,’ House Report No. 85, has a- 
parently given rise to a possible inter 
pretation of the Act to the effect thi 
(1) all insurance policies except thos 
mentioned in the Statute (if any the 
be) over which Congress can exerts 
any control, would be subject to the Ac 
that is, they would not be exempt unce 
Section 3, and (2) the sale of all insur 
ance policies, whether or not mention 
in the Act, is within Section 12, the ci 
liabilities provision. 

“IT do not wish it understood that 
believe the Supreme Court would h 
that the Act imposes this liability on™ 
surance underwriters. I merely wish! 
point out that under a strict construt 
tion of the wording of Sections 12 a 
3, there is a grave danger that a coll 
would so construe the Act, and that Se 
tion 12 could have been worded so as! 
remove any possible doubt that it 
the intention of Congress not to subjec 
underwriters to the possibility of les 
action. 

“If the Act is subject to the constrit 
tion I have pointed out, it should, © 
course, be amended at the next sess! 
of Congress. As it stands, I am not pre 
pared to state that an agent is not unt 
civil liability to his purchaser.” 





E. W. ALLEN ON TRIP 


Edward W. Allen of Allen & Schmit 
general agents, New England Mutvé 
Life, New York, sailed on September - 
on the Southern Pacific steamer Di 
for New Orleans. Mr. Allen is accol 
panied by Mrs. Allen and they plan’ 
motor tour lasting several wecks cove 
ing the middle west and including th 
Century of Progress Exposition. 
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CHARACTER 


in in a business 
fs organization is 
a composite of 
i the characters 
a associated with it 


a” THE LUTHER-KEFFER AGENCY 
ES ATNA LIFE INSURANCE CO. 


ar, KENDRICK A. LUTHER—ROSCOE H. KEFFER, General Agents 


ot pr 100 William St. . . . 110 E. 42nd St., New York City 
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Gund sien Life 
Getting State Licenses 


CONTRACTING GENERAL AGENTS 


Policyholders Gees Accept Change 
of Management; Nearest to Mutu- 
alization, O’Malley Explains 
American Life of St. 
Louis, which has taken over the assets 
and business of the Missouri State Life, 
progressed rapidly in setting up its ma- 
chinery for operation, having this week 
received licenses to operate in a large 
number of states where the Missouri 
State had been entered and done most 

of its business 

The company is now licensed to write 
new business in Missouri, Ohio, Texas, 
Oklahoma, Alabama and Virginia, while 
additional licenses from other states 
have been coming in. 

The company has applications pending 
in California, Kansas, Nebraska, Iowa, 
Minnesota, Michigan, Indiana, PennsyI- 
vania and Colorado. It is also filing ap- 
plications for licenses in Illinois, Arkan- 
sas and New Jersey. 

The Missouri State Life had its great- 
est volume of business in Missouri, Ok- 
lahoma, Texas and Pennsylvania and the 
General American Life has already re- 
ceived its licenses in all but Pennsyl- 
vania. 

Since September 8 the management of 
the General American Life has entered 
into tentative agreements with numerous 
general agents in the states mentioned 
and the formality of signing new con- 
tracts merely is a matter of detail. 


The General 


President Head Explains Situation 


During the past week there was a 
swing in public favor in St. Louis and 
vicinity toward the agreement between 
Superintendent R. E. O’Malley and the 
General American Life under which the 
Missouri State Life $1,000,000,000 of life 


insurance in force, including about 
$300,000,000 of group life, was given 
immediate protection, enabling the Mis- 
souri Department to avoid the unfor- 


tunate delay that has adversely affected 
the policyholders of other life insurance 
companies that have met with serious 
financial difficulties during the past few 
years. Walter W. Head, president of 
the General American Life, has freely 
discussed every feature of the contract 
with anyone interested, including the 
daily press. 

He also sent a copy of the agreement 
with Superintendent O’Malley to all of 
the 275,000 policyholders of the Missouri 
State with a letter in which he detailed 
fully how the 50% lien on the reserves 
of some of the ordinary life insurance 
policies will operate. 

It became the opinion of the rank and 
file of the policyholders of the old com- 
pany that the new management intended 
to give them an open, honest and busi- 
ness like administration and that with 
the exception that they did not elect the 
trustees to operate the company the sale 
agreement in effect was providing them 
with a form of mutualization for their 
protection, with the Missouri Insurance 
Department through its superintendent 
acting as the key trustee. 

Mutualization Attempt Was Made 

The policyholders also learned at a 
meeting of their Policyholders Protec- 
tive Committee with State Superintend- 


ent O’Malley at the Missouri Athletic 
Association, St. Louis, on September 21 
that a serious attempt to mutualize the 


Missouri State “Lif had been made by 
the old management and that the de- 
cision to accept the proposition of the 
General American Life was not reached 
until it was very definite that the ob- 
stacles in the way of mutualization on 
a satisfactory basis were insurmountable 
under the restrictions placed in the way 
of such a step by the Missouri insur- 


that the efforts of William 
resident of the Missouri 
D. Nims, chairman of the 
and Sidney W. Souers, financial 


It is known 
T. Nardin, P 
State Life; E 
board, 





—_—_— 
vice-president, to bring about mutualiza- —, 
tion went so far that an informal ap- THE EST. 18 

. 1897 


plication for a $2,000,000 additional loan 
from the Reconstruction Finance Corpo- 
ration to pay off matured obligations to 
policyholders was made, but the R. F. C 
informed the Missouri State Life offi- 
cials the government corporation would 
be unable legally to invest $2,000,000 in 
the mutualization project unless the 
money was matched dollar for dollar in 
common stock or surplus. 

Since it was found impossible to raise 
the additional $2,000,000 required from 
private sources the entire project finally 
fell through. In the meantime the Gen- 
eral American Life stood ready to take 
over the business provided it could ob- 
tain control of the assets and insurance 
on a Satisfactory basis. 





MONTGOMERY ROUND-TABLE 

The L. L. Montgomery Round-Table 
will hold its monthly luncheon meeting 
next Wednesday at the Gregorian Hotel 
in New York City. The theme of the 
meeting will be “Why Winners Win.” 
Concrete illustrations will be given by 
members on how they are successfully 
meeting present day conditions. This is 
an open meeting for members of the 
round table and guests. 
INDUSTRIAL CONFERENCE DATES 

The Industrial Insurers Conference will 
hold its annual meeting October 16 to 18 
at French Lick Springs instead of from 
October 11 to 13. This change was made 
so as to avoid confliction with the meet- 
ing of the American Life Convention. 


COLONIAL 





LIFE INSURANCE CO. 
OF AMERICA 

HOME OFFICE — Jersey City — New Jersey 

“An opportunity for the man 


New Jersey ve Pennsylvania 
New York who wants to get ahead Connections 


State Laws 
of New Jersey 








Missouri Law Changes 
Wanted by O’Malley 


WOULD ALLOW SECRET BIDDING 





New Method for Taking Over Insolvent 
Companies Also Desired; Further 
investment | Restrictions 


Changes in the Missouri insurance 
laws to prevent recurrences of the con- 
ditions that resulted in the break-down 
of the Missouri State Life will be sought 
by Insurance Superintendent R. E. 
O'Malley, who will recommend the 
amendments to Governor Guy B. Parks 
for submission to the legislature by in- 
cluding this subject in the governor’s 
message to the Missouri General As- 
sembly in special session next month. 

Among the law changes that Super- 
intendent O’Malley has worked out are: 

Registration of all life insurance poli- 
cies by the Missouri Insurance Depart- 





ORIGINATORS OF THE 





FAMILY 


Select Risks Deserve 
Preferred Class Policies 


INCOME 


T, 


POLICY 






The Continental American in its 
constant and unremitting effort to 
increase the purchasing power of the 
life insurance dollar provides for the 
“select risk group” a much larger 
amount of life insurance than is 
usually obtainable for the same pre- 







knowing, as_ well 
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Continental 


mium. The story of “how” 
as many other 
factors which contribute to the dis- 
tinctive position of the Company. 


METROPOLITAN BRANCHES 
New York City 

ie 120 Broadway 

j 420 Lexington Ave. 


Newark, N. J. 
17 Academy Street 









is worth 


American 


Life Insurance Company 
Wilmington, Delaware 





ment and compelling the companies to 
deposit certain sound securities to safe. 
guard the reserve on such policies, 

Prohibiting one life insurance com. 
pany from investing in or loaning money 
on the stock of another company. 

\ change in the laws governing the 
advertising for proposals to take over 
insolvent companies. 

Further restrictions on the type of in- 
vestments insurance companies may 
make and percentage of funds to fy 
loaned under any mortgage, ete. 

Would Drop Term “Receiver” 

“T think we should have a provision 
in the law to prevent receiverships for 
insolvent compe unies. Under the existing 
law there is no alternative but to apply 
for a_ receiver,” said Superintendent 
O’ Malley. 

“That term ‘receiver’ has a bad sound 
Too often it gives the impression a com- 
pany is to be liquidated.” 

Such an alternative might be the re- 
habilitation plan used by Superintendent 
Van Schaick of New York. 

Under the plans being considered 
by O’Malley the law covering reinsur- 
ance proposals would be changed so that 
instead of advertising for bids openly 
and thus creating distrust on the part of 
policyholders and the public. the super- 
intendent of insurance would be permit- 
ted to send out requests for bids only 
to companies and groups financially re- 
liable and responsible. This would also 
be done where an outright sale was pro- 
posed. the requests for bids being con- 
fidential. In this way the superintend- 
ent would obtain the best possible plan 
for reinsurance or reorranization of a 
company in financial difficulties without 
unfavorable publicity. 


Threatens Prosecution If Violations 
Were Committed 


Superintendent O’Malley has also re- 
vealed that attorneys for the Missouri 
Insurance Department will make a care- 
ful study of all the financial transactions 
of the Missouri State Life Insurance 
Company with a view of ascertaining 
whether any of the officials or directors 
of the company are liable for any losses 
the company may have suffered 

In the agreement with the General 
American Life, O’Malley especially re- 
served the right to bring a civil suit or 
other action to recover from the persons 
who may have caused losses to the Mis- 
souri State Life. 

O’Malley has stated that any wrong- 
doing in connection with the manage- 
ment of the Missouri State Life should 
be punished and he has instructed his 
attorneys to make a full investigation of 
any complaints t they may receive 


TAX DEDUCTIBILITY 


Bureau of Internal Revenue Decision 
Relative to Certain Coupons Attached 
to Policies of Life Insurance 

The Bureau of Internal Revenue has 
ruled (Revenue Act of 1932 and prior 
revenue acts) that where coupons at- 
tached to certain life insurance policies 
known as “guaranteed premium reduc- 
tion policies” are left with the company 
to accumulate at interest, the amount o! 
such interest actually paid out in cash, 
or amounts applied to shorten the pre 
mium-paying period, or to purchase ad- 
ditional insurance, or to pay renewal 
premiums, which amounts are considered 
as the equivalent of cash payments, are 
allowable as deductions in computing the 
net income of the life insurance com- 
pany. 
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Financial Independence 
Week Chairman For 1934 


NORTH 


HENRY E. 


Henry E. North, second vice-president 
of the Metropolitan Life, has been made 
chairman of Financial Independence 
Week for 1934. The decision to con- 
tinue this event next year was reached 
at a meeting held in Chicago Tuesday. 
The occasion has become of increasing 
importance since the first observance of 
Insurance Day in Thrift Week. It had 
been felt for some time that life insur- 
ance was sufficiently important to have a 
distinctive week of its own and last year 
Financial Independence Week was the 
name given to the week stressing life 
insurance with H. M. Holderness, vice- 
president of the Connecticut Mutual, as 
chairman. 


About 100 From New York 
Attend N. A. L. U. Meeting 


Three special cars filled with New | 
York City delegates to the convention | 
of the National Association of Life | 
Underwriters at Chicago this week | 
left this city Saturday. This was only | 
part of those who planned to attend. 

About 100 from New York were there. | 





Hearings on Reinsurance 


Of Royal Union Life 


An- 
W. Clark, co-receivers, for 


Individual hearings before L. A 
drew and E 
the eleven bidders for the reinsurance of 
the business of Royal Union Life were 
begun this week in Des Moines. 

The plan of Robert E. Walker, repre- 
senting Kuhn, Loeb & Co., New York 
banking house, was the first one to be 
heard. It was followed by a hearing on 
the plan of Lincoln National Life of Fort 
Wayne. Seven other plans were to be 
heard during the week, with the plans of 
United Benefit Life of Omaha and Cen- 
tral Life of Des Moines to be heard early 
next week 


Sylvan B. Phillips Elected 
Union Mutual Life President 


Sylvan B. Phillips, who started with 
the Union Mutual Life of Portland, 
Maine, as a stenographer in 1886, has 
been elected president of the companv. 
All his business life has been spent with 
the Union Mutual, and after many vears 
as secretary he was made vice-president 


in 1928. As president he succeeds Arthur 
L. Bates. The Union Mutual began busi- 
ness in 1849, having been incorporated 


the vear before. It is licensed in twen- 
ty-three states and three provinces of 
Canada. 








Of Life Underwriters 


Proceedings 

A full account of the proceedings of 
the National Association of Life Un- 
derwriters in convention this week in 
Chicago will be published in a special 
edition of The Eastern Underwriter 
to be mailed to all 
the close of the convention on Friday. 


subscribers after | 


INTER-CONFERENCE COMMITTEE 

The Life Advertisers Association at 
Chicago sent a telegram of greeting to 
the Insurance Advertising Conference in 
Briarcliff Lodge, N. Y. 
from the life section of which the Life 


its session at 


Advertisers’ Association largely recruited 
its members, thus opening the way for 
harmonious relations between the two 
bodies. 

Leroy C. Cushman of the Massachu- 
setts Mutiial Life was made chairman 
of a conference committee to meet with 
the older body. 











Reaching Millions 


Tus advertisement is one of a series in our national cam- 
paign now appearing in The Saturday Evening Post and in 


Time. A booklet, entitled Seven Depressions 
Upward, reviews the depressions of the past one hundred 
years and shows the stability of Life Insurance companies 
in general and the New England Mutual in particular. 
A copy will be mailed you on request. 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


Boston, Massachusetts 


This advertisement, the 
second in a national series, 
appears in Z'he Saturday 
Evening Post,October 14, 
and in 7'ime, October 30. 


Seven Steps 








AGENCIES IN 60 
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Proceeds Protection 


(Continued from Page 5) 
the law as it stood before the enactmen, 
of the section ,in March, 1927, should } 
applied. He claims that under the = 
cisions of our courts prior to 1927 the 
creditors are entitled to the entire pr 
ceeds. j 

“Justice Schmuck in his decision fyj 
agreed with the point of view of rv 
creditors and decided for the plaintif 

“Tf the higher courts should affirm th 
decision of the lower court, every policy 
originally issued to the insured’s estay 
or to his executors, administrators or ri 
signs will be in this position: p 

“(a)_ If it remains unchanged the pro- 
ceeds in case of death will be, as a mat- 
ter of course, available to creditors for 
the satisfaction of their claims. Durin, 
the lifetime of the insured, likewise a: 
a matter of course, the cash surrender 
values and other moneys due to the jn. 
sured under the policies may be applied 
toward the satisfaction of creditors 
claims. 

“(b) If a change is subsequently made 
naming some specific beneficiary, th. 
change will at all times remain subject 
to attack by creditors; using a well 
known term of real property law ‘ther 
will be a cloud on the title’ to that 
policy. If the creditors during the life. 
time or after the death of the insured 
attack the change, it will be up to the 
insured or to his beneficiaries to prove 
that the change was not made while the 
insured was insolvent. Such proof, es- 
pecially in the present period of financial 
strain and stress, may be extremely dif- 
ficult and in any event, the litigation js 
likely to be quite costly. 

“That is why I urge every agent to 
avoid the issuance of policies to the in- 
sured’s estate in every case, except one 
of extreme necessity. 

“There is another decision on this 
point. It is the case of Miller v. Aetna 
Life published in New York Law Jour- 
nal of September 23. In it Justice Un- 
termyer apparently came to the same 
conclusion as Justice Schmuck.” 


CONDEMNS PARASITE PAPERS 


C. M. Cartwright Urges Advertising 
Managers To Use Discrimination 
In Placing Advertising 

In an address before the Life Adver- 
tisers’ Association at Chicago, C. M 
Cartwright, editor of The National Un- 
derwriter, attracted considerable favora- 
ble comment by his vigorous condemna- 
tion of parasite journalism in the insur- 
ance business, magazines that today are 
taking advantage of the upset financial 
conditions to attack and play down in- 
surance companies. He urged the ad- 
vertising managers of insurance compa- 
nies to be more selective in their attitude 
toward papers, saying that there should 
be no place for papers that “write up or 
write down” insurance companies. 

In his talk he argued that insurance 
advertising should be placed on its merits 
in insurance magazines that have earned 
the respect of the insurance business. 
He asserted that there is need for an 
independent and virile trade press but no 
place for papers that simulate blackmail 
tactics. 


SUCCESS OF MASS. MUTUAL PLAN 

At the meeting of the Life Advertisers’ 
Association, Chicago, on Tuesday, James 
M. Blake, of the Massachusetts Mutual 
Life, told of his company’s new sales 
promotion plan which utilizes direct mail 
and for which agents participating are 
charged $5 monthly. He stated that since 
May 8 this campaign has resulted in 903 
applications for a total of $5,365,000 of 
new business. 


PANSIERA A KNIGHT SPEAKER 

George F. Pansiera, assistant treasurer 
of the Union Central, will describe the 
company’s investment program to the ©. 
B. Knight agents at next Monday mornt- 
ing’s meeting of the New York City 
agency. 
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Massachusetts Mutual 
Gold Rush 


Back IN 1849 there was an historic Gold 
Rush in California. 

In 1933 Massachusetts Mutual “49ers” are en- 
gaging in a Gold Rush that extends throughout 
our country. 

The Company’s new and unique Direct Mail Plan 
is the “pick, shovel and pan” its prospectors are 
using to locate “pay dirt” and gather the glittering 
nuggets. 


Just another practical and potent sales help to 
aid Massachusetts Mutual representatives to 


attain greater success. 


Massachusetts Mutual Life 


Insurance Company 
Springfield, Massachusetts 


Organized 1851 




















































THE EASTERN 
















Page 12 UNDERWRITER 7 Septembe: 29, 1933 Septe 





Features of nates 
For Policyholders 


PROVIDENT MUTUAL’S' PAPER 
C. Sumner Davis Tells Life Advertisers 
Ass’n How “Provident Policy 
Owner” Got Results 

In a talk before | the Life Advertisers 
Association at Chicago this week, on 
policyholders’ publications, C. Sumner 
Davis told of the excellent results from 
the Provident Mutual Life’s new maga- 
zine for policyholders, the Provident 
Policy Owner. The magazine is devoted 
entirely to articles about life insurance. 

The first issue was mailed to 191,000 
policyholders and 4,308 replies—or 2.2%— 
were received through post cards at- 
tached to the inside back cover which 
invited the policyholder to ask for in- 
formation about his life insurance con- 
tract. Summarizing the results of these 
replies, Mr. Davis gave the following 
classification of the answers: 

Replies Classified 


64% of the repliers asked for informa- 
tion about the Providor contract which 
was described in the advertisement on 
the back cover. 

47% wanted the annual report which 
President Linton offered in his message 
—even though the report was then nine 
months old. 

32% wanted information about income 
insurance. 

22% asked us to outline for them a 
plan of canceling the loans against their 
policies. 

19% said that they would like to know 
how to save money by paying their pre- 
miums annually instead of half-yearly or 
quarterly. 

19% said that their beneficiaries should 
be changed. 

15% indicated that they would like to 
know more about life insurance program- 
ming. 

10% said that the address which we 
had for them was incorrect. 

9% wanted to know how they could 
convert their term into more permanent 
insurance. 

3%, it is interesting to know, asked 
for informatior, but signed no name. 

3% of our repliers, by the way, were 
not policyholders. 

% asked for no information, but 
signed their names to the card and re- 
turned it to us. 

“Every one of these 4,308 leads was 
sent to our field force,” said Mr. Davis. 
I wish that I could say that every one 
of them was followed up by a personal 
call from the agent, but I know that this 
is not the case. I do know, however, 
that a goodly number of them were fol- 
lowed up and well followed up, because 
our total paid-for business on that mail- 
ing amounted to $628,092.” 

Second Issue 

Discussing results from the secc.ud is- 
sue Mr. Davis continued: “So many of 
our repliers—2,063, to be exact—indicated 
a desire to have one of the company’s 
1931 annual reports which was nine 
months old, that we decided to send a 
copy of the annual report for the year 
1932 to every policyholder. We sent this 
in the form of a policyholders’ maga- 


zine. The report was complete and in 
great detail. It was not a summary. In 
this issue, we made no particular attempt 
to get replies. We wanted replies, of 


course, but we felt that it would be bet- 
ter to ask for them in a dignified sort 
of way. 

“Accordingly, we ran a fairly incon- 
spicuous paragraph inside the back cover 
of the book, under the heading ‘Invest- 
ment or Protection?’ The artick pur- 
ported to be a report of a comment made 
by an executive of the Provident Mu- 
tual who had made a business trip across 
the continent. The executive said that 
he found that the people of the country 
were divided into two groups—those who 











were interested in making an investment 
and those who wanted to get protection 
for their families. 

“We passed this message on to our 
policyholders, with the statement that 
they could get a good investment pro- 
gram or a complete family protection 
through life insurance—through Provi- 
dent Mutual Life Insurance. 

“And, this time, we discarded the post- 
paid envelope idea and used a post-paid 
card, which was inserted (not pasted, as 
the first one was) in the magazine. 

“On the reply card we gave the policy- 
holder an opportunity to indicate whether 
he wanted information about ‘Invest- 
ment’ or about ‘Protection. We also 
made an interesting experiment on this 
reply card. We asked the policyholder 
whether or not he would like us to send 
our annual report to a friend, relative or 
business associate. 

“As a result of this mailing we se- 
cured 1,295 replies for a percentage of .7. 
This would certainly not have been very 
satisfactory had we really been anxious 
to get replies—and it still was not as 
satisfactory as we hoped it would be. 
41% of our 1,300 repliers said that they 
would like to have information about ‘In- 
vestment’ and 25% said that they would 
like to have information about ‘Protec- 
tion.’ This established the fact that ‘In- 
vestment’ had the greater appeal. How- 
ever, this was not our only result. We 
were much pleased at the fact that, of 
those 1,300 repliers, 502 requested us to 
send annual reports to 543 friends. This 
gave us some really new leads, which 
proved to be profitable. 

“On the lives of the replying policy- 
holders, our agents wrote $155,658 of 
paid-for business. On the lives of our 
referred prospects they wrote $99,476 of 
business, making a total of $255,134. 
Needless to say, this business written on 
the referred prospects pleased us very 
much. It indicated to us that the ex- 
periment had been worth while and that, 
some time in the future, we should make 
a real effort to get names from our pol- 
icyholders. 





Third Issue 

“The third issue of the Policy Owner 
was mailed to our policyholders on Sep- 
tember 15,” Mr. Davis stated. “In 
format, it was much the same as the 
first issue—set in a dignified type style 
and devoted entirely to insurance topics. 
On the front cover was a picture of the 
home office building. Inside the front 
cover we stated our position in regard 
to the NRA. 

“One article in the magazine dealt with 
the present-day life underwriter. It ex- 
plained how they were trained and how 
well equipped they were to give advice 
on the _ policyholder’s life insurance 
problems. We believe that material of 
this type should be valuable, since it 
makes it easier for Provident agents— 
and all underwriters, for that matter—to 
get down to rock bottom with their pros- 
pects and policyholders. 

“Inside the back cover of the maga- 
zine was a list of our General Agents, 
with an invitation to communicate with 
any of them at any time. On the back 
cover appeared another advertisement, 
which described three types of contract— 
Providor, Protector and R.L.I.—and in- 
vited the policyholder to send for infor- 
mation about the one in which he was 
interested. 

“Then we made our big play. We de- 
voted an entire page to the Provident’s 
new budget book—The Most for Your 
Money. We urged the policyholder to 
use the enclosed post-paid card to send 
for his copy. We told him it would help 
him solve his every-day financial prob- 
lems. 

“In offering this budget book, we feel 
that we are really going to get a large 
number of replies. We are making a 
definite attempt to get them. We want 
them this time. So, if we do not get 
a good many, we will feel that we have 
not been successful in this regard. 

“We believe that the budget book will 
pull replies because it is a topic entirely 
dissociated from life insurance. How- 
ever, each one of these budget books 
will be delivered by one of our agents.” 























The Nylic Agent’s 


Life Income 


It is as true of the man in the field selling insurance as of 
the one who buys that the sunset years of life should be 


financially secure and free from money worries. 


New York Life agents who measure up to the standards 
set by the Company and who stick to the “‘Nylic” program 
for 20 years are able to take longer vacations, to travel, 
and to retire on a certain life income. No matter what 
may happen to their other investments, these faithful 
agents are financially secure in their later years, for they 
can always rely on their “‘Nylic” income. Yet most of 
them, enjoying the work, continue to insure their clients 
after 20 to 50 years of service, thus adding substantial 


commissions to their independent incomes. 


*‘Nylic”, in short, provides much the same incentive for 
the Agent as has prompted the growing popular interest 


in annuities. 


New York Life 


Insurance Company 
51 Madison Avenue 
New York, N. Y. 


HOME OFFICE BUILDING 
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Practical Suggestions 
On Managing Contests 





Berkshire Life’s Manager of Agencies 
Tells Life Advertisers Association 


of Tried Methods 





Sales contests are a valuable means of 
stimulating sales effort and stepping up 
production if properly used, Lewis B. 
Hendershot, manager of agencies, Berk- 
shire Life, told the Life Advertisers As- 
sociation in Chicago this week. Unless 
the interest of the agents is focused on 
the contest it is not worth while, said 
Mr. Hendershot, and it is essential in 
staging a contest to think through clear- 
ly from start to finish of the steps to be 
taken. Putting down on paper the de- 
tails of operation—objective, rules, han- 
dicaps if any, awards, etc., is the most 
valuable aid in planning and running suc- 
cessful sales contests. 

After the contest is launched it is im- 
portant that there be a careful follow- 
through on the part of the general agent 
or manager with bulletins and announce- 
ments containing names, quotas, stand- 
ing to date, and other pertinent informa- 
tion to keep interest alive, said Mr. Hen- 
dershot. Another point is so to arrange 
contest credits that every agent is given 
a chance to win. If the little fellow 
doesn’t feel that he has a fighting chance 
to equal or surpass the big fellow he 
makes no attempt to qualify. The prin- 
ciple of handicaps is so manifestly fair 
that organizers of contests cannot afford 
to neglect this essential to the widest 
interest and participation by the agents. 

Particular attention should be given in 
the follow-through to those who are be- 


sible. Men will respond more quickly 
to your own encouragement and your 
own personality than to general material 
that is not definitely connected with your 
plan. ‘ 

8. Don’t alter your rules for any 
salesman. It might ruin your contest. 

9. ’Tis better to offer little and push 
hard with inspiration than to offer much 
and neglect the inspiration. 

10. Appeal plus reception equal suc- 
cess when your contest is a fair prop- 
osition to every contestant, when the an- 
nouncement is such as to create interest, 
the introduction creates desire to com- 
pete and the interest inspired is main- 
tained throughout the contest. You can 
control every factor. , 

11. A sales contest is fundamentally 
unsound if it offers opportunity for the 
contestant to quit any time. It should 
be so constructed as to practically force 
the contestants to continue to the end. 

12. There should be as little delay as 
possible in giving the awards. 

13. Always acknowledge and thank a 
prize-winner in addition to the giving of 
a prize 


TO PRESIDE AT BALL 
Col. Charles F. Williams, president of 
the Western & Southern Life, who is 
honorary colonel of the 455th Field Ar- 
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“Headquarters for 


Salary Savings 
Systems 














tillery, will preside at the Army and Navy 

3all in Cincinnati November 11. He was 
once a member of the old Ohio First 
Regiment. 


The incoln National Life Insurance 
fompany, Fort Wayne, Indiana. 








NEW GENERAL AGENT 
Alfred T. Lynner, formerly of Fargo, 
N. D., is now general agent in Des 
Moines, Iowa, for the Lincoln National. 








ARE YOU ACQUAINTED 


with the unusual elasticity provided by the Guardian’s 


FAMILY INCOME contract? 































hind. Some can be reached with appeals 
to their pride, others respond best to 
praise even though they are the tail-end- 
ers, while still others require straight- 
from-the-shoulder talk to arouse them. 
Another point made by Mr. Hendershot 
was that no matter how long the period 
over which a contest runs weekly goals 
should always be designated. The con- 
test can be killed by too much “hip, hip 
hurrah” and “do or die for dear old Yar- 
vard” and that sort of thing. If the 
sponsor of the contest cannot be solidly 
enthusiastic about it and give it whole- 
hearted participation, he had better aban- 
don it. 


en 
Issued in “rider” form, it can be added to existing policies, 


or dropped when and if the need for it has passed. The 
Guardian’s Family Income contract can be made to meet 
the peculiar need in any insurance plan of which it be- 
comes part. 


Mr. Frank S. Townsend, one of the supervisors of the 
Tyson Agency, is an authority on Family Income Insur- 
ance. He'll be glad to help you—without obligation! 


Summarizes Methods 
Mr. Hendershot said that new business 
contests conducted on the paid-for basis 





are usually much superior to those 
run on a submitted basis. He is ©eeee 
an advocate of an _ occasional inter- 


agency contest run for the benefit of a 
particular agency for a short period. 

Summarizing his ideas Mr. Hendershot 
made the following suggestions: 

Satisfactory sales results from a con- 
test are best secured if the following 
tules and fundamentals are observed and 
adhered to: 


Whatever your problem, there is a man in this agency especially 


equipped to work with you. The common sense handling of your Life 


Insurance problems is assured through Tyson service. 


Sere e 
JAMES A. TYSON AGENCY 


SUITE 1510, GUARDIAN LIFE BUILDING 


_ 1. Plan the entire contest far enough 
in advance to permit the working out of 
the necessary details—special forms, in- 
stryictions to key men, suggestions for 
proper supervision, rules and regulations, 
description of surprise features—if any— 
in order that they be developed, refined, 
simplified and organized to best advan- 
tage. 


2. A sales contest should be run to 


50 UNION SQUARE, NEW YORK CITY 


get results—not for the purpose of de- 
termining the best salesman. Your rec- AGGRESSIVE 
ords show that. BROKERAGE 
3. Don’t start a contest just to be do- SERVICE OF 


ing something, Have a real purpose and 
then slam through. 


Call Arthur J. Sul- 
livan or Wm. F. 
Steck, Jr., at STuy- 
vesant 9-2100 at 
any time. 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 
ESTABLISHED 1860 


4. \ sales contest that appeals only 
to individuals will never achieve the re- 
sults of one appealing to groups. 

). A contest that appeals to the strong 
salesmen only is weak. 

6. By personal message seek to get 
the salesman’s family on your side of 
the fence when you start a contest. 

x. Make everything in the way of 
ulletins and letters as personal as pos- 
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H. H. Putnam Discusses 
Advertising Standards 


MAKES REPORT ON PRACTICES 





Broadcasting and Advertising by Com- 
panies in States in Which They Are 
Not Authorized Condemned 





As chairman of the standards of prac- 
tice committee of the Insurance Adver- 
tising Conference Henry H. Putnam, ad- 
vertising manager of the John Hancock 
Mutual Life and newly elected president 
of the conference, presented the report 
of that committee. He told about the 
work done in the past year to raise and 
maintain high insurance advertising 
standards. The most important point 
covered was that of radio, newspaper 
and magazine advertising by individual 
companies in states in which those com- 
panies are not authorized to do business. 

This question has aroused considerable 
discussion in advertising circles. Mr. 
Putnam’s report made clear that it is 
definitely against the public interest for 
advertising media to accept such adver- 
tising. Massachusetts and Pennsylvania 
have recently enacted laws which effec- 
tively prohibit advertising in those 
states by non-admitted companies. By 
a recent court decision radio advertising 
in New York, even on nationally con- 
trolled circuits, by companies not entered 
in New York has been forbidden. 

Mr. Putnam’s report also included ref- 
erence to recent “whispering campaigns” 
atid highly competitive advertising. He 
also cited examples of the tendency to- 
ward greater fair play in advertising. 





Ad Conference Membership 


Since the last Annual Meeting of the 
Insurance Advertising Conference, 19 
new members have been added to the 
Conference, said Executive Secretary F. 
P. Ward in his annual report to the 
Insurance Advertising Conference at 
Briarcliff Lodge on Monday. Of the 
above, nine are Life members; ten Fire 
and Casualty, making the present mem- 
bership of the Conference line-up as 
follows: 


Da OR i ad ccinnwaeene 49 
Fire & Casualty Members........ 40 
“B” Class Members ............ 30 
Total Membership .......... 119 
Two members died during the past 


year—Horace V. Chapman of the Ohio 
Farmers and Harry V. Wade of the 
United Mutual Life. 

Following are the Life company mem- 
bers of the Insurance Advertising Con- 
ference which met at Briarcliff this 
week: 

Stewart Anderson, Penn Mutual. 

A. F. Ashford, Western Reserve. 

Miss Florence E. Barrett, Conn. Gen. 

H. A. Bartholomew, Continental Life. 

J. E. D. 3enedict, Metropolitan. 

J. Bradley, Home Life of America. 
z. €. Campbell, Central Life. 

L. D. Cavanaugh, Federal Life. 

C. E. Crane, National Life of Vt. 

I. L. DeVoe, Bankers Life, Nebraska. 
Clifford Elvins, Imperial Life, Canada. 
Arthur A. Fisk, Prudential. 

Seneca M. Gamble, Volunteer State. 
M. I. Gilbert, Crown Life, Toronto. 

J. H. Castle Graham, London Life, Ont. 
W. F. Hanselman, Union Central. 

W. H. Hazard, New England Mutual. 
Herman Koch, Jr., New England Mut. 
J. Roy Kruse, Calif. Western States. 
J. P. Lyons, Manufacturers’ Life, Tor. 
F. F. MacNab, Dominion Life. 

Rex B. Magee, Lamar Life. 

C. P. Mayfield, Fidelity Mutual. 

K. R. Miller, Sales Research Bureau. 
F. C. Morss, Provident Mutual. 

E. Morton, North American. 

G. W. Munsick, Prudential. 

John Murphy, Pan American. 

Miss Clara L. Noyes, Union Cooper. 
C. R. Noyes, Phoenix Mutual. 

James A. Peirce, John Hancock Mut. 
Nelson D. Phelps, Northwestern Mut. 
C. D. Pickering, Aetna Life. 

Robert Pierce, Aetna Life. 


Life Members of Advertising 
Conference to Meet in N. Y. 


The life company members of the In- 
surance Advertising Conference, which 
held its annual meeting at Briarcliff this 
week, will continue as heretofore to hold 
informal conferences. 

The meeting this year will be held in 
New York during Insurance Week: in 
December preceding the meeting of the 
Association of Life Insurance Presidents, 
the tentative day being Monday pre- 
ceding the Presidents’ Association meet- 
ing. Informal conferences of other 
groups in the main conference will also 


be held. 





At the Tuesday afternoon session of 
the Life Group of the Insurance Adver- 
tising Conference a discussion took place 
as to the ways and means of encouraging 
more general advertising of life insur- 
ance. As one means to such end the 
president of the Conference was request- 
ed to telegraph the Penn Mutual Life 
and the New England Mutual congrat- 
ulations on their effective new plans for 
national advertising which had been 
started this year. 


During the Tuesday afternoon session 
of the Insurance Advertising Conference 
at Briarcliff a telegram was received 
from the Life Advertisers Association at 
Chicago sending greetings and _ best 
wishes and notifying the Conference of 
the appointment of an inter-conference 
committee to discuss advertising prob- 
lems of common interest. 

President Putnam stated that undoubt- 
edly the Insurance Advertising Confer- 
ence would appoint an equal number of 
members to such an _ inter-conference 
committee. 





Frank Presbrey, Advertising 
Dean, Heard at Briarcliff 


Frank Presbrey, known as the dean of 
advertising men, whose fifty years’ expe- 
tience in the field has spanned the de- 
velopment of modern advertising, was 
an honor guest of the Insurance Adver- 
tising Conference at Briarcliff this week. 
Mr. Presbrey, who is a director of the 
New York Life and has served on surety 
and fire company boards, spoke to the 
convention Monday, and told why he 
considered magazines a better medium 
for the insurance message than news- 
papers, although he favored a certain 
amount of newspaper space being used. 

“When men or women sit down to 
read a magazine for entertainment or 
education they naturally put themselves 
in a mentally receptive mood,” said Mr. 
Presbrey. “They are not hurried and 
what they read, whether it is in the ad- 
vertising pages or in the text, they are 
far more apt to absorb, than they are 
when they read a newspaper. 

“T have been interested in seeing the 
list of towns and cities from which re- 
plies to magazine advertisements have 
come and I have been greatly impressed 
with the vast number represented. This 
nation-wide advantage cannot be secured 
through newspapers except at an enor- 
mous cost, where a moderate sized ap- 
propriation will accomplish the same re- 
sult through the magazines.” 





W. T. Plogsterth, Lincoln National. 
Frank J. Price, Jr., Prudential. 
Henry H. Putnam, John Hancock Mut. 


A. H. Reddall, Equitable Society. 

R. G. Richards, Atlantic Life. 

T. M. Rodlun, Acacia Mutual. 

J. C. Slattery, Guardian Life. 

C. S. Smith, National Life & Accid. 
C. T. Steven, Phoenix Mutual. 

S. A. Swisher, Jr., Equitable Life, Iowa. 
H. F. Tyrrell, Northwestern Mutual. 


R. C. White, Franklin Life. 

Mrs. Virginia T. Woodward, National. 
J. A. Young, Monarch Life. 

Added since September 1, 1933: 

Wm. McNeary, Equitable Life Society. 
S. S. Phillips, Union Mutual Life. 
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| WORLD WIDE 


The agencies of the SUN LIFE ASSURANCE 
COMPANY OF CANADA encircle the globe. 
Active branch organizations are maintained on 
five continents, in 40 countries and in 40 states 
of the United States of America. 








Policies in force number more than a million. 
Insurances in force approximate Three Billions of 
Dollars. 


The international character of the Company 
provides unique facilities for the service of its 
clients, in whatever part of the world they may 
reside. 


* é 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 











: Head Office: Montreal ' 














Be A Friend—Make Friends! 


BERKSHIRE ASSOCIATES ARE DAILY MAKING MANY "FRIENDS" 
IN THEIR RESPECTIVE COMMUNITIES, THROUGH THE SALE OF 


| BERKSHIRE'S SPECIAL 
PREFERRED’ RISK 
FAMILY INCOME OPTIONS 


BERKSHIRE RETIREMENT 
ANNUITY—FORM 930. 








| THINKING MEN AND WOMEN ARE PROTECTING "THEMSELVES" 
OR "FAMILIES" THROUGH THE “CERTAIN AND ENDURING 
VALUES" OF BERKSHIRE LIFE CONTRACTS. 








PROOF — 36% AVERAGE GAIN IN PAID BUSINESS FOR JUNE 
AND JULY OVER CORRESPONDING PERIOD FOR LAST YEAR. 


"ASK ANY BERKSHIRE AGENT." 


Berkshire Life Insurance Co. 


Incorporated 1851 


Pittsfield, Mass. 


FRED H. RHODES 


President 
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John Hancock General 
Agents Form Ass’n. 


FIRST MEETING AT CHICAGO 





Ralph W. Hoyer General Chairman; 
Prominent General Agents Partici- 
pate; Speakers and Subjects 





Chicago, Sept. 28—The John Hancock 
Mutual Life general agents formed an 
organization this week, the meeting be- 
ing held Monday in the Stevens Hotel 
here. Fred E. Nason, vice-president of 
the John Hancock and Henry Schaeffer 
of the Ordinary division of the company 
from the home office were present. 

The new organization is called the 
John Hancock General Agents Associa- 
tion. Ralph W. Hoyer was _ general 
chairman and the session chairmen were 
Henry A. Stout, Charles A. Macauley. 
Paul F. Clark, Henry G. Wischmeyer and 
Percy G. Lapey. 

Paul F. Clark talked on commissions 
and allowances; Harry Gardiner, gen- 
eral agent in New York, discussed met- 
ropolitan brokerage situation; Harry 
Haskins, part time agents; Dan Flick- 
inger, rural supervision; William M. 
Houze, metropolitan supervision; Ernest 
J. Clark, Baltimore, the American Col- 
lege of Life Underwriters; C. W. Wyatt 
and Harry Wood discussed recruiting 
and training; William FE. Collins, con- 
tests and quotas. Supervising old men 
for immediate sales was discussed by 
Howard Cammack. 

Outside speakers were H. G. Kenagy 
and Stanley Dickinson. 


UPHOLDS GENERAL AMERICAN 

The Missouri Supreme Court on Mon- 
day rejected the request of Henry 
Weinberg, Missouri State Life policy- 
holder, for writ of prohibition to prevent 
Judge Hamilton from consummating his 
orders in connection with the sale of the 
company’s assets to the General Ameri- 
can Life. Another group of policyhold- 
ers presented a petition to the Supreme 
Court for writ of certiorari in an attempt 
to have the General American purchase 
quashed. 





DENIES INTER-SOUTHERN SUIT 


The intervening suit in the original 
proceedings over the Inter-Southern 
Life receivership was denied by Judge 
H. Church Ford in Circuit Court at 
Frankfort, Ky., on Monday. 

Henry M. Johnson, Louisville attorney. 
who last year represented a group of 
Inter-Southern policyholders in fighting 
the reinsurance with Kentucky Home 
Life, went before Judge Ford last week 
with an amended petition to the original 
Proceedings in which he asked a con- 
tempt rule against the Kentucky Home 
Life interests and asked a judgment of 
$3,500,000 for alleged failure to carry out 
the reinsurance agreement. 





NEW HOME LIFE AGENCY 

Wiley E. Pendleton, who is president 
of the General Agents & Managers Club 
in Kansas City, Mo., and president of the 
Kansas City Life Underwriters Associa- 
tion. has been appointed to establish a 
new general agency for the Home Life 
of New York in that city. The agency 
will be in the Fidelity Bank Building. 
Mr. Pendleton, who has lived all his life 
in Kansas City, has been general agent 
for the Lincoln National there for the 
Past three years and before that was 
with the Travelers. 





NEW ASSISTANT ACTUARY 
Victor E. Henningsen has been made 
assistant actuary of the Northwestern 
Mutual, having been with that company 
or a little over a year. He was pre- 
viously with the Prudential. 


CONN. MUTUAL LUNCHEON 

At a lunch given at the Chicago Club 
Tuesday of representatives of the Con- 
necticut Mutual, Peter M. Fraser and a 
number of other officers were present. 








...makes life in- 


surance a tangible article instead 
of a mass of figures and rates. 
Presented in this way, through 
national advertising and planned 
interviews, the prospect under- 
stands more readily how it fits 


his individual problems. 
* 


Die UNION CENTRAL LIFE INSURANCE Company 


CINCINNATI, OHTO 
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Keeping in Touch With the Best Ideas. Checking 
Up With the Man in the Field. A Clearing House 
of Advice and Opinion. Where Do I Fall Down? 
Why Do I Not Get Results I Feel I Am Entitled To? 


Mental and Feeling Values 


Life Insurance Salesman: 


“After all, Mr. Prospective Client, your relationship to 


the members of your immediate family, your wife and children, has mental and feeling 


values beyond any comprehension on my part. 


Of course, I know how I feel towards 


my own wife and children and because of that it would seem to me to be very neces- 
sary on your part to consider the difficulties yours would have to face if they had 


to carry on without you. 
present time they are taking big chances. 


They would be very small ships in a rough sea. 


At the 


I know how it is—your business has been 


occupying most of your thoughts but now that you can see the exact situation, a 
man in your position would put this plan into force immediately especially when so 


little would accomplish so much.” 


The Master Salesman Is Not A Specialist 


Modern life is very complex. In fact 
it has become so very complex that no 
single mind can grasp all its intricacies. 
The day is long past when a man could 
say, with Bacon, that he “took all knowl- 
edge for his problems.” 

Today one has to take a very small 
corner of all knowledge for one’s own 
province and has to work pretty hard 
most of the time to keep even that little 
quarter-section surveyed and cultivated. 
That is why we have now in every de- 
partment of human activity specialists who 
know all about that department or about 
some part of it. 

Unfortunately, however, the methods of 
training which have come into vogue dur- 
ing the last quarter century tend to pro- 
duce the sort of specialist who knows all 
about his specialty and nothing about any- 
thing else. 

Now it is a curious fact that when one 
goes into the general offices of a large 
corporation one always finds the presi- 
dent or the general manager to be a man 
who has never in his life been a specialist. 
The offices and the plants will be filled 
doubtless with specialists in production, in 
efficiency, in office methods, in handling 
salesmen, in credits—in everything one can 
think of—but the man at the head, the 
actual director of the whole machine, is 
never a specialist. 

The master executive can not he a spe- 
cialist. He must possess so much and 
such general information. he must be pre- 
pared to grasp commercial, industrial. fi- 
nancial, social, economic, and _ political 
ideas of such complexity that plainly he 
could not have given his time for vears to 
the cultivation of one small specialtv 

Specialists are all verv well and are in 
their place excellent parts of the hig m2- 
chine of commerce and finance. of indus- 
try and trade. But they must he directed 
and the director must alwavs he a non 
specialist, a man of general and not of 
special culture 

Now all of this applies just as well to 


the master salesman. He must possess, 
just as much as the president of the big- 
gest corporation in the land, a general 
grasp of general ideas. For he is dealing 
with men. His work is not to compile 
statistics, to dig up facts, to cause some 
little part of the big machine here or 
there to operate more smoothly. No! The 
master salesman deals with men and 
women and ideas. And that is why he 
needs general rather than special infor- 
mation and culture. 

Culture is the product of a mind which 
has been broadly as well as_ specially 
trained; which has been trained to ab- 
sorb all sorts of useful information on 
all sorts of topics, apart from the one 
topic of some special business activity; 
and which therefore is able to deal in 
general ideas and to understand and ap- 
preciate the prejudices, traditions, thoughts 
and actions of all sorts and conditions 
of men. 

The great trouble with specialism is 
that it breeds too many little narrow men, 
excellent in their way but, as the old pun 
has it, not weighing much. 

The master salesman cannot be that 
sort of man. He has to deal with live 
human problems, not with cold figures or 
with abstract problems propounded on 
paper. His immediate and living contact 
is always with persons, and consequently 
he must be saturated with human thought. 
with the kind of knowledge which is based 
upon the relations existing between liv- 
ing persons. 

So, when we approach the very impor- 
tant question of the master salesman’s 
general equipment we may be sure of one 
thing. We may say with complete con- 
fidence that the master salesman must not 
be a specialist. 

In other words, the broader and more 
general his knowledge of human nature. 
and the less he is cribbed, cabined and 
confined within the limits of the small 
specialist’s hall-room mind, the better for 
him. 


Getting the “Gift of People” 


DAC 

You will find that people like to feel 
that they take action of their own free 
will. No one likes to act under pressure 
or to be “sold” anvthing. That is why 
I prefer to say: “He arranged his life 
insurance program through me” rather 
than “T sold him a Ten Thousand Dollar 
policy.” Besides it is more in harmony 
with the professional point of 
view. Conference and client go together 
You will have to develop what the Span 
ish call “Don de gentes,” the “Gift of peo 
ple,” that is the power to influence others 
Practice makes perfect. Keep in touch 
with every phase of human nature and 


sery ice 


attempt to understand what is back of 
human actions and heliefs. There is no 
other way. You will get but little help 
from books. 


K. E. B. 

I don’t believe in trying to size up the 
other fellow from outward appearances. 
Don’t waste your time studying courses 
of that nature. Talk to a man’s problem 
and not to his profile. 


Mr. Montgomery will answer the 
questions of agents regarding their prob- 
lems in the business. Write your ques- 
tions to Mr. Montgomery at The Eastern 
Underwriter, 94 Fulton Street. 
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The 
Bankers National 
Life Insurance Co, 


BANKERS NATIONAL LIFE BLDG. 
JERSEY CITY, N. J. 


Ratpo R. LoUNSBURY 
President 
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WiLuiaM J. Siecer 
Supt. of Agencies 


Inquire about our 
New and Attractive Agency Contract 
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THE FORMULA 
of SUCCESS 


IFE INSURANCE can be explained in plain, everyday 
language. The facts can be simply stated. People need to 
be told about life insurance by one who knows life insurance 

and its adaptability. Salesmen of integrity, ability and courage 
who will work systematically and plainly state the facts of life 
insurance service will be Masters of their craft and successful. 


THE MUTUAL LIFE OF NEW YORK, with its long history of 
increasing success, offers opportunity. It writes Annuities and 
all standard forms of life insurance. Double Indemnity Benefits. 
It has many practices to broaden and expedite service for Field 
Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work as 
a career of broad service and personal achievement are invited 
to apply to 


The Mutual Life Insurance Company 


of New York 
New York, N. Y. 


GEORGE K. SARGENT 
Vice-President 


34 Nassau Street 


DAVID F. HOUSTON 
President 


and ; 
Manager of Agencies 
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Veterans’ Insurance 
Dividends Cut 53% 


cCOVERNMENT’S EXPLANATION 
ild Up Reserves and Offset Lower 
* sear of Fund, Administration 
Statement Reports 





\ 53% reduction in dividends on war 

veterans’ government insurance has been 
put into effect by the, Veterans Admin- 
istration at Washington, in order to build 
up reserves and offset lower earnings of 
the fund. About 613,000 veterans with 
$2 768,000,000 coverage are affected. 
7 For payments in the current calendar 
year $3,050,000 has been allotted, or a 
iittle less than half of last year’s paid-out 
amount of $7,270,006. Last year’s divi- 
dends averaged about $12.67 a policy- 
. 4 dividend rate for next year will 
be determined after the close of business 
December 31. ; ; 

“The dividends paid on government life 
insurance were less than the previous 
vear because it was deemed necessary to 
place an increased amount to the credit 
of the reserve provided for losses, and 
also, but to a much lesser extent, due to 
the earnings of the insurance fund being 
at a somewhat lower rate,” the adminis- 
tration explained in a statement. 


Government Officials Explain Dividend 
Factors 

In explaining the change to the vet- 
erans the officials pointed out that divi- 
dends are “in the nature of a refund of 
premiums paid,” and that they were made 
possible “because of the loss rate being 
less than that expected, and, second, due 
to invested funds providing a rate great- 
er than contemplated.” 

Federal insurance policies are matured 
either by death or permanent disability, 
and therefore these two factors are the 
most important in deciding what money 
is available. _ 

“It is quite apparent,” the administra- 
tion remarked, “that the amount of divi- 
dends payable is dependent upon two ele- 
ments, one of which is absolutely be- 
yond any human control, and the second 
dependent upon so many uncertain fac- 
tors as to be quite beyond administrative 
control.” 

The premiums charged, it was ex- 
plained, are based on a calculation of 
deaths, plus carnings at 314% of invest- 
ed funds, and that in handling money 
available, provision must be made for lia- 
bility for disability payments, as well as 
death benefits. 

“Theoretically, there could be no sur- 
plus earnings until the entire liability on 
account of the total permanent disa- 
bility provision had been covered,” the 
administration said, “but in order to ef- 
fect a more equitable distribution of the 
cost of this provision a program has been 
adopted whereby a portion of the earn- 
ings has been set aside each year in a 
fund designated as ‘contingency reserve’ 
and a portion distributed as dividends. 

In 1931 a total of $13,447,000 was added 
to the reserve, $7,875.000 allocated for 
dividends in 1932 and $633,443 left unas- 
signed. but in 1932 $15,408,000 was put in 
the reserve coffers, leaving $3,650.000 for 
1933 dividends and $540,000 unassigned. 


NEW PROVIDENT MACAZINE 
The Provident Policy Owner Bringing 
Responses from Policyholders; 

C. Sumner Davis its Editor 

The Provident Mutual Life is having 
gratifying results from its new magazine 
for policyholders, The Provident Policy 
Owner. C. Sumner Davis is editor. The 
fall issue just being distributed contains 
several human interest stories, a discus- 
sion of policy loans and surrenders, an 
analysis of individualized insurance 
needs and a message from President M. 
A. Linton. Particularly, the company is 
receiving satisfactory inquiries from re- 
turn post cards in connection with the 
Magazine and responses to offers to send 
booklets. The current issue contains an 
offer of a new budget book, The Most 
for Your Money. 


Union Central Life’s 
Novel Radio Program 


CARNEGIE HALL BROADCAST 





Makes Innovation in Radio World by 
Staging Play in Costume and 
with Scenery 


The Union Central Life’s first radio 
broadcast this season, which was made 
last Sunday night, was watched with 
great interest by the radio world be- 
cause it was in the nature of an experi- 
ment. For the first time in such a_pro- 
gram scenery, costumes and spotlighting 
were used much as they might be at a 
theatrical performance. 

The program, “Roses and Drums,” was 
broadcast all last winter as part of the 
company’s merchandized selling plan 
and has been successful in bringing the 
Union Central Life’s name and message 
before a large nation-wide audience. 

Carnegie Hall, New York City’s pre- 
mier music auditorium, was the source 
of this week’s broadcast, and the in- 
terior was highly decorated with banners 
for the occasion. Amid the Civil War 
battle flags, both Northern and South- 
ern, was the banner of the Union Cen- 
tral Life. 


“Roses and Drums” is a half-hour dra- 
matic sketch of Civil War adventures, 
and in keeping with the subject the ush- 
ers were dressed in uniforms of both 
armies in that war. A number of G. A. 
R. veterans were honor guests. About 
3,000 were present to watch the broad- 
cast. 

Printed programs were distributed by 
the Charles B. Knight agency of the 
Union Central in New York. 

The stage was set to resemble a south- 
ern garden, and the actors in costume 
sat about the microphones in the glow 
of spot lights, the whole effect being 
rather that of an operetta scene than of 
a broadcast. Some of the players made 
costume changes from time to time. 


Distinguished Guests Present 


Two distinguished guests spoke after 
the broadcast had been concluded. 
Major-General Robert Lee Bullard rem- 
inisced about his contacts with General 
Grant and General Sherman, both of 
whom were represented in the broad- 
cast. Professor Dixon Ryan Fox of the 
American History Department, Colum- 
bia University, praised the Union Cen- 
tral for its public-spiritedness in pre- 
senting the program, which he called 
one of the most constructive and for- 
ward-looking on the air. 

Among the famous Broadway actors 





Are You Interested? 


A 30-year old general agency office in 
the metropolitan district wants to con- 
tact with 

A life insurance company for the 

purpose of getting a general agency 

appointment 
Or 


with a going life agency for the pur- 

pose of purchasing a partial or con- 

trolling interest. 

The advertiser maintains fully equipped 
offices in both Brooklyn and New York 
City; has a large following of brokers and 
agents, and can develop from the start 
in excess of 

$1,000,000 of Life Business 
due to present contacts with large pro- 
ducers. Write in confidence to 


Box 1228, THE EASTERN UNDERWRITER 
94 Fulton Street, New York 











in the play are Guy Bates Post as Gen- 
eral Grant, Minor Watson as General 
Sherman, Tom Chalmers as General 
Robert E. Lee, Pedro de Cordoba as 
Abraham Lincoln, George Gaul as Stone- 
wall Jackson and Charlotte Walker as 
Mrs. Jeff Davis. 








p. Girard 

















W. Davidson-Thomson 








ANNUAL CONVENTION 
ASSOCIATION OF LIFE UNDERWRITERS 


They bring Good Wishes for the success of your deliberations 
from every member of our staff, both office and field—from 
Illinois, Michigan, Minnesota, North Dakota, Washington and 
the nine Provinces of Canada. 





C. F. Dunfee, C.L.U. 


THE GREAT-WEST LIFE SENDS GREETINGS 
Through Its Official Delegates 


to the 


We also wish to express 
appreciation of the honor 
accorded us in the selection 
of two of the Company’s 
representatives—Mr. David- 
son-Thomson and Mr. Jo- 
seph Lyon—as Song Leader 
and Accompanist for the 
Convention. 


The Great-Weest Life Assurance Company - 





JR. 


OF THE NATIONAL 


Nicholson ea pS 





J. J. Lyon 


Winnipeg, Canada 
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Nelson A. White Heads 
New Advertising Ass’n 


FIRST MEETING IN CHICACO 
K. H. Mathus, Prime Mover in New 
Organization, Opens Convention; 
Officers Elected 
The Life Advertisers Association, com- 
posed of advertising managers of com- 
panies representing wide geographical 
distribution throughout the country, held 
its first general meeting at the Edge- 
water Beach Hotel, Chicago, on Mon- 
day with Kenilworth H. Mathus, Con- 
necticut Mutual, presiding as temporary 
chairman. Mr. Mathus was prime mover 
in the formation of this new organiza- 
tion. The constitution and by-laws pre- 
pared by a special committee headed by 
Bert N. Mills, secretary of Bankers Life 
Co., Des Moines, was adopted without 
amendment. It provides for amendments 
by a mail vote on recommendation of 
the executive committee during the first 

year. 

The slate of officers, as submitted by 
Charles C. Fleming, Life Insurance Co. 
of Virginia, chairman of the nominations 
committee, was also adopted. About 
fifty advertising managers attended. At 
least ten more are expected to be num- 
bered among the charter members. 

Officers Elected 

The first president of the new asso- 
ciation is Nelson A. White, advertising 
manager of the Provident Mutual, who 
has long been active in insurance adver- 
tising and is one of the outstanding life 
insurance advertising managers. 

Other officers elected were S. A. 
Swisher, Equitable Life of Iowa, vice- 
president; Bart Leiper, Pilot Life, sec- 
retary, and D. Bobb Slattery, Penn Mu- 
tual, treasurer. The charter executive 
committee includes K. H. Mathus, Con- 
necticut Mutual; R. C. Budlong, North- 
western National; Seneca M. Gamble, 
Volunteer State; J. P. Lyons, Manufac- 
turers Life of Canada; C. I. D. Moore, 





NELSON A. WHITE 


Pacific Mutual; C. T. Steven, Phoenix 
Mutual, and Nelson D. Phelps, North- 
western Mutual 


Seneca M. Gamble, Volunteer State 
Life, was chairman of the first session 
at which addresses were made by E. S. 
\lbritton, Chicago general agent of the 
Provident Mutual; Bert N. Mills, sec- 
retary, Bankers Life Co.; Karl Ljung, 
Jr., Jefferson Standard, and C. M. Cart- 
wright, managing editor of National Un- 
derwriter. 

The new association had an unusually 
fine display of advertising and promo- 
tional material. The Massachusetts Mu- 
tual Life, because its total of points al- 
lotted by judges was the greatest, won 
the associaticn trophy, a handsome sil- 
ver loving cup. A list of winners for the 
different classes is given elsewhere in 
this issue. 





L. J. Evans Tells of Best 
Methods for Direct Mail 


L. J. Evans, one of the officers of the 
Register Life, who also has made a con- 
siderable reputation as an advertising 
and direct mail man, discussed the sub- 
ject of direct mail in a talk before the 
Life Advertisers Association at the 
Edgewater Beach Hotel, Chicago, Tues- 
day morning. He was emphatic that di- 
rect mail should tie itself up to the com- 
pany’s plan of practice. To be successful 
it must be linked with the inherent 
structure of the company. 

Recently Mr. Evans sent out a couple 
of questionnaires. One of them went to 
an organization of business men, law- 
yers and others in Davenport, Iowa. The 
blunt question he asked was: “Do you 
read letters and folders from life insur- 
ance companies?” Eighteen of them 
said they did and eleven said they did 
not. He also asked them in what use of 
life insurance were they most interested. 
Seventeen said in protection and deter- 
mined income, eleven said monthly in- 
come, seven said cash assets, five said 
investment and three said retirement in- 
come, 

He also described the answers to 
the questionnaires sent to agents asking 
them how they use direct mail and what 
they regarded as its benefits. 





BENEDICT NOW FARMER 

J. E. D. Benedict, advertising manager 
of the Metropolitan Life, has taken up 
the role of gentleman farmer. Recently 
he purchased a 75 acre farm at Bethle- 
hem, Conn., which will be developed into 
a summer place and week end objective 
for himself and family. 


J. ELLIOTT HALL SPEAKER 
J. Elliott Hall, general agent of the 
Penn Mutual, 50 Church Street, New 
York, was the speaker at the second of 
the weekly meetings held at Hotel Penn- 
sylvania by the metropolitan district 
agencies of the Connecticut Mutual. Mr. 
Hall’s subject was “Time Control.” 





HAWKEYE-SERVICE MERGER 


Negotiations Practically Completed fo 

Reinsurance of Des Moines Organj. J 

zation by Omaha Company 

Negotiations for purchase of the 
Hawkeye Life of Des Moines by th 
Service Life of Omaha have been sees. 
tically completed, so that the $8,000.00 
business in force of the Hawkeye may }, 
merged with that of the Service, whic 
has $22,000,000 in force. The Service 
Life will get stock control of the Je 
Moines company when negotiations are 
completed. 

A. R. Ingleman, president of the Hayk. 
eye, is expected to remain with the Sery. 
ice Life in charge of conservation at the 
Des Moines office. The present Servic, 
Life was formed by a merger of th 
Equity Life of Omaha, the Union Paeife 
of Omaha and the Service Life of Lip. 
coln, Neb. John Fagber is president anj 
Lloyd Dort, a former Nebraska insurang 
commissioner, is vice-president. 





PHILADELPHIA SUPERVISORS 

Supervisors in Philadelphia agencies 
have formed a luncheon group and wil 
hold their first meeting Thursday, Octo. 
ber 5, at the Bellevue Stratford. William 
G. Rutherford, New England Muti 
will be the speaker. 





N. Y. SUPERVISORS MEETING 

Jerome Siegel, secretary of the Life 
Supervisors Association of New York 
has sent notices of the first meeting of 
the association for the season which will 
be held Tuesday, October 3, 12:15 o'clock 
at the Governor Clinton Hotel. 


AMERICAN CENTRAL TRIPPERS 


The American Central Life sent thirty 
of its agents and superintendents to the 
Chicago Fair and the National Associa- 
tion of Life Underwriters Convention 
this week as the result of their submit- 
ting a volume of new business with pre- 
miums up to a certain amount during the 
period from July 20 to September 20. 





THE MANHATTAN LIFE INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
NEW YORK CITY 


Founded 1850 


Life 


THOMAS E. LOVEJOY, President 
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Advertising Methods 
For Recruiting Agents 


AIM TO IMPROVE QUALITY 
B. N. Mills, Secretary, Bankers Life Co. 
Discusses Four Methods of Re- 
cruiting in Use 
Discussing advertising to recruit 
agents at the meeting of the Life Ad- 


vertisers Association in Chicago this 
week, B. N. Mills, secretary, Bankers 
Life Co, Des Moines, classified four 


general methods—advertising in trade 
papers, word-of-mouth through §sales- 


men, newspaper and direct mail adver- 
, 


tising. 

Mr. Mills thought that trade paper 
advertising for agents was the least de- 
sirable because it involved switching of 
agents from one company to another 
and it did not result in raising the gen- 
eral character of all life insurance sales- 
men nor add new personnel and talent 
to the business. 

“Advertising by word of mouth to 
agents is a very desirable plan which has 
been used with much success by many 
companies,” Mr. Mills stated. “Some- 
times this is on an organized basis in 
either the agency or the company and 
sometimes on a hit-or-miss plan. An 
organized plan is, of course, preferable. 
I know of one instance in which an 
agency consisted of the agency manager 
and two salesmen. Each was requested 
to recommend one new man. The 
agency manager recommended two and 
the two salesmen each recommended 
one, All four developed into high-grade, 
permanent agents, and that agency was 
started to a substantial and permanent 
growth. This particular case was well 
handled by very capable and resourceful 
men who watched every step of the pro- 
ceedings and handled every move in an 
expert way. 

“In our own company we have an or- 
ganized plan for the whole company 
which we call the Field Organizers’ Club. 
In order to win membership in this club, 
the salesman must induce a new agent 
who must produce at least $100,000 of 
new business in his first contract year. 
If the old agent induces more than one 
sich man, he wins a membership for 
each new agent recruited by him. The 
results from this club were of a most 
substantial character until the last two 
or three years, during which the returns 
have not been so encouraging. How- 
ever, we anticipate that with better busi- 
ness conditions, the record of this club 
will again approach its old standard of 
success, 

“The elements involved in this type of 
recruiting are such as to bring about the 
recruiting of high-type salesmen. The 
agent who wishes to win membership in 
the Field Organizers’ Club is not inter- 
ested in inducing a new agent unless he 
leels reasonably certain the new man 
can produce the required amount in the 
irst year, and in this way the selection 
is all in favor of a fairly high type of 
new man. The agent is, of course, in- 
terested also in improving the tone of 
his agency and in bringing into his own 
orgahization a man that other members 
will be proud of and look up to.” 


Newspaper Results 

Commenting on newspaper advertising 
Mr. Mills said, “Advertising for new 
agents through newspapers has gener- 
ally been conducted on the blind ad 
basis. You are all familiar with this 
plan. An agency manager or the com- 
pany runs a classified advertisement in 
anewspaper. The idea of the company 
's to get answers from able and am- 
bitious men who will not be afraid of 
the life insurance business. They really 
get very few answers of this kind. They 
do generally get many answers. Through 
careful process of elimination they final- 
ly come to the point of interviewing per- 
laps one-fourth of all those who reply. 
From this one-fourth they ultimately se- 
lect another fourth who look likely. This 
nal selection is then given the best 


(Continued on Page 38) 





‘List of Exhibit Winners 





Life Advertisers Ass’n 





Following is the list of life companies 
exhibiting advertising and promotional 
material at the meeting in Chicago this 
week of the Life Advertisers Association 
which were declared winners in the vari- 
ous classes: 

Trade Paper Advertising: United Mu- 
tual Life, Indianapolis, first; Central Life 

f Iowa, second, and Equitable Life of 
lowa, third. 

National Advertising: Dominion Life, 
first; Penn Mutual, second; Provident 
\lutual, third, and Lincoln National, 
honorable mention. 

Folders and Leaflets: Single: Provi- 
dent Mutual Life, first; Bankers Life, 
lowa, second, and Massachusetts Mutual, 
third. 

Folders and Leaflets: Group: Monarch 
Life, Springfield, first; Northwestern 
Mutual, second; Provident Mutual and 
Connecticut Mutual, tied for third. 

Booklets: Northwestern Mutual Life, 
‘rst; Provident Mutual Life, second; 
Connecticut Mutual, third; Atlantic Life, 
h norable mention. 

Other Printed Material: Bankers Life, 


Iowa, first; Pilot Life, second; Monarch 
Life, third, and Bankers Life, of Iowa, 
Pilot Life, Provident Mutual, and North- 
western Mutual, honorable mention. 

Blotters: Single: Lincoin National, 
first; Provident Mutual, second; Regis- 
ter Life and Connecticut Mutual, tied 
for third. 

Blotters, Group: Life Insurance Com- 
pany of Virginia, first; Register Life, 
second; Massachusetts Mutual, third. 

Direct Mail: Massachusetts Mutual 
Life, first; Dominion Life, second; Sc- 
curity Mutual, third. 

Sales Promotion: Monarch Life, first; 
Equitable Life of Iowa, second; Provi- 
dent Mutual, third; Jefferson Standard, 
Penn Mutual, and Lincoln National, 
honorable mention. 

Agency promotion: Connecticut Mu- 
tual, first; Massachusetts Mutual, sec- 
ond; Berkshire Life, third; Northwest- 
ern Mutual, honorable mention. 

Publications to Agents: Massachusetts 
Mutual, first; Connecticut Mutual, sec- 
ond; Northwestern Mutual, third. 

Publications to Policyholders: Provi- 
dent Mutual, first; Connecticut Mutual, 
second; Pan-American Life, New Or- 
leans, third. 

Conservation Program: Great - West 
Life, first; Life Ins. Co. of Virginia, sec- 
ond: Massachusetts Mutual, third. 


MILLS ON DIRECT MAIL 
Bert N. Mills, secretary, Bankers Lif 


of Iowa, addressed the direct mail ses- 


‘sion of the Life Advertisers’ Associatiot 


Wednesday. 


ters. 


His subject was better let- 


| Class to Start October 20 

The fall training class of the Allen 
& Schmidt agency of the New Eng- 
land Mutual in New York for brokers 
and those planning to enter life in- 
surance work will start October 20 
instead of September 20 as was in- 
correctly announced *.in Allen & 
‘Schmidt’s advertisement in The Gold 
Book. This class will be under the 
able -direction of Wheeler H. King, 
agency supervisor. 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
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PROVEN IN THE FIELD AS A SOUND WORKING BASE FOR TODAY 











1 sold to create a complete protection and invest- 

ment program as presented in a Planned Estate 

Chart to a man who thought he had a complete 
program. 


$80,000 





Planned Sstate of 
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$35,000 
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“perfect resistance” built up. 





sold through a Planned Estate Chart to a man who 
was constantly approached by agents but had a 

















22 years of age 




















$58,000 


3 





sold through a Planned Estate Chart to a man who 
owned only $2,500 and was not interested in any 
more life insurance—would not even discuss it. 




















‘Then en income of $8,00 
2 month to your wife as 
long as she lives 
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The remaining estate 











$ 7,500 
sold to fill one of the gaps left through recent 
lapses, as a temporary measure until the complete 
program could be installed—because of a Planned 
Estate Chart presentation. 


then divided equally 
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$12,575 payable to If you lese your earn- 
your wife in cash in of $354.00 to ing power thru disebili- 
your wife until your bn Pte arn ag oe tale 
youngest chilé (Bob) is bon — jo for 
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256 Broadway 


ETHELBERT I. LOW, 
Chairman of the Board. 


Tangible Results - - 


The field organization of the Home Life Insurance Company is 
through the new “Planned Estate” presentation which the Company presented to them 
early this year. This is not just another sales plan which may or may not work. It is 
a plan based on the very fundamentals of Client Building and modern salesmanship— 
with endless actual results to verify its effectiveness. 

From all sections of the Company’s field enthusiastic voluntary commendation is being 
received constantly, vouching for the value and effectiveness of this plan. It is selling 
business and excellent business. It is saving potential lapses. It is practically eliminating 
competition wherever used. 

This Planned Estate presentation is a very definite part of the Home Life “Client Building” 
Program and every man in the Home Life field organization has this complete equipment 
available for his personal use. 


HOME LIFE INSURANCE COMPANY 
New York, N. Y. 


JAMES A. FULTON, 
President. 


On Agency Matters Address 
CECIL C. FULTON, JR., 
Superintendent of Agencies 
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DECISION 


WEAKENS PROCEEDS 
PROTECTION 

In the pages of this issue of 
The Eastern Underwriter 
called by Albert Hirst, 
New York State Life Underwriters As- 
Sociation, to a recent 
New York Supreme Court on the inter- 
pretation of Section 55a of the New York 
protect 


news 
attention is 
counsel of the 


decision of the 


Insurance Law which aims to 
proceeds of life insurance policies from 
attachment by creditors. 

Under this decision it would appear 
that policies made payable at the time of 
of the in- 
not get 


their issuance to the estate 


sured, or to his executors, do 
the benefits intended to be conveyed un- 
der Section 55a. As Mr. Hirst points 
out, proceeds of policies made payable 
to the if they remain unchanged 
at the time of death of the insured, will 
be available to creditors for the satisfac- 
tion of claims; and during the lifetime of 
the insured the cash surrender values and 
other moneys due to the insured may be 
applied in like manner. If change is sub- 
sequently made, naming a specific benefi- 


eState, 


ciary, the change will be subject to at- 
tack by creditors. 

An appeal from this decision is pend- 
ing, and the New York State Life Un- 
Association, through Mr. 
Hirst, has applied for leave to file a brief 
as friend of the court. 


derwriters 





AVERTING COMPANY FAILURES 
the White 
Sulphur Springs casualty convention this 
week Insurance Commissioner M. L. 
3rown of Massachusetts placed his fin- 
ger on some of the weak spots in cas- 


In his notable address at 


ualty company operations. Convinced 
that some of the company failures in this 
field during recent years could have been 
averted if circumspect and conservative 
methods in respect to investments and 
underwriting had been pursued by such 
companies instead of loose and 
and 


Commissioner Brown stressed the imme- 


some- 


times reckless policies practices, 
diate necessity and pressing importance 
of corrective measures so as to demon- 
strate to the insuring public that there is 
a sincere desire and intent to inaugurate 
a “New Deal” in the 


The commissioner, it is felt, 


casualty business 

touched 
upon one of the evils of the business as 
practiced in some instances when he said 
that the theoretically perfect method of 
procedure is too often warped by the in- 
This 
is true not only of casualty rate making, 


exorable requirements of practice 


he said, but also of investing and under- 


1907, at the post office of New York City 


under the act 


writing. Too often has sound and con- 
servative practice or policy yielded to ex- 
pediency, whether financial or competi- 
tive, and too frequently has the stability 
of a company been sacrificed to such 
expediency. 

Mr. Brown was emphatic in pointing 
out that the failure of 
should not merely be viewed as a matter 
of consequence only to that company. 
It is a reflection on the stability of the 
institution, adversely affecting the busi- 
ness by impairing the confi- 
dence of the insuring public, just as the 
failure of one bank subjects others to 
suspicion and attack. He warned that 
disregard for the necessity of retaining 
public confidence was a_ short-sighted 
policy, and that any who evince such dis- 
regard should consider well and carefully 
the possibility that continued failures 
will invite further and stringent 
regulation of the casualty business. 


one company 


seriously 


more 





BRITISH INSURANCE OFFICES 
ESTABLISH LONDON BUY- 
ING CENTER 
A British “Bush Terminal” is about to 
be established in London and a fine new 
building, to be known as British Indus- 
tries House, has been acquired for the 
purpose. The scheme is backed by six 
important London insurance offices and 
the chairman of the undertaking is H. M. 
Trouncer of the London Life, a recent 
president of the British Institute of Ac- 

tuaries. 

The new building will serve as a per- 
manent buying center for British goods. 
The Buyers’ Association of Great Britain 
has decided to make the 
headquarters as from the 
tember. Offices in 
House are reserved 
mestic and overseas buyers and British 


building its 
end of Sep- 
Industries 
exclusively for do- 


sritish 


manufacturers. 

Among the directors of the new enter- 
prise are the Earl of Elgin, Sir Francis 
Goodenough, the salesmanship 
and Sir Felix Pole, chairman of Metro- 
politan-Vickers Electrical Co. 


expert, 


David A. North of New Haven, Conn., 
was the winner of the book of tickets 
to a Century of Progress in Chicago 
given by the Chicago committee for the 
meeting of the National Association of 
Insurance Agents. The local agent whose 
letter of hotel reservation is first opened 
on each Monday morning wins the book 
of tickets. 

* * * 

Thomas K. Byrne, sccretary of the 
3irmingham Fire, has been elected vice- 
president in charge of underwriting. 

















C. STANLEY STULTS 


C. Stanley Stults of Hightstown, N. J., 
newly elected chairman of the executive 
committee of the New Jersey Associa- 
tion of Underwriters, has been head since 
1919 of the agency of Allen & Stults Co., 
which was founded by his father in 1892. 
Even though he will not be 40 years of 
age until October 3, 193, Mr. Stults 
has already gained several honors in lo- 
cal agency organizations. He was presi- 
dent of the Mercer County Insurance 
Agents Association for three years, vice- 
president of the New Jersey Association 
for Mercer County for two years, and 
a member of the state association’s ex- 
ecutive committee for three years. Out- 
side of insurance interests Mr. Stults was 
assistant postmaster of Hightstown for 
several years and also district deputy of 
the Grand Lodge of the Society of Free 
and Accepted Masons for New Jersey. 

+ = 


N. C. Steel has resigned as vice-presi- 
dent of the Denver National Co. of Den- 
ver, Col., and has organized the N. C. 
Steel Insurance Agency of that city and 
will represent the Agricultural, North 
British & Mercantile, Phoenix of Hart- 
ford and the St. Paul. Mr. Steel’s office 
is located in the American National Bank 
Building, Denver. 

— a 

Vallette McNair, daughter of F. V. 
McNair, general agent, Lincoln National, 
Washington, D. C., has won a contest 
which will give her a trip to Hollywood 
with a ten weeks’ contract to make a 
motion picture. 

* * * 

Bradford H. Walker, president of th 
Life Insurance Co. of Virginia, is to 
serve on the board of counselors of the 
evening school of business administration 
of the University of Richmond. 

+ 

Joseph A. Arneth, special agent of the 
Phoenix Assurance in Pennsylvania, is 
now recovering in the Sacred Heart Hos- 
pital at Allentown, Pa., from serious in- 
juries sustained recently from a fall into 
an ashpit in that city. He broke his 
nose and fractured his skull in addition 
to being badly cut. It will probably be 
two or three weeks before Mr. Arneth 
will be able to leave the hospital. 

* * x 


Sir William Prescott and F. H. Bowyer 
have been elected to the board of the 
Eagle, Star & British Dominions. They 
have been delegated to the South Lon- 
don area. 

. * » 

J. Valentine, captain of the Kent 
County Cricket Team in England, and 
tipped by sporting experts to be the next 
captain of the England Cricket Team, is 
the son of G. H. Valentine, a member 
of the Committee at Lloyd’s. 





H. ARTHUR SCHMIDT 
H. Arthur Schmidt of Allen & Schmidt 


general agents for the New England Mu. 
tual in New York City, is the new head 
of the New England Mutual General 


Agents’ Association, having been elected 
at the company’s convention in Swamp- 
scott, Mass. Mr. Schmidt started as an 
agent when he was not quite 20 years 
old with the office in New York man- 
aged by Edward W. Allen. Within a 
few years he was writing $300,000 an- 
nually and built that up gradually toa 
top year of about $1,500,000, being the 


leading producer of the agency. In 192% 
he became a partner with Mr. Allen in 
the present general agency of Allen & 
Schmidt. 

x * * 


Ww. Hugh Sanders, formerly manager 
of the insurance department of Allan, 
Snead and Whittet, Richmond, Va., has 
organized an agency of his own and in- 
corporated it under the style of W. Hugh 
Sanders & Co., with capital consisting 
of 400 shares of common stock and $10- 
000 of preferred stock. The officers list- 
ed in the articles of incorporation were 
W. Hugh Sanders, president; John H 
Dineen, Jr., vice-president; Wythe D 
Anderson, secretary. : 

x * x 

Miss E. Marie Little, honorary vice- 
president of the League of Insurance 
Women of New York and who is with 
the Equitable Life Assurance Society, 
has been appointed by Miss Emma Dot 


Partridge as chairman of the insurance 
committee working with the women’s 
consumers campaign to direct work in 


that particular field of service. 
* * * 

Colonel Joseph Button, president of 
the Union Life of Richmond and former 
Virginia insurance commissioner, will Le 
a wet candidate for election as a dele- 
gate to the repeal convention to be held 
in Richmond October 25, the election tor 
repeal of the Eighteenth Amendment be- 
ing scheduled for October 3. Thirty wet 
delegates will be opposed to thirty dn 
delegates in the elcetion. Colonel But- 
ton has been a wet for a long time, 
claims to be one of the original wets 1 
Virginia, having held that stand sinc 
the country went dry. 

* * * 

Alfred L. Dern, vice-president and 
manager of agencies, Lincoln National. 
served the week of September 18 to 2 
as a member of the Allen County Tax 
Review Board. 

x * x 

S. L. Bateman of Beahm’s Gap, Va 
was re-elected president of the East 
Rockingham and Page Farmers Home 
Mutual Fire at its fifty-eighth annual 
meeting. 
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Worley Assists in German Credit 
Dealings 

Arrangements have now been made in 
the London market for dealing in the 
blocked mark German interest scrip, to 
be issued to holders of German bonds 
included in the recent moratorium, as 
soon as it is available. The issue of the 
scrip is still held up by technical diffi- 
culties which have arisen between the 
American bondholders and the German 
authorities. It is understood that holders 
of the new scrip will be able to liquidate 
it against “additional” exports, but that 
for that purpose it will be available only 
for the German exporter and not for the 
foreign importer. 

Sir Arthur Worley, Bart, C. B. E., man- 
aging director of the North British & 
Mercantile, is understood to be one of 
the leading figures behind the scenes in 
negotiating the dealing in the German 
scrip. He is a member of the British 
committee appointed to safeguard the 
interests of short-time British creditors 
of Germany. 

It is believed there is no foundation 
for the rumor that steps will shortly be 
taken to consolidate all the various types 
of blocked marks by converting them in- 
to a uniform type to be issued by the 
Konversion Kasse. 

* * x 


New Yorkshire Manager Here Has 
Seen Much of the World 


H. F. Ellen, who a few weeks ago was 
appointed underwriting manager of the 
United States branch of the Yorkshire, 
is not only a skillful fire insurance man 
but also one who has seen much of life 
in many parts of the world. For the 
last twenty years he has traveled a good 
part of the time as a member of the for- 
eign department of the Yorkshire, with 
headquarte rs at the home office of the 
company in England. He is a_ quiet, 
modest, unassuming executive, with a fine 
record for securing results and a very 
creditable addition to the corps of Brit- 
ish fire insurance company officers in this 
country. 

Born in London, Mr. Ellen entered in- 
surance in 1907 with the London agency 
of the Insurance Co. of North America; 
then represented by W. H. Spiller & 
Son. It is a paradox that although Mr. 
Ellen started his insurance career with 
an American company and traveled so 
extensively later, he made his first visit 
to the United States only last year. In 
1911 he joined the Yorkshire in the home 
fire department. 

'wo years later Mr. Ellen was trans- 
ferred to the foreign department of the 
Yorkshire and shortly thereafter his 
traveling began, although his itinerary 
lor over four years was not planned by 
is employers. The World War started 
in 1914, and from August of that year 
until February, 1919, Mr. Ellen was with 
the Royal Engineers in the 29th Divi- 
sion in signal service. He saw action on 
the Western front in France, in Gallipoli 
and Egypt. For valor he was decorated 
by the British with the Military Medal 























and by the Belgian government with the 
Croix de Guerre and the Decoration Mil- 
itaire. 

After leaving the army Mr. Ellen re- 
turned to the foreign department of the 
Yorkshire. He traveled around the world 
in 1929-30 and has spent a year each in 


Brazil and China. While in China he 
was reminded of his war days when a 
boat on which he was traveling up one 
of the rivers was fired upon from the 
shore. On other occasions he has had 
to travel with armed guards when mak- 
ing insurance inspection trips in outlying 
districts. 

In 1930 Mr. Ellen was appointed for- 
eign superintendent of the Yorkshire. 
Last year he came to the United States 
and spent several months in New York 
acquainting himself with fire insurance 
conditions in this country. He also vis- 
ited Cuba and perceiving the unrest on 
the island was able fortunately to get his 
company off several risks which then ap- 
peared bad because of the political af- 
filiations of the assured. Mr. Ellen’s 
extensive fire insurance experience has 
been spread over both the underwriting 
and loss adjusting branches of the busi- 
ness. In his travels he has had to serve 
in many capacities and so brings to the 
United States an unusually broad and 
valuable background. He will be located 
here permanently and will ‘work in co- 
operation with United States Manager 


Frank B. Martin. 
x * ok 


Sons of Executives Win Awards For 
Excellence in Insurance Courses 


So often is the statement made that 
sons of successful men fail to follow in 
their fathers’ footsteps for one reason or 


another; or if they do ultimately suc- 
ceed their parents the promotions are 
based on influence and control rather 
than real merit. These conclusions ap- 
pear to be refuted by the results of ex- 
aminations in the fire and marine courses 
of the Insurance Society of New York. 
Out of nine winners of prizes in three 
courses three are sons of company execu- 
tives and one is the son-in-law of a well- 
known marine man. 

In Part I of the marine course Percy 
Chubb, son of Hendon Chubb, head of 
Chubb & Son, submitted the best exam- 
ination paper. He was graduated from 
Yale two years ago and entered Chubb 
& Son in the fall of 1931. He is now 
working in the marine loss department. 
H. Addison Taylor, Jr., also in the loss 
department of Chubb & Son, won second 
prize in the marine course. His father- 
in-law is Albert R. Lee, head of Albert 
R. Lee & Co., cargo surveyors. The win- 
ner of the third prize in the marine 
course is Wellington H. Simpson, son of 
the late W. L. H. Simpson, former man- 
ager in this country for the British & 
Foreign. Mr. Simpson was widely rec- 
ognized for years as one of the outstand- 
ing marine underwriters in New York. 
His son a few weeks ago was transferred 
to the home office of the British & For- 
eign in England, Charles E. Wickham, 
New York manager of the American of 
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Newark, was the donor of the marine party in Indiana you might just as w 
insurance prizes. forget any state insurance business 
Harold S. Poole, Jr., son of Harold S. 3onds and insurance business of the 
Poole, secretary of the Home in charge _ state have been added to the Democratic 


of fire underwriting in this part of the 
country, received first prize in Part III 
of the fire course. He is associated with 
the New York Fire Insurance Exchange 
and has been there for the last four 
years. He is a graduate of Wesleyan 
University. United States Manager Ce- 
cil F. Shallcross of the North British & 
Mercantile donated the prizes for this 
course. 
* * x 


Many in East Oppose Giving W.U.A. 
Control Over Auto Lines 


Some consideration was given last week 
by the Western Underwriters Associa- 
tion at the semi-annual meeting at Sara- 
nac Lake, N. Y., to a proposition for the 
W. U. A. to assume jurisdiction over au- 
tomobile lines in its territory in order 
that it may control the commission situa- 
tion in automobile insurance as well as 
fire insurance. No action was taken on 
this question but it was referred to the 


governing committee for study. At the 
present time the National Automobile 
Underwriters Association has national 


control over automobile underwriting and 
many company executives in the East 
believe it would be a step backward to 
permit one section of the country to take 
over some of the powers now exercised 
by the N. A. U. A., particularly as the 
principle of uniformity in insurance prac- 
tices, as far as possible, is held desirable 
today. 

In the Middle West numerous “ge 
ance company department managers feel 
that the only way to prevent practical 
evasion of the W. U. A. commission rules 
for fire insurance is to have the same 
control over automobile commissions, so 
that companies cannot offer agents spe- 
cial inducements on automobile risks in 
order to obtain desirable fire lines. While 
these proponents of W. U. A. control 
over the automobile business know that 
the National Automobile Underwriters 
Association, through its Middle Western 
branch, supervises automobile underwrit- 
ing practices, they believe that closer and 
more effective regulation, especially in 
some of the larger cities, is possible only 
under W. U. A. control. 

* * * 


’ 


Duke of Atholl Insures Mystery Fund 


The Duke of Atholl, organizer of a 
great mystery fund in competition with 
the next Irish Sweepstake, is stated to 
have arranged an insurance with Lloyd’s 
involving the payment of £250,000 in the 
event of his death and the death of cer- 
tain other people associated with him in 
the scheme now before the public. 

The insurance was negotiated by Wal- 
ter Crimp & Co., attorneys, on weeny of 
the Duke of Atholl’s Fund, through San- 
derson & Co. The policy bears the en- 
dorsement of the most prominent under- 
writers at Lloyd’s. Asked whether the 
insurance had any particular significance 
(it is thought that the Government may 
try to ban the fund as a contravention 
of the Lottery Act), the Duke said: 

“Tt is merely precautionary. I have 
provided against every contingency, pos- 
sible, probable, and remote. I am even 
insured against earthquakes. 

The Duke believes he has kept clear 
of the lottery laws by simply offering a 
piece of paper and making no offer what- 
ever in exchange for the 10 shillings 
charged. He admits he is offering a pig 
in a poke. 

The comprehensive nature of the in- 
surance taken out was deemed necessary 
owing to the threats of personal violence 
made against members of the Duke’s 
committee. The threats are believed to 
have been made by people interested in 
rival sweepstake schemes. 

* * x 


” 


Need a Pull for Insurance Business 
in Indiana 


a correspondent in Indianapolis 
received the following informa- 


Fro mn 
I have 
tion: 


“Tf you belong to the wrong political 


patronage being handled through the of 
fice of the Governor, it has been an 
nounced by Pleas Greenlee, the Goy 
ernor’s secretary in charge of patronag: 
donations. 

“Tt will mean thousands of dollars for 
‘good Democrats’ who are in the insur 
ance and surety business and will be 
scattered throughout every county in the 
systematic 


state, it was explained. A 
method of distribution has been set up 
with a card index file in the private 
office of Harry McClain, state insurance 
commissioner. 

“McClain explained that names of 


Democratic insurance agents in each 
county were procured from county ys air 
men. Then, as a bond or policy termi- 
nates, one of these agents is selected 
to write the renewal and collect the fee 
The agent is selected through Greenle« 
and the company passed upon by Mc- 
Clain. McClain said the administration 
has decided not to renew any liability in- 
surance on state-owned cars since the 
state can not be sued for damages. This 
will save thousands of dollars in pre- 
miums, he asserted. 

“Greenlee said: ‘Formerly, the Repub- 
licans permitted a few agents, largely in 
Indianapolis, to enrich themselves with 
this state business. We intend to spread 
the benefits around and incidentally, aid 
the Democratic party.’” 

* * * 


New German Insurance Dictionary 
Published 

A new insurance dictionary by Profes- 
sor Dr. Riebesell of Hamburg University 
(Handbuch der Versicherung) has been 
published in Hamburg. Price RM_ 5.00 
($1.85 at present exchange). The book 
contains 1,300 insurance terms and is the 
result of collaboration between practical 
insurance men and teachers. It is in- 
tended as a reference book for the young 
insurance man who desires quick and re- 
liable information in concise form on a 
given subject. It is in no way intended 
to compete with or to replace the much 
more ambitious insurance dictionary, 
Versicherungs Lexikon, by Prof. Dr. Al- 
fred Manes, which is much more elabo- 
rate and scientific than the new book. 

* * * 


McCormack Sings at Daughter’s 
Wedding to Lloyd’s Man 


John McCormack, the famous tenor, 
came to London from Hollywood recent- 
ly to attend the wedding of his daughter 
Gwendolyn to Edward Pyke, a member 
of Lloyd’s. A huge crowd witnessed the 
ceremony at the Brompton Oratory, the 
church being so full that not even a foot 
of space remained along the side aisles. 
Mr. McCormack sang Cesar Franck’s 
“Pan Angelicus” as a solo following the 
nuptial mass. 

* * * 


Fire Reminds Harris’ Sister of “Old 
Times” 

Echoes of the Harris firebug trial con- 
tinue to reverberate in the London press, 
the latest being the arrest of Mrs. Jewel 
Lewin, a sister of Leopold Harris, and 
her conviction for being drunk and dis- 
orderly. 

A police officer reported that at a large 
fire recently at Clarkson’s theatrical wi 
shop, Oxford Street, London, Mrs. L ewin 
forced her way past the police cordon 
and got among the firemen and fire en- 
gines. The officer asked her to get back 
She walked back a few yards and said 

“I am Leopold Harris’ sister. This fire 
reminds me of old times.” 

The officer had to arrest her 

* 4 7 


Artiglio Finishes Work on Egypt 
For the Year 


The salvage steamer “Artiglio II” has 
finished her efforts at salvaging the coin 
and bullion from the S. S. “Egypt” for 
the current year. So far 73% of cold 
coin, 78% of gold bullion and mu 
the silver have been salvaged 
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R. F. C. Decision 
Awaited by G. & R. 


OPTION ON STOCK EXTENDED 





Transfer of Jameson Stock to Tri-Con- 
tinental Depends on Acceptance 
of Preferred Stock 





The Globe & Rutgers, the Tri-Conti- 
nental Corporation of New York and the 
New York Insurance Department were 
still awaiting up to noon yesterday word 
from the Reconstruction Finance Cor- 
poration in Washington as to whether 
the R. F. C. would approve the G. & R.’s 
application to have the former buy about 
$6,500,000 preferred stock of the insur- 
ance company and thus by that amount 
reduce the secured loan of $10,000,000 
obtained before the New York Insurance 
Department took over the Globe & Rut- 
gers for rehabilitation. If the R. my Ge 
decides to invest in preferred stock of 
the fire company then the Tri-Continen- 
tal Corp. will in all probability take up 
its option to buy over 30,000 common 
shares of the G. & R., now held by Pres- 
ident E. C. Jameson, at a reported price 
of $57 a share. The original option ex- 
pired on Monday of this week but was 
extended until the end of next week. 


Price of Stock Declines 


Many believe that some large fire in- 
surance group will be the ultimate owner 
of the G. & R. if the company is not 
liquidated. A thorough audit of the assets 
is now being made at the suggestion of 
the Tri-Continental Corp. Due to the 
decline in the stock markets this week 
G. & R. stock was quoted yesterday 
morning at 50% bid, 60% asked. 

At the present time investments of the 
Globe & Rutgers with a market value of 
more than $15,000,000 are held by the 
R. F. C. as collateral for the $10,000,000 
loan. If the R. F. C. accepts preferred 
stock instead for $6,000,000 or more, then 
about two-thirds of those securities 
would be returned to the company. In 
addition it is held more than possible that 
the Globe & Rutgers would then move 
to pay off the remainder of the loan with 
funds gained from the sale of securities. 
The R. F. C. was authorized earlier this 
year under an act of Congress to invest 
in the preferred stocks of insurance com- 
panies. ; 

The Tri-Continental Corp. is not an in- 
surance organization but a holding com- 
pany linked with the banking house of 
J. & W. Seligman & Co. of New York. 
It was organized in 1929 as a consolida- 
tion of the Tri-Continental Allied Co., 
Inc., and the Tri-Continental Corp., man- 
agement investment companies. The 
company manages Selected Industries, 
Inc., Capital Administration Co. and 
Broad Street Investing Co., all of 54 
Wall Street. In its 1932 portfolio the 
Tri-Continental Corp. listed securities of 
the Continental, Home, American Rein- 
surance, National Fire and the Life In- 
surance Co. of Virginia. 

There are 80,000 shares of G. & R. 
stock and of these President Jameson 
owns or has voting control of nearly 
45,000 shares. J. S. Frelinghuysen, a di- 
rector of the company, is believed to own 
ever 7,000 shares and to control nearly 
6,000 more. 


WILBUR C. SMITH DEAD 

Wilbur C. Smith, for nine years as- 
sistant secretary of the Pacific Fire 
group, died Wednesday in Philadelphia 
from a heart attack. Prior to going 
with the Pacific he had been secretary 
of the Niagara Fire. Mrs. Smith, a 
daughter and two sons survive. Funeral 
services will be held this morning in 
Maplewood, N. J. 
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Sturm Denounces New 
Taxes For N. Y. City 


SPEAKS BEFORE STATE C. OF C. 





America Fore Group Chairman Hits 
Measures as Privilege Taxes; Dan- 
ger of Retaliation 





Ernest Sturm, chairman of the board 
of the America Fore companies and 
widely recognized as an expert on 
finances and economics, spoke strongly 
in opposition to the proposed taxes by 
the New York City government on in- 
surance companies and savings banks at 
a meeting of the Chamber of Commerce 
of the State of New York on Monday 
morning. Many financial and business 
leaders attended this meeting and heard 
Mr. Sturm and others denounce this tax 
program. Mr. Sturm spoke before Mayor 
O’Brien had decided to abandon the taxes 
on stock exchange firms. 

Two points were stressed briefly by 
Mr. Sturm. First, the privilege feature 
of the taxes that would affect certain few 
businesses now and which might ulti- 
mately affect all business; and, second, 
the dangers to insurance companies aris- 
ing from application of retaliatory laws 
by other states. Following are Mr. 
Sturm’s remarks: 

“Now under the proposed law it hits 
at the members of the Stock Exchange, 
insurance companies and savings banks. 
But who knows how far this measure 
may be stretched in the future under the 
guise of emergency taxes, and how long 
a bill or law of that kind may be kept on 
the statute books. It is something that 
does not confine us to the present mem- 
bers, the present industries, that are af- 
fected by this bill, but equally may apply 
to all business in the future. 


Would Discourage New Business Here 


“This measure is quite contrary to 
measures that we are familiar with where 
cities make inducements for business to 
come to that city; whereas this measure 
makes it impossible for business to come. 
And even new business at this time will 
consider very earnestly the question of 
whether they will come to the City of 
New York and face the possibility in the 
future of having to meet taxes such as 
these privileges taxes. 

“There is a very peculiar law confined 
to insurance companies, and that is the 
retaliatory law of the various states. 
Under those laws any tax that is passed 
by one state is automatically made man- 
datory against companies incorporated in 
that state to pay similar taxes in all the 
states in which they do business. In 
other words, under this law, this pro- 
posed law, a New York company would 
have to pay a similar tax in every state 
in the Union in which it does business. 

“And that is a very serious matter, so 
serious that if that measure is put into 
force, if this law is passed and the vari- 
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Expect Tax Veto 

Because the New York banks on 
Wednesday agreed to a_ proposed 
finance plan of the city it was pre- 
dicted yesterday that Mayor O’Brien 
would veto the bills to tax fire and 
life insurance companies. 














ous states who are all seeking additional 
revenue should put this into force, it 
would mean either one of two things: 
either the fire insurance companies in- 
corporated under the laws of the State 
of New York would have to go out of 
business, or they would have to do what 
the Stock Exchange is proposing to do 
now, and that is to go to another state; 
because in that event the New York 
companies that incorporated in another 
state would only pay this tax in the 
State of New York but would not pay 
it in the other forty-seven states.” 

J. H. Doyle Speaks Against Taxes 

J. H. Doyle, general counsel of the 
National Board of Fire Underwriters, 
spoke against the signing by Mayor 
O’Brien of the bills taxing insurance at 
the hearing held Monday afternoon by 
the Mayor. The insurance bills would 
place a tax of one-fourth of 1% on the 
value of investments of companies or- 
evanized under the laws of New York 
State and having their principal places of 
business in New York City. Mr. Doyle 
reiterated the objections he had made at 
a previous hearing and told the Mayor 
and Samuel Untermyer, sponsor of the 
tax program, that they could consult 
with the New York Insurance Depart- 
ment for verification of his statements 
that the taxes would be confiscatory, 
\-ould add to the expenses of New York 
City companies and to the insuring pub- 
lic and might bring retaliatory action by 
other states. 


1.E.A. TRUSTEES MEET 
The trustees of the Insurance Execu- 
tives Association met Wednesday morn- 
ing in the board room of the association 
at 116 John Street. 
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Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





United States Fire Branch: 80 John Street, New York 


J. A. Kesey, General Agent 


Grorce Z. Day, Ass’t General Agent 





U. S.—. Statement June 30th, 1933 


PREMIUM RESERVE 
OTHER LIABILITIES 
CONTINGENCY RESERVE 
SURPLUS 

*TOTAL ASSETS 


*New York Insurance Department Valuation Basis 


$1,815,387.12 
925,570.91 
1,499,673.56 
9,867,713°63 
13,908,345.22 








Turner Again Heads 


Hudson County Board 


CONVENTION IN JERSEY City 





Agents Consider Plan To Close Offices 
On Saturdays in Line With 
NRA Program 





At the annual meeting of the Under. 
writers Association of Hudson Count 
which was held on Wednesday at the 
Hotel Fairmount, Jersey City, William 
IF. Turner, president of Van Houten & 
Sherwood, was re-elected president of 
the association. Other officers elected 
were as follows: Mrs. James Nolan of 
the James Nolan Agency, vice-president, 
and Harvey B. Nelson, Jr., of the Nel- 
son & Ward Co., was re-elected secre- 
tary and treasurer. 

The executive committee is now com- 
posed of Charles Cole, Jersey City: 
George Steljes (re-elected), Hoboken: 
Lyman Johnson, Bayonne; Mrs. Amelio 
Marino, Union City, and William Brem- 
mer, North Hudson. 

President Turner urged the members 
of the association as well as other agents 
in the county to co-operate with the 
Hudson County Safety Council in their 
drive to make the streets of the county 
safe for pedestrians and children and 
to help in every way possible to cut down 
automobile accidents. 

He also announced that the members 
of the association and other agents would 
take part in the N. R. A. Parade which 
will be held in Jersey City. There isa 
plan afoot throughout the county which 
is being advocated by the association, to 
have all of the insurance agents close 
their offices all day Saturday which is in 
line with the N.R.A. movement. 

The next mecting of the association 
will be held on Wednesday, October 18 
at Mever’s Hotel, Hoboken, when Pres- 
dent Turner will report on the National 
Association convention. 


New York City Pond of 
Blue Goose Meets Oct. 11 
_The New York City Pond of the Blue 
Goose will hold its first meeting of the 
1933-34 season on Wednesday evening, 


October 11, when a testimonial dinner 
will be given to Past Most Loyal Gander 


Leon A. Watson at Block Hall, New 
York. The meeting will begin at 6:30 


o'clock. Edward W. Dart, chairman ot 
the entertainment committee, has pre- 
pared a good program with a number ot 
surprises. 





TO CUT BUFFALO POLICY 

Buffalo, N. Y., insurance men have been 
told by county officials that appraisals of 
public property will be reduced drastical- 
ly before a blanket policy for three years 
is placed in November. Heretofore the 
premium has been approximately $96,00). 
A saving of at least $10,000 is said to 
be contemplated by the county officials. 
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Ad Conference Adopts 
A New Constitution 


RESTRICTIONS ARE REMOVED 
No Further Line of Demarkation Be- 
tween Life, Fire and Casualty Mem- 
bers; Closed Meetings Banned 


A new constitution was adopted by 
members of the Insurance Advertising 
Conference, in annual session at Briar- 
cliff Lodge, N. Y., and its provisions are 
expected to have a far-reaching effect 
in further binding together those engaged 
in this phase of the advertising pro- 
fession. 

The preamble, in which the purposes 
of the Conference are set forth, follows: 

“In a spirit of mutual regard and mo- 
tivated by a sincere desire to enjoy the 
certain benefits of a closer association 
and cooperation with our colleagues, we, 
the representatives of the member com- 
panies, do hereby reorganize the Insur- 
ance Advertising Conference, an asso- 
ciation of all persons engaged in or in- 
terested professionally in insurance ad- 
vertising and publicity, pledging our- 
selves to an earnest effort toward a re- 
alization of the following worthy pur- 
poses: 

“The maintaining of the highest pos- 
sible standards of practice—the promo- 
tion of general good will—the exchange 
of accurate and reliable information of 
value relative to the advertising of in- 
surance—the prevention of unethical 
practices—the improvement of the skill 
and craftsmanship of our members.” 

Distinctions Eliminated 

One of the most noteworthy accom- 
plishments of the new constitution is its 
climination of any line of demarkation 
between those members who represent 
life companies on one hand and those 
who represent fire, casualty and surety 
companies on the other. There are three 
classes of members provided for—active 
voting members, active non-voting mem- 
bers and associate members. 

Another innovation is the elimination 
of executive meetings during the general 
sessions of the Conference. Hereafter 
all such sessions will be open. 

One important constitutional change 
made is that providing that an officer 
may be elected to succeed himself, the 
limited term being abolished. In addi- 
tion to this, the Conference removed all 
reference to the desirability of selecting 
candidates because of company affilia- 
tion or geographical location. Neither 
of these considerations will influence fu- 
ture elections. The question of dues was 
referred to the executive committee of 
seven members and will be fixed by that 
b uly, a 
The new Constitution was adopted by 
a unanimous vote. 


NATIONAL BOARD PUBLICITY 


A. Wilbur Nelson Tells of News Re- 
leases Used in Newspapers Through- 
} out the Country 

What the National Board of Fire Un- 
derwriters is doing for the insurance 
business along publicity lines was out- 
lined by A. Wilbur Nelson, assistant to 
the general manager, in a talk before the 
Insurance Advertising Conference Tues- 
day afternoon. With reference to pub- 
os in the press of the country he 
Said: 

“The National Board committee on 
public relations has sought to serve our 
member companies, their agency forces 
and the people of our country as a whole 
by all the means available for the im- 
Proving of relations between ourselves 
and the public we serve. Take, for in- 
stance, the Hofer Industrial News Re- 
view published in Portland, Ore. Through 
this magazine and the weekly bulletin 
Sent out by the Hofer organization, 
thousands of small town newspapers re- 
ceive information which enables them to 
give their readers a better understand- 
ing of stock company fire insurance, its 
services and its valuable relations to all 
usinesses and to every individual. 

Releases of timely news interest are 





sent out direct, by us, to the newspapers 
in larger cities, as well as through the 
Associated Press, United Press, New 
York News Service, International News 
Service, Dow-Jones, and the City News 
Association. In addition, special articles 
are sent out to magazines, farm papers, 
trade papers of other industries and last 
but not least, to the insurance press, 
which serves our industry so completely 
and in such an interesting way. 
Friendly with Publishers 


“Letters are written to editors, car- 
toonists and special writers who treat 
insurance in a manner which leaves the 
reader with a false impression. We en- 
deavor to explain insurance to them so 
that they may publish corrections or at 
least not permit similar errors to occur 
again. Friendly letters along this line 
are generally accepted in the spirit in 
which they are written and also, we 
never lose an opportunity to thank those 
who write articles or draw cartoons help- 
ful to insurance. In most cases, copies 
of such letters are sent to Mr. Richards, 
chairman of the Insurance Advertising 
Conference Frontier Safety Committee 
which has done splendid work. 

“Our own publication, Safeguarding 
America Against Fire, contains informa- 
tion with which you all are familiar. 
With our permission and, at our specific 
invitation, it is freely quoted: the win- 
ter issue for fire loss figures, and the 
summer issue for Fire Prevention Week 
programs and material. A splendid ar- 


ticle, specially prepared for the New 
York Herald Tribune, under the title 
“Home Fire Prevention,” by T. Alfred 


Fleming, will appear in the October 8 
issue of the Herald Tribune Magazine 
Section.” 


Chances for Publicity 
CRAWFORD TALKS TO AD MEN 


J. of C. Insurance Editor Tells How 
Companies Can Secure Additional 
Attention of Readers 


Pertinent suggestions on how insur- 
ance companies can obtain more worth- 
while publicity in insurance journals and 
other newspapers were offered by Wil- 
liam S. Crawford, insurance editor of 
the New York Journal of Commerce, 
when speaking Monday afternoon before 
the convention of the Insurance Adver- 
tising Conference at Briarcliff Lodge, 
N. Y. He said many and 
their advertising and business promotion 
managers were overlooking splendid op- 
portunities to secure public attention and 
good will by concentrating too much 


companies 


upon advertising material and failing to 
develop good news stories which would 
be accepted gladly by editors. Along 
this subject Mr. Crawford said in part: 

“We all know that subscribers to pe- 
riodicals take them for the reading mat- 
ter and not for the advertisements. You 
may look at the advertisements first, but 
many a reader scarcely sees them. To 
make him see them you study and work 
over pictures, striking words, white 
space, type, borders and other features. 
You put forth much effort to make him 
read your advertisements but neglect to 


Advertising Conference Always 
A Hard- Working Organization 


The cleventh annual meeting of the 
Insurance Advertising Conference at 
Briarcliff Lodge this week showed that 
organization continuing to be one of the 
hardest werking bodies among the or- 
There were no 
Beginning 

informal 


ganizations of insurance. 
soft spots in the program. 
Monday morning with the 
meeting of the committees, at which all 
members of the Conference were wel- 
come, as early as 8 o'clock things began 
to happen. Then at 10 o’clock in the 
main lobby of the hotel under the su- 
pervision of Miss Marion Cremins those 
attending the Conference were register- 
cd and the main business session of the 
first day began at 11 o’clock. In this 
session President Stanley F. Withe, Sec- 
retary F. P. Ward, and Treasurer Arthur 
H. Reddall, made their reports. Imme- 
diately thereafter reports from standing 
committees were listened to. 

The second session, beginning at 2 
o'clock Monday, was presided over by 
Henry H. Putnam and it was one of the 
most interesting sessions of any Con- 
ference meeting. In planning the pro- 
gram Arthur A. Fisk, Prudential, fo- 
cussed on practical advertising subjects. 

Interesting Talks 

Edward L. Bernays, public relations 
counsel; Thomas J. V. Cullen, editor of 
the Spectator; Frank Presbrey, New 
York, and William S. Crawford, editor 
Insurance Department, New York Jour- 
nal of Commerce, made interesting ad- 
dresses. 

Stanley F. Withe presided in the af- 
ternoon when the new _ constitution 
of the Conference was discussed and 
adopted. ‘The changes in the constitu- 
tion will be found in another column. 

The dinner Monday evening, at which 
Lowell Thomas, well-known news com- 
mentator and lecturer, spoke, was an- 
other bright spot. Mr. Thomas took for 
his subject, “Adventures on the Air and 
Around the World.” Other entertain- 
ment was also provided. 

Tuesday afternoon the fire and cas- 
ualty group held a round table meeting, 


with Clarence A. Palmer of the Insur- 
ance Co. of North America as chairman. 
Among the subjects discussed were the 
following : 


Topics at Round Table Session 


Handling of prospect leads and in- 
quiries received at home office, as re- 
gards distribution, reporting, checking, 
evaluating, recording. 

Can direct mail advertising be pre- 
pared for countrywide use and be as ef- 
ficient as if prepared for certain locali- 
ties ? 

What type of house organ is most read 
by agents? One of practical sales ideas, 
but mediocre in appearance, or a “styl- 
ish” publication with fewer articles of 
definite sales value? 

How can interest of field men as con- 
tributors to company publications be in- 
creased? Are articles credited to field 
men really written by them or by the 
house organ editors? 

Does an article printed as written by 
PS ee ee te ” carry more weight 
than an article not signed or credited ? 

Have visual sales manuals proved to 
be of more value to experienced and well 
informed agents than to agents not so 
well informed ? 

Are miniature house organs, pep let- 
ters, etc., addressed exclusively to field 
men effective? Which make-up is most 
successful—one limited to sales pointers, 
ete. or one including good-will copy, 
news of field men, amusing stories, etc. ? 

With folder appropriation limited, 
which is most effective: folders to pros- 
pects or folders to agents showing how 
to sell various forms of protection ? 

Is the reciprocal buying of paper, 
printing, engraving, etc., good business ? 
Is it necessary? Is it avoidable? 

Are elevator signs good advertising or 
do they invite claims, thus more than 
offsetting what publicity value they 
might have? 

Can an advertising department do too 
much for an agent? Should it be made 
more difficult for agents to obtain sup- 
plies? What percent of free material 
to agents is appreciated? Used? 
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get ihe name of your company into th¢ 
news, which he reads without special in- 
ducement and even pays several dollars 
a year for the privilege of reading 

“Some of you may have nothing to dé 
with publicity, being employed solely as 
advertising men. In that event what | 
have said does not apply to you.. Nor 
does it apply to you if the president of 
your company is one of those, compara- 
tively few individuals who regard pub- 
licity unfavorably. 

“There are several hundred insurance 
companies each_of sufficient importance 
to make their news of interest to many 
insurance men and in some cases to 
stockholders, financial people and others. 
No insurance publication can maintain a 
large enough staff of reporters: and cor- 
respondents to interview officers of a 
fifth of these companies at frequent in- 
tervals. A large part of their legitimate 
news never gets into the papers unless 
they send it to them. If they did send 
it while it is news the papers would 
gladly print it, by reason of it would be- 
come more interesting to their readers, 
“ain in circulation and become more val- 
uable advertising mediums for your com- 
panies. 

Educate Company Executives 


“The dissemination of news thus be- 
comes closely related to your usefulness 
as advertising managers. While you 
may fully recognize this fact some of 
you can do nothing about it unless you 
can first educate the officials of your 
companies to tell you what is going on 
in your companies which would be of 
interest to the insurance fraternity and 
can be published without detriment to 
your own institutions. 

“You look at this subject of publicity 
from your own viewpoint. You like to 
sce in print favorable references to your 
company, and you know that its officers 
do also. Yet neither you nor they would 
\.aste time reading ‘write-up sheets,’ 
consisting principally, or even largely, 
of such references to companies gener- 
ally. Praise is of value only when it is 
discriminating and given sparingly. You 
recall the expression: ‘Praise from Sir 
Hubert is praise indeed.’ 

“You must also consider the publisher 
or the editor whom he hires to handle 
the news. He must be the judge of what 
he will publish. His fate hangs largely 
upon his ability to judge correctly what 
will interest his readers. He cannot be 
governed by the wishes of contributors 
to any great extent. To get a large 
clientele of readers he must cater to per- 
sons of many tastes and interests—fire, 
casualty, surety and life company execu- 
tives, underwriters, agents and brokers, 
insurance lawyers, adjusters and others 

and give them all something to inter- 
est them. 

“Do not imagine that news is of little 
value because it is about persons or 
events not in themselves important. The 
manager of a company organization told 
me he read our ‘insurance notes’ to find 
out who was in town whether he read 
any of the other news or not. The 
president of a prominent fire insurance 
company wrote to me several years ago 
complaining that we did not publish the 
results of the Insurance Baseball League 
games regularly. The New York office 


of his company had a good team that 
year. Test this for yourselves. 
“Advertising managers who are also 


publicity men have it in their power to 
make the names of their companies 
household words among insurance men 
bv becoming reporters of their compa- 
nies’ activities and promptly sending the 
news, tersely and accurately written and 
devoid of the earmarks of free adver- 
tising, to the insurance newspapers. The 
news of a company gives something of 
an idea of what kind of a company it 
is—the kind of men it appoints, whether 
it promotes men in its own ranks or 
frequently goes outside for them, how 
well its employes stay with it, whether 
it is an active, aggressive organization 
or one which goes along in the old way 
At the same time the news adds to the 
interest of the insurance papers and in 
creases their value as advertising m 
diums.” 
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Close Corporation Succeeding 


Partnership Is Held Covered 


New York Court of Appeals Reverses Appellate Division, 
Holding There Was No Substantial Change in the 


Assured by Forming Corporation 


The New York Court of Appeals holds 
that an inland marine policy issued to a 
partnership engaged in the transporta- 
name, in 


and 


trade 

the 
naines of all and every other person or 
persons to whom the subject matter of 
the policy “does, may or shall appertain 
in part or in all” and covering all goods 
“their own and for which they may be 
legally liable” while contained in certain 
trucks specified in the policy, covered 
goods transported under a contract of 
carriage with a close corporation subse- 
quently organized under the partnership 
name and in which the partners were the 
sole stockholders. 

The policy was issued by the Union 
Marine to Colletti Truck Co., Inc., 
and/or John Colletti dba Arizona Cali- 
fornia Transportation Co. The Goodyear 
Rubber Co. employed a corporation sub- 
sequently organized as the Arizona Cali- 
fornia Transportation Co. to carry a 
consignment of goods from Los Angeles 
to Phoenix, Arizona. This was loaded 
on Federal truck No. 6310 and Hercules 
trailer No. 11 and the goods were to- 
tally destroyed by fire in transit. The 
Goodyear Co. had a policy on the goods 
with the Phoenix of Hartford, which, 
however, did not cover any shipments on 
which there is any other insurance which 
would attach if the Phoenix policy had 
not been issued. The Phoenix, without 
admitting liability, paid the Goodyear Co. 
the amount of the loss as a loan repay- 
able to the Phoenix only out of any re- 
covery which might be obtained by the 
Goodyear f any bailee or insurer 


tion business under a 


their own name and in name 


from 
which mivht be liable to the insured. 
John Colletti, the Colletti Truck Co. 
and the Arizona California Corporation 
assigned their rights to Maurice V. 
Genez, who sued the Union Marine for 
the value of the goods, alleging that his 
assignors were legally liable to the Good- 
year Co., which the Union Marine denied 


Two Insurance Companies Involved 


The real contest in the case was be- 
tween the Phoenix and the Union Ma- 
rine. Federal truck No. 6310 was ex- 
pressly covered by the policy. The trail- 
er was not covered. The truck was be- 
ing driven by an employe of the Colletti 
Truck Co. 

The trial court held the risk was cov- 
ered by the Union Marine policy and 
gave judgment for the plaintiff. The 
Appellate Division by a divided court re- 
versed this and dismissed the complaint. 
The Court of Appeals reverses the Ap- 
pellate Division judgment and affirms 
that of the Trial Term. 

The Court of Appeals said that the in- 
ference from the facts was required that 
the parties by their contract of insur- 
ance intended that the contents of Fed- 
eral truck No. 6310 were to be covered 
in the event of damage by fire while 
either the Colletti company or John Col- 
letti as bailee might be legally liable, and 
continued, “A stronger inference is per- 
missible. The policy concerns not only 
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the corporation and the individual ex- 
pressly designated ‘in their own name,’ 
but the application for the policy was 
made and the policy was issued for the 
benefit of ‘every other person or persons 
to whom the subject matter of this poli- 
cy does may or shall appertain in part.’ 
The goods were transported under a 
contract of carriage with a corporation 
of which John Colletti was president and 
he and his brother and father sole stock- 
holders bearing the same name and con- 
sisting of the same members as the in- 
sured partnership. 

“A truck specifically described by name 
and number in the contract of insurance 
was of unknown ownership, but was 
driven by a chauffeur whose general em- 
ployment was by the corporation which 
was expressly included in the contract 
of insurance. Too high a value would 
need to be placed upon mere matters of 
form in order to reach a conclusion other 
than that the purpose of the parties was 
to cover the operations of these closely 
interwoven enterprises which were con- 
ducted under diffeerent names by the 
Collettis and for which they might be 
liable as bailees to third parties. This 
is a reasonable inference of fact. 

“The policy may be deemed ambigu- 
ous but its writer cannot complain of 
such an inference. John Colletti, as 
long as he transacted business through 
his partnership or trade name, was in- 
cluded within the policy. That this in- 
dividual later carried on his affairs 
through his close corporation does not 
appear to furnish a substantial reason 
for believing in the existence of an in- 
tent to exclude it from benefit. 

“The policy by its terms covers not 
only the goods of the corporation and 
the individual mentioned by name, but 
also the goods of all others for which 
that corporation and that individual may 
be liable while the goods of the third 
parties are contained in certain specified 
trucks.” 


The Insurance Adjusters’ Association 
of Fairfield County, Conn., held its first 
annual meeting last week at Bridgeport 
and re-elected E. Brown as 
president. Other officers are: E. L. 
Talmadge, Greenwich, vice-president, and 
J. P. Royston, Bridgeport, secretary- 
treasurer. The association now has a 
membership of fifty-five adjusters and 
has done much to curb fraudulent claims 
in Fairfield County. 

SPRINGFIELD F. & M. FOLDER 

The business promotion department of 
the Springfield Fire & Marine, of which 
Charles E. 
has just issued an attractive appearing 
folder entitled “Seaworthy” which points 
out the financial strength of the com- 
panies in the group. These include the 
Springfield, Sentinel, Michigan Fire & 
Marine and New England Fire. 


Sanford 


Freeman is superintendent, 











September 29, 1933 





british to Continue 
War on Arsonists 
PLAN PUBLIC INQUIRIES 

Every Suspicious Fire Will Be Inves- 

tigated in Campaign to Curb In- 

crease in Incendiarism 

The British Attorney-General’s De- 
partment is now engaged on the inves- 
tigation of proposals for holding public 
inquiries into fires involving damage to 
private and business premises in any 
part of the United Kingdom whenever 
such action is considered necessary. An 
examination is being made of the sta- 
tistics forwarded by the county authori- 
ties to the home office and the Public 
Records Office, and inquiries have also 
becn made among the principal insur- 
ance offices. 

Close attention has been paid to the 
system of fire inquests which applies at 
present to the City of London, and it 
has been found that during the past few 
years there has been a remarkable de- 
crease in the number of fires in what 
is regarded as London’s danger zone. 

The view is held that the activities of 
incendiaries will be checked if a public 
inquiry is ordered into all fires, at which 
there will be an expert examination of 
the books and records of the firms and 
individuals whose premises are involved. 

It is possible that the Attorney-Gen- 
eral, Sir Thomas Inskip, will co-operate 
with the Public Records Office in bring- 
ing into existence a staff of experts, in- 
cluding accountants and fire investigators 
whose services will be available at in- 
quiries in all parts of Britain. 

Former Coroner Examined All Fires 

The chief authority on fire inquiries is 
Dr. F. J. Waldo, formerly London cor- 
oner, who for thirty-one years made a 
point of investigating personally every 
fire in the city of London. Dr. Waldo 
sent all the records of his numerous fire 
inquests to the Guildhall, Lord Mayor’s 
Department. 

“When I took office,” said Dr. Waldo 
in a recent interview, “I decided that 
it was quite as important for me to hold 
an inquest into a fire as into a death, 
and I took full advantage of the powers 
I possessed. Actually, the Act says that 
an inquest into a non-fatal fire in the 
city must be held if the coroner is or- 
dered to do so by the Lord Chief Jus- 
tice, the Lord Mayor, or a judge of the 
High Court. I decided to examine all 
fires. 

“I do not wish to claim any personal 
credit for the way in which the number 
of fires diminished year after year in the 
city. The credit must go to the sensible 
law which made the holding of fire in- 
quests possible. Many years ago the 
number of fires in the city was alarm- 
ing, and at the fire inquests I called ac- 
countants and fire experts to give evi- 
dence before a jury. 

“I find on looking back over my rec- 
ords that in 1921 there were twenty-five 
fire inquests in the city, and in eleven 
of them a verdict of arson was returned. 
At one inquest the activities of a for- 
eigner were revealed, and he was con- 
victed and afterwards deported. In 1923 
the number was considerably reduced and 
during my last five years of office there 
was on an average only one non-fatal 
fire inquest each year. In 1926 I was 
on the scene shortly after an outbreak 
of fire. I was surprised to discover an 


cmpty gasoline can and I was not at all 





=—. 
satisfied as to why it was there. At 
the inquest Leopold Harris was closely 
questioned, and I decided to watch he, 
activities in the future. 

“I heard of another fire in which hi: 
name was mentioned and went to inygs. 
tigate it but found that it was a_ fey 
hundred yards from the city boundary 
(“the city” is the inner square mile of 
central London), and I was extremely 
disappointed at not being able to hol 
an inquest, as I was anxious to ques. 
tion Harris. That opportunity never oe. 
curred again. 

“At my fire inquests I always made q 
point of empanelling a jury of sound 
business men who could understand ex. 
pert statistics submitted, and I also gave 
each juryman permission to ask any 
questions he wished. I employed a clerk 
who took notes of everything that was 
said. 

Public Inquiries Would Reduce Fires 

“As the result of my experience at 
these inquests I say most emphatically 
that if the system were made general 
throughout the country it would be a 
matter of extreme difficulty for suspi- 
cious fires to be raised. The police can 
do nothing on suspicion alone. It is im. 
possible for any police officer to go to 
a magistrate until he is satisfied that 
there is a definite case. 

“The fire-raisers are aware of this and 
have taken advantage of it. If they 
knew that after a fire there was to be 
searching public inquiry, and that the 
full history of the matter, involving such 
details as the purchase of stock and simi- 
lar items, would ultimately be disclosed, 
the game would be far too dangerous 
They would find it almost impossible to 
avoid discovery. ; 

“I always called for the evidence of 
fire experts and this is a vital matter in 
a public inquiry. The gangs of fire 
raisers adopt such clever methods in 
making the fire appear accidental that 
only experts can discover the suspicious 
circumstances.” ork 

The rounding-up and conviction of the 
Harris gang has been followed by a lull 
in the number of suspicious outbreaks 
of fire, but what the fire underwriters 
are now worrying about is other fires 
with which the Harris gang has had no 
connection, but on which the companies 
have paid large amounts of money as 
compensation. Many of these fires have 
occurred in cotton and woollen mills and 
textile warehouses. A prominent mem- 
ber of a gang similar to that of Harris, 
that has been operating in the north of 
England, is said to have made more thas 
£2,000,000 in the ten years ended 1932. At 
present he is out of the country, giving 
underwriters a little time to “forget” him 
before resuming his career of fire- 
raising. 


REORGANIZE REINSURANCE CO. 

The 1932 report of Tariff Reinsurances, 
London, states that the assets other than 
stock exchange securities have been 
drastically written down, and these items 
are reflected in the profit and loss debit 
of £100,945. The stockholders have con- 
sented to subscribe fresh capital. The 
board will take steps to effect a reduc- 
tion in the capital so as to wipe out the 
debit. As soon as the court has sanc- 
tioned the capital reduction the sum 
written off will be replaced by an equtva- 
lent sum. It is pointed out that, apart 
from the capital and reserves, the com- 
pany’s liabilities are fully guaranteed b) 
the Phoenix Assurance, which recently 
acquired all the company’s share capital. 
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Agents attending the National 
Association meeting in Chicago 
are invited to visit the Western 
Department of America Fore at 
844 Rush Street, only four short 
blocks from the Drake Hotel. 


At the Drake Hotel, America 
Fore will also maintain Head- 


quarters where you are cordially 
invited to call on us. 





We are again publishing a Conven- 
tion Directory listing the names 
and addresses of all present. 
Everybody registered will receive 
a copy the opening morning. We 
hope it will be a convenience and 
add to your enjoyment of the 
meeting. 





See you in Chicago! 
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The AMERICA FORE GROUP 


THE CONTINENTAL INSURANCE COMPANY 
AMERICAN EAGLE FiRE INSURANCE COMPANY 
FIDELITY-PHENIX FiRE INSURANCE COMPANY 
First AMERICAN FIRE INSURANCE COMPANY 


Eighty Maiden Lane, 


NEW YORK CHICAGO SAN FRANCISCO 





GROUP OF 
INSURANCE 
CQM PANIES 











of Insurance Companies 


NIAGARA FiRE INSURANCE COMPANY 
MARYLAND INSURANCE COMPANY OF DELAWARE 


THE FIDELITY AND CASUALTY COMPANY 
ERNEST STURM. Chairman of the Boards 
BERNARD M CULVER, Presiden 


New York .N.Y 


ATLANTA A MONTRE 
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Pennsylvania Agents 
Convene Next Week 


OCTOBER 5-6 AT PITTSBURGH 





Meeting This Year Will Stress Discus- 
sions by Agents With Few 
Outside Speakers 
In order that members of the organi- 
zation may have ample time in which to 
discuss their own problems, there are few 
outside speakers on the program for the 
annual meeting of the Pennsylvania As- 
sociation of Insurance Agents at the 
William Penn Hotel in Pittsburgh on 

Thursday and Friday of next week. 





In the past the members have never 
seemed to have sufficient time for open 
debate on scheduled subjects nor suf- 


ficient opportunity to bring up subjects 
of personal interest. The officers are 
therefore going to conduct almost the 
entire convention along the lines of an 
open forum. The privilege of the floor 
will be granted to all present upon every 
occasion. Those individuals scheduled to 
present certain subjects are merely dis- 
cussion leaders and will not consume time 
in delivering formal addresses. Every- 
one will be privileged, in fact encouraged, 
to join in debate on all matters brought 
up. 

Some of the subjects to be presented 
must be carefully analyzed so that the 
state association may take a sensible 
position with respect to them. It will 
be necessary to instruct delegates to the 
National Association with respect to im- 
portant matters that will come before 
that body in Chicago and this is an add- 
ed reason why the Pennsylvania agents 
are asked to turn out in force. 

Following is the complete program for 
the convention: 


Thursday Morning 


9:30 A. M.—Convention 
G. Darragh, president, Insurance 
ciation of Pittsburgh, presiding, 

Invocation. 

Address of welcome—J. W. 
chairman of convention. 

Response on behalf of Pennsylvania Associa- 
tion—Hon. Warren R. Roberts, Bethlehem, Pa. 

First business session—Vice-President J. W. 
Henry, presiding. 

Annual address and report of administration— 
James P. Lavelle, president. 

“The Louisiana Plan” of State 
velopment—Jno. D. Saint, manager, 


order—A. 
y Pons 


called to 
Agents 


Henry, general 


Association De 
North Caro- 


lina Association (former manager Louisiana As- 
sociation). 
Greetings from National Association—Walter 


H Sennett, secretary-counsel, 
Annual luncheon conference 
gates, 


local board dele- 


Thursday Afternoon 


President James P. Lavelle, presiding. 

(Note:—There will be no formal addresses at 
this session and the floor is open to all present. 
The topics listed below are presented for open 
discussion after which other topics may be 
brought up as time permits.) 

Automatic cancellation of policies for non- 
payment of premium. Discussion leader—Author 
of prize winning paper on this subject. 

Replacing policies of defunct companies. Dis- 
cussion leader—Author of prize winning paper 
on this subject. 

Should the Insurance Commissioner of Penn- 
sylvania require companies to report to him 
ll agents with balances over 90 days in ar- 

Discussion leader—Author of prize win- 
paper on this subject. 

Fire prevention and protection work of Un- 
derwriters’ Laboratories. G. B. Muldaur, gen- 
eral agent, New York City. (Illustrated by de- 
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views showing actual tests of ma- 
apparatus. ) 

Thursday Evening 

Annual dinner—dance. Speakers—James P. 
Lavelle, president, Pennsylvania Assn. The 
Honorable John S. Fisher, former Governor of 


linescope 
terials and 


Pennsylvania and now chairman of the Na 
tional Union Fire. 
Friday Morning 
President James P. Lavelle, presiding. 


Open forum: 

Company 60 day ruling for settlement of losses 
over $500. 

Insurance 
N.R.A. 

Pennsylvania Automobile Liability 
Act and other new Insurance Laws—Harold R 
Teitrick, chief, Division of Agents and 
Brokers, Insurance Department of Pennsylvania. 

Unfinished business. 

Report of committee on resolutions. 

Report of committee on nominations. 

Election of officers and directors. 
For the entertainment of ladies 
convention there will be a sight-seeing trip to 
H. J. Heinz Co. plant (world’s come manu 
facturers of certain table delicatessens) where a 
luncheon will be served, and a tour of Pitts- 
burgh’s several boulevards with a bridge tea at 

a prominent country club. 


Code of fair practices under the 


Security 


attending the 


Missouri Rate Report 
Shows Co.’s Lost Money 


Paul V. Barnett, special master in the 
Missouri fire rate cases pending before 
a special federal tribunal at Kansas City, 
in a report filed with the court this week 
stated that the 137 companies affected 
operated at a loss in Missouri prior to 
June 1, 1929, when they raised their rates 
16 2/3% and will continue to sustain a 
loss of 3.82% under the new rates on a 
premium earned and loss incurred basis. 
However, they should make an apparent 
profit of 348% if the Hyde formula of 
premiums collected and losses paid is ap- 
plied. The companies lost money under 
either formula prior to the raise in rates, 
Mr. Barnett reported to the courts. 


Underwriters Golf po n 
Holds Fall Tournament 


The Underwriters Golf Association, 
composed largely of insurance executives, 
held a successful Fall tournament at 
Montclair Golf Club on Tuesday. About 
twenty-five members participated. The 
prize winners for the various events were 
as follows: 

" hole medal play handicap, George 

». Jones; 18 hole medal play handicap, 
r EF roggatt, Jr.; 18 hole medal play gross 
score, E. L. Lewis: 18 hole medal play 
kickers’ handicap, W. Garretson; 18 hole 
best ball foursome, W. F. Barton and B. 
N. Carvalho; best net individual score to 
win leg on ‘championship cup, J. Frog- 


gatt, Jr.; 18 hole handicap for guests, 
H. E Norton, and low gross on four 
short holes, Jesse E. White. 





W. C. CULLEN IN NEW YORK 

William C. Cullen of the Crowther & 
Cullen General Agency of Minneapolis 
has been in New York several days vis- 
iting the home offices of the companies 
they represent. Mr. Cullen stopped en 
route at the Chicago Fair and then spent 
several days in Cleveland. He is return- 
ing by way of Niagara Falls and Cleve- 
land. Mrs. Cullen “accompanied him. 
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CLIFFORD H. WESTON DIES 


Well-Known Assistant Local Fire Man- 
ager of North America in New 
York Passes Suddenly 

Clifford H. Weston, well known for 
years among New York City agents and 
brokers through his connection with the 
New York office of the Insurance Co. 
of North America, died suddenly last 
Saturday at a sanitorium in Port Wash- 
ington, L. I., from gastritis which fol- 
lowed an operation for appendicitis ear- 
lier in the week. Funeral services were 
held Sunday night at Knowles’ Funeral 
Parlors in Port Washington, the town 
were Mr. Weston resided, and_ burial 
was Monday morning at Bay Shore, L. 
I. The deceased was 45 years of age 
and is survived by his widow and a son. 

After spending several years in Brook- 
lyn in the local agency and real estate 
business Mr. Weston joined the New 


York brokerage department of the In- 
surance Co. of North America in 1917. 
For years he was associated with the 
late Charles F. Enderly, popular man- 
ager of the office here. Mr. Weston 
rose through various positions and was 
appointed assistant manager. <A_ few 
years ago he assumed charge of the 


countrywide fire department which po- 
sition he held at the time of his death. 
David G. Cameron, present manager of 
the New York fire department of the 
North America, and several members of 
the local staff, attended the funeral ser- 
vices. Genial and unaffected, Mr. Wes- 
ton made friends easily and his sudden 
passing will be mourned by many here. 


Canada Secks Details 


On Company Securities 

D. Finlayson, Superintendent of In- 
surance of the Dominion of Canada, has 
requested complete particulars of all 
stocks, bonds and debentures which will 
appear in the Canadian annual statements 
(or securities actually held in Canada) of 
all British and foreign insurance compa- 
that 


nies for the year 1933. In order 
work may be completed before the end 
of the year, he has asked all such com- 


panies to send to the department offices 
at Ottawa as soon as possible a list of 
all such securities purchased, held as col- 
lateral, or otherwise acquired by them 
between December 31, 1932, and Septem- 
ber 18, 1933. 

APPROVE MARINE D! DEFINITION 

Company executives are rapidly sign- 
ing the nation-wide definition and inter- 
pretation of inland marine underwriting 
powers which was sent them for approval 
a few weeks ago. Those on the special 
committees which formulated the agrec- 
ment are confident that the approval of 
practically all the fire, marine and cas- 
ualty companies affected will be secured 
within a short time. The insurance com- 
missioners .of ten states have approved 
the definition and interpretation and 
made them the law of their states. These 
include the following: Alabama, Con- 
necticut, New Jersey, New York, Wyo- 
ming, Texas, California, Indiana, North 
Carolina and the District of Columbia. 
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PHILADELPHIA SITUATION 
Local Agents Retain 35% Commission 9, 
Suburban Risks but Hope for Settle. 

ment with E.U.A. Soon 


Despite their notice to the companie 
that they intended to continue to holy 
back 35% as commission on suburban 
business until the settlement of 4h. 
Philadelphia commission fight, Philadel. 
phia agents are carefully avoiding doin 
anything that may antagonize the com. 
panies. The agents are hoping that , 
settlement may be reached soon and they 
do not want to do anything that maj 
interfere with that hope. 

Many companies have written th 
agents that, as members of the Easter 
Underwriters Association, they could 
not agree to anything that would violate 
the new suburban commission scale oj 
30% as adopted by the association th, 
latter part of May. 

Those companies who have given even 
the slightest hint that they are opposed 
in any way to the agents’ stand for tem. 
porary 35% suburban commissions arg 
on the temporary “blacklist” of th, 
agents as far as suburban business goes 
The agents are placing their suburban 
business only with companies wher 
there will be no argument on their con- 
tinuing to collect the old commission. 


W.U.A. eee Appraisals; 
East Acted Some Time Ago 


The Western Underwriters 
tion at its semi-annual meeting held last 
week at Saranac Inn, N. Y., adopted a 
mandatory resolution forbidding the of- 
fering of free appraisals to assureds by 
insurance companies. Discussion on the 
subject was lengthy, the Insurance Co 
of North America, through be Tuttle, 
Western manager, vigorously opposing 
adoption of the resolution. Members of 
the W. U. A. generally support the stand 
taken by President W. D. Williams in 
his report that appraisals are too often 
used “to influence the placing of busi- 
ness” and therefore constitute an unfair 
competitive practice. The North Amer- 
ica, on the other hand, argues that ap- 
praisals are frequently necessary in or- 
der to arrive at proper values for in- 
surance. 

This action by the W. U. A. brings 
that organization into line with the po- 
sition of the Eastern Underwriters As- 
sociation with respect to appraisals 
When the E. U. A. was formed several 
years ago one of the original rules for- 
bade free appraisals by insurance com- 
panies and this rule hz a not since been 


A SM Cia- 


changed. The E. U. A. has, of course, 
no objections to beimich having their 
property appraised for insurance valua- 


tions or other purposes but holds that 
this service should be paid for by those 
receiving the benefits and not by insur- 
ance companies. 

It was also decided to hold the spring 
meetings of the W. U. hereafter at 
White Sulphur Springs and_ the fall 
mectings at seanemesher, N. H. 


A. H. SMALL, JR., DIES 

A. H. Small, Jr., Georgia State agent 
of the Southern Fire at Atlanta, Ga. 
died last Thursday morning at Savannah, 
Ga., following injuries suffered in an 
automobile accident over two wecks ago. 
He was 40 years of age and is survived 
by his widow and two children. Mr. 
Small antoned insurance as a local agent 
in Macon, Ga. In 1921 he sold his agency 
and became special agent of the South- 
ern department of the Automobile ol 
Hartford. He joined the Southern Fire 
in 1930, 


= 
HOSTS FOR WORLD'S SERIES 
In accordance with its established cus- 
tom, the North British & Mercantile 
group will again play host to several 
hundred brokers and agents at its club 
at 85 Ann Street where they may listen 
in comfort to the play-by-play broadcast 
of the World Series games next week. 
Secretary Charles Weller has planned 
some novelties for this occasion. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








Among other things, I started this col- 
umn in 1930 as a vehicle of self-expres- 
sion. Looking back to my youth, I had 
the misfortune of usually standing at the 
head of my classes, and filling the un- 
fortunate position of “teacher's pet” in 
the eyes of my less studious classmates. 
Being athletic and fun-loving and fond 
of my contemporaries, I was naturally 
peace-loving, but when egged on or 
prodded, or in the mood, I learned to 
give blow for blow. Up to my twelfth 
year my reports on studies and conduct 
were always “very satisfactory” but 
got tired of being taunted about my 
studiousness and diligence—and the nor- 
mal boy of twelve is a lazy animal—and 
made up my mind that it was possible 
to have good standing in classes and also 
be in every deviltry that developed daily 
among a herd of healthy—if not studi- 
ous—young boys. 

From that time on, my reports usually 
read: “Very satisfactory as to studies, 
but unruly, and general behavior among 
the worst.” From being peaceable, once 
having tasted the joys of battle, I sought 
fights. An old friend of the family was 
really to blame for this. He thought I 
was too studious and offered to give me 
a dollar—a lot of money those days for a 
boy of twelve—if I got into a first class 
fight and had a “black eye.” I started 
out to earn that dollar at once, and 
earned it; also that started my fighting 
days. 

That man was Gustav Schimmel, an 
ex-Prussian Colonel, who came to this 
country to participate in the Civil War, 
in which he was breveted Colonel for 
bravery in action. After the war he 
drifted into the Germania office and be- 
came factotum to Rudolph Garrigue, 
president, one of the big insurance men 
of his day. He was the predecessor of 
Hugo Schumann, my friend and benefac- 
tor, who became president when Mr. 
Garrigue died in 1891, while I was be- 
ginning my career with the Germania. 
Mr. Schimmel went to Brooklyn as man- 
ager of the Brooklyn branch office, first 
at Willoughby Street, then at 74 Court 
Street, and later on Montague Street. 
He died about 1905, and will be remem- 
bered by the older generation of Brook- 
lyn agents. He built up a magnificent 
and profitable business in Brooklyn. 

He was not the first agent, however, 
that the Germania had in Brooklyn (at 
that time Brooklyn had a large and pros- 
perous German population, especially in 
Williamsburgh, then a _ separate city, 
later becoming the so-called eastern dis- 
trict). The first agent was the father 
of Gustav Kehr who came to the office 
of the Germania in the early seventies 
and became president in 1924, retiring a 
few years later, after a long and hon- 
orable career. 

To revert to the subject I am writing 
about while in the White Mountains at 
Keene, N. H., where I am spending my 
vacation, and passing time banging my 
typewriter. I had also suffered—as only 
a child can under the circumstances— 
when my father, who was very proud of 
me, used to exhibit me as a quasi-child 
“prodigy” to his friends and made me 
conjugate Latin irregular verbs and de- 


cline nouns in Latin, besides applying 
several other tests, which was painful 
to me, as it shocked my natural shyness, 
and must have been an awful bore to 
his friends and relatives. As time 
passed this shyness, of course, largely 


And I also wrote a beau- 


which I deliber- 


disappeared. 


tiful Spencerian hand, 


ately perverted, because having to write 
out proverbs for his admiring(?) friends, 
bored me. 

Parents do not know what suffering 
they sometimes inflict on their chil- 
dren that way. And it was trying and 
onerous to live up to his high ideals of 
me. He had a very fine mind, and was 
highly educated, speaking several lan- 
guages. Anyway, I always had a sneak- 
ing admiration for physical prowess, and 
wanted to live up to the philosophy of 
a “sound mind in a sound body.” While 
at college, carrying out this theory, I 
was a leader in athletics and had honor- 
able mention in most studies at gradua- 
tion notices. After I left college and 
was forced to go to work and mingle 
with the world as it is, and not as it 
should be, and especially when I went on 
the road, naturally I came in contact 
with a lot of fine men, but whose whole 
training had been different than mine. 
I had been reared as a rich man’s son. 

I was particularly annoyed by a class 
of men (who, nevertheless became my 
best ee later) who still had the old 
A.P.A spirit of nativism. To them I 
was just a “Dutchman” or foreigner, and 
they felt inwardly grieved that I did not, 
and would not, conform to their ideas of 
what a foreigner and a “Dutchman” at 


that should do. Once I asked one of 
them how long a man’s family would 
have to be in this country not to be 


considered a foreigner, and he said, “Oh, 
about a hundred years!” thinking that 
he would set the mark high. To his dis- 
appointment, I replied: “Well, I can give 
you a hundred years on my mother’s side 
and about sixty on my father’s side.” 

This spirit, of course, has largely died 
out, but was then rampant in the smaller 
communities. Sometimes I was sat upon 
and kicked around, not because what I 
said or advocated was wrong, but be- 
cause I was just a “Dutchman.” But 
later on, I gave as well as received, 
being just as raw about matters as they 
were, which was the only treatment they 
understood. I, on the other hand, had 
to repress myself often, as fundamentally 
I had to make good with them, if I 
wanted to succeed as a fieldman, and in 
those days the fieldmen were very much 
dependent on one another. Especially 
the younger men were on the older, if 
they wanted to be successful. 

As times went by, the shyness and self- 
repression wore off and the time came 
when Jack Wood, fieldman of the New 
Hampshire, humorously stated that when 
I came into the Association at first I did 
not seem to take notice, said little, but 
then commenced to look about, and 
eventually could rise to any occasion and 
make a speech “whether I knew what I 
was talking about or not.” I served on 
the executive committee of the New 
York State Association ten years, be- 
coming president in 1907. I was given 
every honor in the gift of my competi- 
tors, including the presidency of the 
“Old Association.” 

LINCOLN FIRE QUITS CANADA 

The Lincoln Fire has reinsured all of 
its Canadian business in the American 
Equitable of the Corroon & Reynolds 
group as of July 1 and is retiring from 
Canada. Edmund Foster, Canadian man- 
ager of the Lincoln, has joined the Cor- 
roon & Reynolds organization in Mont- 
real as assistant secretary. He was for- 
merly Canadian manager of the Chicago 
Fire & Marine which was reinsured by 
the Lincoln. 
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CAR & GENERAL INS. CORP., LTD. 
CASUALTY LINES 
95 Maiden Lane, New York 
JOIN WM. H. McGEE & CO. —— 

Robert F. Degner and James F. Pierre- 223RD YEAR 
pont, formerly with the Harold Jackson 
Co., Inc., have been taken over along U N 
with the company by Wm. H. McGee 
& Co. Mr. Degner will join the under- INSURANCE OFFICE, LIMITED 


writing department and Mr. Pierrepont 
will serve as special agent. 





H. F. McELROY, JR., TO MARRY 

Henry F. McElroy, Jr., vice-president 
of the Kansas City Fire & Marine and 
junior member of R. B. Jones & Co., 
insurance agents, and Miss Elizabeth 
Beasley of Nashville, Tenn., will be mar- 
ricd on October 7 in Nashville. 


Agent Who Shifted Policies To 
Escape Balances Pays Heavily 


An agent who was consistently behind 
in his balances was called upon by the 
fieldman of one of his companies to 
“pay up,” but said he could not do so. 

“Very well, we will terminate your 
agency at once and let me have your 
blank policies, etc.” 

Returning to his office the fieldman 
confirmed the closing and revoked all 
authority to act as agent for the com- 
pany. Then he placed the matter of 
overdue accounts in the hands of an 
attorney with instructions to start suit 
at once. 

The agent, who had some financial 
standing, did not want a judgment se- 
cured against him so proceeded to re- 
write the business in other companies 
and return for flat cancellation the poli- 
cies of the first company. In this way, 
he expected to wipe out the balance and 
avoid a judgment and also get additional 
credit from the other companies. The 
fieldman kept the cancelled policies in 
his office and allowed the suit to pro- 
ceed. On the day of trial the agent’s 
accounts as rendered by him were intro- 
duced as evidence to establish the 
amount due. The defense then brought 
out the fact that all of the policies men- 
tioned had been cancelled and there was 
nothing due. 

At this point the presiding judge took 
a hand and asked the agent when the 
policies were cancelled. After ascertain- 
ing the date he inquired, “But that was 
after your authority as agent had been 
revoked ?” 

“Ve —— 

“Then you had no power or right to 
cancel these policies. You had been paid 
for them and it was your duty to reim- 
burse the companv. You are also liable 
for damages. Judgment in full for the 
plaintiff,” was the verdict. 

The agent was now in a “mess.” The 
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judgment represented the full premiums 
on all the policies he had returned for 
cancellation and he was also liable t 
the replacing companies for at least the 
carned premiums. He finally returned 
the original policies to the several as- 
sureds, paid the judgment in full, but 
just what the other companies received 
could not be learned. It was, however, 
a costly experience. 

Some time later the fieldman happened 
to meet the judge. 

“You appear to know a lot about in- 
surance,” he remarked. 

“Yes,” was the smiling reply. “I was 
an agent ‘down South,’ representing sev- 
eral companies in connection with m) 
law practice, and before my appointment 
to the bench here assisted my brother 
(naming a well known New York in- 
surance _ in the preparation of 
his cases 


Glens Falls Says Visual 
Selling Is Best Method 


The Glens Falls urges local agents t0 
combine visual selling with the methods 
they already employ. On this subject 
the company says: 

“From time to time we have suggested 
that visual selling is the best method 
Here is the physical reason why that 
statement is true—The eye transmits im 
pressions to our gray matter twenty- -five 
times faster than the ear possibly due 
to the fact that the optic nerves ar 
approximately eighteen times larger than 
the nerves of the ear. f 

“When you use pictures or illustrations 
you use both the eyes and ears of your 
prospects to get over your story. Ex- 
periments have proven that about 1% 
of all persons react better to visual sell- 
ing than any other method.” 
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NEAL BASSETT, President 


JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres, HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Vice-Pres. E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres, OLIN BROOKS, 2d V.-Pres. 
FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 

CAPITAL 
$ 9,397,690.00 Organized 1855 





NEAL BASSETT, Chairman of Board 
HENRY M. GRATZ, President 























JOHN R, COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres, HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Vice-Pres. E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 

THE GIRARD FIRE AND MARINE INSURANCE COMPANY 
$ 1,000,000.00 Organized 1853 
NEAL BASSETT, President 
JOHN R. COONEY, Vice-Pres. ance KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
W.E E. WOLLAEGER, Vice-Pres. ERMAN AMBOS, Mt E. G. POTTER, 2d V. -Pres. W. W. POTTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V. Pm. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 
$ 600,000.00 Organized 1854 
NEAL BASSETT, President 
JOHN R,. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres. s R. M. SMITH, Vice-Pres. 
W. E. WOL LAEGER, Vice-Pres. HERMAN AMBOS, Vice-Pres. E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS. 2d V.-Pres. 
NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 
$ 1,000,000.00 Organized 1866 
NEAL BASSETT, President 
JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Vice-Pres. E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
SUPERIOR FIRE INSURANCE COMPANY 
$ 1,000,000.00 Organized 1871 
NEAL BASSETT, Chairman of Board 
W.E. Wh Ae. President JOHN R. COONEY, Vice-Pres, ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres. 
H. R. M. SMITH, Vice-Pres. HERMAN AMBOS, Vice-Pres. E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V.-Pres. 
‘WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 
$ 1,000,000.00 Organized 1870 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
— " COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres, HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
E. WOLLA EGER, Vice-Pres. HERMAN AMBOS, re Pres E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
THE CAPITAL FIRE INSURANCE COMPANY 
$ 300,000.00 Organized 1886 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 
$ 100,000.00 Organized 1905 
NEAL BASSETT, President 
JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Vice-Pres. E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
MILWAUKEE MECHANICS’ INSURANCE COMPANY 
$ 2,000,000.00 Organized 1852 





NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE, Vice-Chairman 
H. S. LANDERS, President C. HEYER, Vice-President WINANT VAN WINKLE, Vice-President JOHN R, COONEY, Vice-President 
E. G. POTTER, 2d Vice-Pres. E.R. HUNT. 3rd Vice-Pres’t S.K.McCLURE, 3d Vice-Pres. T. A. SMITH, Jr., 3rd Vice-Pres. F. J. ROAN, 3rd Vice-Pres. 


THE METROPOLITAN CASUALTY INSURANCE COMPANY 





$ 1,000,000.00 OF NEW YORK Organized 1874 
NEAL BASSETT, Chairman of Board 
H. S. LANDERS, President WINANT VAN WINKLE, Vice-President J.C. HEYER, Vice-President JOHN R. COONEY, Vice-President 


E. G. POTTER, 2d Vice-Pres. T. A. SMITH, 3rd Vice-Pres. FRANK J. ROAN, 3rd Vice-Pres, E. R. HUNT, 3rd Vice-Pres. S. K. McCLURE, 3rd Vice-Pres. 


COMMERCIAL CASUALTY INSURANCE COMPANY 





$ 1,000,000.00 Organized 1909 
WESTERN DEPARTMENT PACIFIC DEPARTMENT 
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to Speak 
At Agents’ Meeting 


WILL DISCUSS INLAND MARINE 
J. & Glidden of Chicago to Talk on 
Fluctuating Contents Values at 
National Ass’n Convention 


In keeping with the ideas of the 
officers of the National Association of 
Insurance Agents that the Chicago con- 
vention the week of October 9 will be 
devoted to subjects in which agents are 
most deeply concerned, a part of the 
program will be given over to the gen- 
eral subject “Modern Insurance Trends.” 
Under this subject A. J. Smith of Zweig- 
Smith & Co., secretary of the Associa- 
tion of Local Agents of the City of New 
York, will speak on the new develop- 
ments in inland marine. Mr. Smith is a 
deep student of inland marine coverage 
and has devoted much time during the 
past year to conferences with the com- 
panies, which finally resulted in the 
adoption of the uniform definition and 
interpretation of inland marine. 

Another feature of this program will 
be a talk by Manager J. S. Glidden of 
the Chicago Board of Underwriters on 
fluctuating contents values. To supple- 
ment his talk another speaker will cover 
the subject of the advisability of com- 
panies and agents furnishing appraisals. 
\lso included in the general theme. will 
be a talk on use and occupancy, par- 
ticularly with regard to the new adjust- 
able form brought out by certain recip- 
rocals, which as announced last week, 
will be delivered by Howard Campbell 
of R. B. Jones & Sons, Kansas City. 

Workmen’s Compensation 

The part of the program to be devoted 
to workmen’s compensation will be di- 
vided into two portions, the first a dis- 
cussion of the servicing of small risks, 
to be led by Frank J. Ney of Fred L. 
Gray Company, Minneapolis, and that 
devoted to the large risks to be led by 
Cruger Smith of Dallas, Texas. 

The question of the National Recovery 
Administration Code continues to oc- 
cupy the attention of the members and 
will be brought before the convention 
presumably at the executive session to 
be held on Wednesday afternoon of the 
convention week. In response to the re- 
quest of Secretary-Counsel Walter H. 
Bennett for a postponement of the hear- 
ing on the code as filed, Chief A. R. 
Forbush of the Correspondence Division 
of the National Recovery Administration 
has advised that it is likely that the 
hearing on the code of fair competition 
for insurance agents will be held on or 
around November 1. 

Of first rank in importance at the 
convention will be the question of branch 
offices which came before the Philadel- 
phia convention a year ago, final dis- 
position having been postponed on ac- 
count of representations of certain com- 
pany officials that the matter could be 
settled harmoniously. 

BRANCH OFFICE CONFERENCE 

The special committee on branch of- 
fices of the National Association of In- 
surance Agents held a meeting in New 
York last week to study the results of 
the second questionnaire on branch of- 
fices sent to fire and casualty companies. 
Those present included H. E. McKelvey 
of Pittsburgh, chairman of the commit- 
tee; Harvey B. Nelson of Jersey City, 
Kenneth H. Bair of Greensburg, Pa., 
Walter J. Chase of Philadelphia and 
Secretary-Counsel Walter H. Bennett of 
the National Association. 


TO ATTEND AGENTS’ MEETING 


The American of Newark group of 
companies will be represented at the 
Chicago convention week after next of 


the National Association of Insurance 
Agents by several officers. These will 
include Vice-President Paul B. Som- 
mers, President H. P. Jackson of the 
Bankers Indemnity, Vice-President H 
G. Magaral of the Bankers Indemnity in 
charge of the Western department and 
Western Fire Manager Robe Bird. 
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NEW INLAND MARINE OFFICE 





Chicago Organization Headed by W. C. 
Eberle Believed to Be an Under- 
writing Body 

A new inland marine underwriting or- 
ganization known as the Inland Marine 
Syndicate was launched in Chicago last 
week though the organizers were wary 
about giving out many details about it. 
The W. C. Eberle 


crganization named 


of Chicago as general manager, but it 
was said that the details of the organ- 
ization and identity of the participating 
interests cannot be announced at this 
time as there are yet many phases of 
the organization to be worked out. 
Previous to the meeting it was posi- 
tively stated that the organization would 
not be a reinsurance syndicate, which in- 
dicates that it will act' as an underwrit- 
ing pool similar to such organizations 
as the oil, grain, factory and rain asso- 
ciations. Representatives of a number 


of companies intereste 
were in attendance. 


——_— 
d in this Proje 
It was indicate; 


that headquarters probably will be «. 
tablished somewhere in the East. ~ 


Mr. Eberle is a wide 


insurance man. 


ly known Marine 


He was at one tin, 


connected with the Western departmey 
of the Insurance Co. of North Americ, 


in Chicago and later was with 


Whitlock, Inc., inland 


in Chicago, and later with the Rollins 


Burdick-Hunter Co., 


agents. 
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marine manager 
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GREAT AMERICAN INSURANCE COMPANY:- GREAT AMERICAN INDEMNITY COMPANY 

















The Great American 
Group of Insurance 


Companies writes 
practically all 
forms of 
coverage 
except 


Life. 
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Bernays Addresses Ad Conference 


(Continued from Page 1) 


4 gathering of insurance advertising and 
sales promotions managers, presided over 
by Henry H. Putnam of the John Han- 
cock Life, Mr. Bernays submitted a three 
point program of action after giving a 
background of the motives and media 
that play so large a part in shaping the 
attitude and action of the buyers of in- 
surance. ; ; 

Indicating basic methods of procedure 
in the formulation of a program of public 
relations for insurance Mr. Bernays of- 
fered the following as three distinct steps 
in the process: ; : 

“1, A scientific analysis of the desired 
public, including not only an estimate of 
what that public thinks and expects of 
you but attention to where public opin- 
ion is veering. 

“2 A study of this analysis with a 
view to making necessary changes in 
\our organization or service to conform 
to public desires. a 

“3 A continuous projection and inter- 
pretation of your business through all 
possible media in terms of what the pub- 
lic is thinking and demanding. 

“The latter two steps, of course, should 
be simultaneous and mutually interac- 
tive.” 
3efore submitting these suggestions 
and speaking in some detail about each 
Mr. Bernays dealt with .public relations 
problems of all business in general. He 
said that the new partnership between 
business, government and labor indicates 
that today, more than ever before, busi- 
ness is dependent upon the good will of 
the public. Any industry, or any unit 
within an industry, which fails to recog- 
nize this trend is jeopardizing its very 
existence. As we are coming into an 
era in which the wage earner will secure 
more of the rewards than heretofore, 
every industry and every unit within the 
industry must in its relations with the 
public take into account other elements 
than merely profits and sales. A new 
public, stated the speaker, has emerged 
which is asking for something more than 
a good article at a fair price. 


Holding of Good Will a Vital Need 


“The acquisition and holding of public 
good will is the most vital present need 
of the insurance business or of any other 
business, profession or industry, for that 
matter,” said Mr. Bernays. “Unfortu- 
nately, this is not generally recognized. 
For the most part, too many of the busi- 
ness men who are in power today are 
men who belong to another age and an- 
other economic system. They look upon 
their function as the old function of 
manufacturing and selling. They do not 
see and interpret the signs on the hori- 
zon. 

“The problem of the acquisition and 
holding of good will for the insurance 
business resolves itself then into two 
phases: 

“l. The relationship of the entire in- 
surance business to the public. 

“2. The relationship of the unit within 

the business to the public, including of 
course its relationship to other units 
within the business. 
_ ¢Obviously, no single insurance organ- 
ization can be effective in its public re- 
lations with the public if the industry as 
a whole suffers from misunderstanding 
or lack of proper action on its own part. 
The brewing industry becomes contami- 
nated to the outsider if only one large 
brewer is a racketeer. 

“But if, on the other hand, the good 
will of the group has been effectively 
maintained, the individual within the 
group will profit thereby, and every ac- 
tion he may undertake to improve his 
own public relations with his public will 
fall on fertile ground. 

“The second phase, that in which you 
as individual organizations are interest- 
fd, Is even more difficult. That is, the 
relationship of the individual unit of your 
business to the public, including its re- 
lationship to other units. Each unit has 
Its Own program to carry out, but that 
Program) must, within limits, be in har- 
Mony with the programs of other units 


and must at the same time meet the 
competition of those other units. It must 
compete, too, with all the thousands of 
other articles and services that other or- 
ganizations in other fields are trying to 
sell to the same customer. 


Fundamental Instincts of Public 
“For the purposes of our present dis- 
cussion, public relations is the study and 
interpretation of the public to the insur- 
ance business for its guidance, plus the 
interpretation of the insurance business 
to the public. The same definition’ may 
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be applied for any unit within the in- 
surance business. 

“In any public relations program there 
are two basic factors which must con- 
stantly be considered and utilized be- 
cause of their vital importance in deter- 
mining the emotions, thoughts and ac- 
tions of the public towards your business. 
One of these is the fact that the indi- 
vidual has certain basic instincts; the 
other is the media through which the 
individual receives impressions that mod- 
ify his thoughts, ideas and actions. _ 

“Taking up the first point, in appealing 
to the public for its support it is vital 
to bear in mind that the individual has 
certain fundamental instincts—instincts 
of self-preservation, of sex, of gregari- 
ousness, family affection, the desire to be 
a leader, and the like. No matter how 
public opinion changes there are always 
certain of these instincts present, and the 
basic points in your program must tie in 
with some of these basic impulses. 

“Granting this primary fact, that every 
human being has certain instincts, we 
come to the second point—the media 
through which ideas, thoughts and the 
like come to him from the outside, min- 
ute by minute and day by day. Every 
individual is being subjected to an impact 
of such ideas and thoughts through me- 
dia which affect the individual’s attitude 
and action. 

“We know what these media are. They 
cannot be stressed too strongly, especial- 
ly today when these media have so ac- 
celerated the transmission of ideas, 
thoughts and emotions. 

Media For Conveying Ideas 

“Let me list a few of them which I 
have catalogued under the printed word. 
(The figures given are obviously approx- 
imates.) 

Daily newspapers in United States.... 2,268 





Weekly newspapers in United States.. 12,636 
Semi-weekly newspapers in the United 

SANG vcccccccesccconsees ben enacts 454 
Circulation of daily newspapers in the 

United States and Canada..........¢ 38,862,000 
Sunday circulation in United States. ..26,880,000 
Religious publications ............++5 . 714 
Class and trade publications.......... 2,744 
House organs of all types.........+-. 2,938 
New books published in 1931:........ 8,506 


450,000 


“Direct-by-mail, telegrams and the like 





Muray 


also fall under the classification of the 
printed word. 

“Under the spoken word we have such 
media as the following, with their ap- 
proximate numbers: 


Radio stations in the United States.... 612 
DE OE Macnee cbandeevhendne bseNes 16,026,620 
Families owning radio sets............ 12,078,345 
14,500 women’s clubs, 2,500 Rotary 

clubs, 1,800 Lions’ clubs, etc. 
CRUPTROS. 6060046000 errr rT eT TTT 232,000 


Innumerable lecturers continually trav- 

eling throughout the United States. 

“Under the graphic word we have the 
following, with their approximate num- 
bers: 

Motion picture houses in United States 22,731 
a rary 11,300,000 
Picture showings in public schools, 1931 44,186 

Rotogravure sections in 74 newspapers with a 
circulation of several million. 

Numerous services provide 
small daily. 

Display of news pictures all over the United 
States, as window displays and the like. 

“This organization of communication 
enables a person almost immediately to 
be brought into juxtaposition with peo- 
ple almost anywhere. With intelligent 
use of these approaches to the public, 
control over mass behavior is augment- 
ed. The individual cannot escape sound 
appeals through these media, especially 
where group action and leadership are 
utilized. 


pictures for the 


Desire to Follow a Leader 


“Another point to be_ stressed, al- 
though this is not a medium in the me- 
chanical sense, is the fact that individuals 
look to certain leaders for guidance. For 
instance, a sales executive may be a 
member of an employe group in his field, 
a sales executive group or association, a 
country club, a church, and so on. The 
list of such associations seems almost 
endless. These group cleavages of so- 
ciety are most complex. They are often 
overlapping, interlapping and conflicting. 
But they play a vital part in molding 
public opinion, and they offer the insur- 
ance business a means of reaching a vast 
number of individuals, for with so many 
confusing and conflicting ideas compet- 
ing for the individual’s attention he is 
forced to look to others for authority 
and leadership. It is no more than log- 
ical that he should look for it from the 
leaders in the groups with which he has 
affiliated himself. Thus the group lead- 
er becomes a key figure in the molding 
of public opinion and his acceptance of 
a given idea carries along with it the 
acceptance of many of his followers 
through many channels. 

“Just as a public relations campaign 
must take into consideration the public’s 
desire to follow a leader, which we have 
already discussed, it must also reckon 
with the validity of symbols. A symbol 
may be defined as a short cut to under- 
standing and to action. Often it is a 
word. For example, the connection es- 
tablished by the wets between the words 
‘racketeer’ and ‘prohibition’ undoubted- 
ly influenced public opinion against pro- 


hibition. It is the function of the public 
relations program to create events that 
will associate products with ideas to 
which the public is receptive. That is 
why we call it life insurance and not 
death insurance. The potency of sym- 
bols is constantly changing, but they 


must be utilized at every opportunity.” 

Turning at this point to a detailed dis- 
cussion of his three point program of 
public relations, already mentioned, Mr. 
Bernays said in part: 

Survey of Public Attitude 

“1. Our first point is the analysis of 
the attitude of the public towards your 
business and the services you render. 

“Obviously, such an analysis must be 
based on a broad and representative sur- 
vey which should reveal, first, the gen- 
eral attitude of the public towards the 
service you provide; second, how your 
specific actions or your broad policies 
affect the public’s attitude; and, third, 
in what ways your service fails to meas- 
ure up to what the public expects of 
you. Such a study should also reveal 
any fundamental changes that are tak- 
ing place in public opinion, so that you 
may be prepared either to make what- 
ever changes may be indicated to con- 
form to new public demands, or endeav- 
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or to educate the public to your own 
point of view wherever public demands 
seem impossible of fulfillment. 

“This survey will provide a scientific 
foundation on which you can base your 
public relations program and, if neces- 
sary, make indicated changes in the con- 
duct of your business. Such studies are 
necessary even in a business as close to 
the ultimate consumer as your own, for 
they bring to light numerous important 
facts that could not be obtained through 
the usual relationships between your 
salesmen and your customers. Such a 
survey, too, will give you a better per- 
spective of all the thousands of other 
products and services that are compet- 
ing in the customer’s mind with what 
you have to sell. 

Study of Data Obtained 

“2. Taking up the second step, a study 
of this analysis is then made with a 
view to keynoting your approach to the 
public in terms of action of your organ- 
ization. This action must be continuous 
over a period of time. It must be overt 
wherever possible. It must be conceived 
in terms of the public’s interest as this 
coincides with your own private interest. 

“Such a public relations program or 
policy must be integrated into the en- 
tire functioning of your organization. It 
cannot be something that is simply su- 
perimposed on your organization. It 
cannot be lip worship to the idea. It 
cannot consist merely of releases from 
mimeograph machines. It must be part 
and parcel of the thinking and acting of 
the management itself. And it may mean 
that the thinking and acting of the man- 
agement, and even the product, has to be 
decidedly changed in order to conform 
to public demand and public objectives. 

“After such a program has been laid 
out on paper and decided upon in terms 
of broad corporate policy, the third step 
—the actual carrying out of such a pol- 
icy—can begin. 

“3. This is the projection and inter- 
pretation of your business through all 
possible media in terms of what the pub- 
lic is thinking and demanding. 

Using Media to Reach Public 

“We have already enumerated many 
of the media through which you can 
carry on this work. These media may 
be utilized to the utmost, but they must 
be utilized with discrimination. Certain 
ideas are more effective when transmit- 
ted through certain media. A thousand 
people marching for the NRA may be 
more convincing than a thousand words, 
or vice versa. 

“Not only must these media be chosen 
with care, but whatever material you 
have for them must have real news and 
human interest. This means that you 
will have to dramatize your activity so 
that the basic ideas you represent stand 
out in the welter of competing ideas. 

“This may mean that events will have 
to be created which will symbolize your 
ideas and at the same time be interesting 
enough to be utilized in the various chan- 
nels that reach the public. You will have 
to get the support of leaders of the pub- 
lic and reflect this support to the public. 
Many ways will be found to utilize to ad- 
vantage the various channels that reach 
the public once you have made a search- 
ing study of public attitudes and co-ordi- 
nated your program with these attitudes.” 





DEATH OF FRED E. WALT 


Fred E. Walt, former president of the 
Union Fire of Lincoln, Nebr., died sud- 
denly last week at his home in Lincoln 
following a heart attack. He had re- 
signed from the company several months 
ago on account of ill health but recentlv 
had formed an agency with his son 
Ernest as partner. He had some years 
ago been in the general agency business 





N. B. & M. AT AGENTS’ MEETING 

The North British & Mercantile group 
of companies will maintain open house 
for local agents at the Hotel Drake in 
Chicago during the convention of the 
National Association of Insurance 
Agents, October 9-13. The headquarter 
of these companies will be located i1 
Suite 0. 
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Merit Rating on Farm 
Risks Sought in Wis. 


HIGHER RATES ARE DESIRED 





Companies Tell Commissioner Mortensen 
That Farm Business Now Is Gen- 
erally Written at a Loss 
Notice that an application for increased 
fire insurance rates on farms will be 
made shortly was given Insurance Com- 
missioner H. J. Mortensen of Wisconsin 
by representatives of fire companies cov- 
ering farm business in the state. The 
application will seek an increase in pre- 
miums on all farm hazards with the ex- 
ception of properties passing merit sys- 
tem tests, and on these latter risks the 
premiums would be allowed to remain at 
the present figures, under the plan pro- 

posed. 

The application in actuality amounts to 
a request for establishment of the merit 
rating system to govern farm hazards. 
The system has not as yet been used as 
to farm risks in any state and should 
Wisconsin pass favorably on the petition 
it will be the first state to put the merit 
system into force on farm protection. 

Representatives who presented the no- 
tice claimed that higher premiums are 
absolutely necessary and that business is 
now being carried at a loss. The merit 
system, they propose, will save farmers 
who exercise care in preventing fires 
from paying the cost of negligence of 
less careful farmers. 

Premium rates on farm risks in all of 
the counties in Wisconsin save thirteen 
are 70 cents a hundred for one year, 
$1.40 for two years and $2.10 for three 
years. In the excepted counties the rates 
are 95 cents for one year, $1.90 for two 
years and $2.85 for three years. 

Presenting the notice of the proposed 
merit plan for farm risks were F. H. 
Carroll, Chicago, Western general agent 
for the Home; E. H. Goss, Chicago, 
Western general agent of the America 
Fore companies; George E. Nichols, Mil- 
waukee, manager of the Fire Insurance 
Rating Bureau, and Charles J. Timbers, 
superintendent of the bureau. 


Convention Directory 
By America Fore Co.’s 
The America Fore companies will 
again this year publish their valuable 
convention directory of names and hotel 
addresses of those attending the annual 
meeting of the National Association of 
Insurance Agents at the Drake Hotel 
in Chicago during the week of October 
9. These directories, distributed in the 
past on the morning of the first general 
business session of each convention, have 
proved most helpful to agents, visiting 
company men and newspaper reporters. 
The America Fore companies will have 
open headquarters in the hotel and also 
at their Western department offices at 
844 Rush Street, a few blocks away 
from the Drake. 
McKEVITT SUCCEEDS BROCK 
Charles N. Brock has resigned as man- 
ager of the Rochester, N. Y., branch of 
the Firemen’s of Newark and other com- 
panies in the Loyalty Group, to enter 
the laundry business with his father-in- 
law. He has been affiliated with the 
group since January, 1930. Joseph E. 
McKevitt, former manager of the Syra- 
cuse office of the group, has been placed 
in charge at Rochester. The claim office 
at Syracuse will continue and service in 
the same territory as heretofore will be 
under the supervision of Claim Superin- 
tendent H. R. Lair. 
N. J. SPECIALS’ MEETING 
The New Jersey Special Agents’ Asso- 
ciation will hold its first meeting of the 
1933-34 season on Monday, October 2, 
at the Newark Athletic Club in Newark, 
with dinner to be served at six o'clock. 
This will be a good-fellowship meeting 
and the committee in charge has ar- 
ranged for use of the facilities of the 
club. R. F. Moore is president of the 
association. 
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URGES SUPPORT FOR NRA 
Manager Nourse of London Assurance 
Group Says Co-operative Move- 
ments Will Aid Country 

Everett W. Nourse, United States 
manager of the London Assurance and 
the Union Fire, Accident and General 
Insurance and president of the Manhat- 
tan Fire & Marine, announces that he 
has signed for the three companies the 
NRA insurance code. 

In a letter to the companies’ field 
forces telling of his action Mr. Nourse 
said: “As you know ours are ‘organiza- 
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tion’ companies. Long before the Presi- 
dent placed so much stress on them we 
believed in trade organizations and the 
co-operative work they do. It is our 
conviction that only through the co-op- 
eration of the best minds among the 
various industrial, commercial and insur- 
ance organizations can the business of 
fire insurance and the agency profession 
reach their utmost usefulness to the pub- 
lic. 

“But for other important reasons we 
urge you to use the Blue Eagle stickers. 
It is a mark of distinction which only 
those who are co-operating for business 
recovery may use. It is the insignia of 


=—=—=—. 
a new era of sounder, more stable ; 

perity. Your clientele will look phe 
NRA seal and think more highly of 
for using it. Through the activities 
which it stands we all hope for the hg 
ness recovery which America nee af 


ds 
sorely.” - 





J. J. CARLIN HEADS ALUMN} 

John J. Carlin of Newark, N. J, wh 
has been in the business for twenty 
years, has been elected president of . 
Seton Hall College Alumni, an education 
al institution in which he has been in 
terested for a number of years, He is, 
resident of Nutley, N. J. ~ m 





Ir the policyholder is to get the 





security for which he pays, the 
company issuing his policy must 
have the reserve strength necessary 
to meet all contingencies. 

With assets practically twice liabil- 
ities, the companies of the FIREMAN’S 


FUND GRouP guarantee this strength. 


Today, a connection with a company of the 
Fireman’s Fund Group is more of an agency 


asset than ever. 
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Haight Hopeful For 
Hague Rules in U. S. 


BELIEVES ADOPTION IS NEAR 
New York Lawyer wp Miihes Militant Plea 
at Oslo For International Uniform- 


ity in Bills of Lading 


Charles S. Haight, well-known New 
York admiralty lawyer and for years 
champion in this country of the move- 
ment to adopt the Hague Rules, deliv- 
ered a militant talk recently before the 
Qslo Conference of the Comité Maritime 
international on the need for official ap- 
proval of the Hague Rules in those coun- 
tries which have not yet put them into 
operation. For several years Mr. Haight 
has acted as chairman of the Bills of 
Lading Committee of the International 
Chamber of Commerce and has rarely 
overlooked an opportunity at meetings 
of marine underwriters, cargo shippers 
and shipowners to point out what he con- 
siders the advantages of the Hague Rules 
to fix the responsibility of shipowners 
for damage to cargo in their custody. 

At Oslo Mr. Haight told the Confer- 
ence that the Hague Rules would likely 
be adopted by Congress in this country 
during the Roosevelt administration and 
he was hopeful that such legislation 
would pass within the next two years. 
American cargo interests are becoming 
so restive, he said, that if American ship- 
owners would not accept legislation based 
on the Hague Rules then they would 
have to accept even more stringent leg- 
islation forced upon them by cargo in- 
terests. He stated that there was little 
justice in the situation which permits a 
shipowner to allow a Rolls Royce to fall 
overboard and then tender only $100 in 
compensation. 

Deplores Lack of Action 

Another point made by Mr. Haight 
was that those who worked to get the 
Hague Rules passed at an international 
convention over ten years ago had not 
worked to obtain their recognition in in- 
dividual countries. He said that this 
statement did not apply to individuals but 
to groups such as cargo owners, marine 
underwriters and others, although the In- 
ternational Union of Marine Insurance, 
which is this week holding its annual 
meeting at Montreux, Switzerland, has 
been consistent in its efforts for world- 
wide adoption of the Hague Rules. 
Great Britain long ago accepted these 
tules but at the present time Germany, 
Italy and the Scandinavian countries in 
addition to the United States have not 
taken action. 

Mr. Haight in the course of his re- 
marks at Oslo cited the instance of an 
American shipowner who voluntarily 
adopted the Hague Rules in his bills of 
lading for grain shipments and quickly 
obtained a large increase in his business 
between the United States and England. 
Sir Perey Mackinnon, chairman of 
Lioyd’s, also spoke in favor of the Hague 
Rules when he said that other conven- 
tions should not be adopted by interna- 
tional conferences until those already 
awaiting acceptance by the nations had 
been passed upon. Sir Percy declared 
himself in favor of uniformity in inter- 
national law. 

Antoine Franck of Belgium, replying 
to Mr. Haight, said that few govern- 
ments were opposed to the international 
Conventions, such as the Hague Rules, 
but they had not ratified them because 
of technical difficulties and the press of 
parliamentary work. He said he wished 
there were more Charles Haights in the 
United States so that this country would 
more promptly accept the rules. The col- 
lision convention had been adopted all 
over the world, according to Mr. Franck, 
except in the United States, and he be- 
lieved that the reason for this was the 
Provision for the apportionment of dam- 
ages in proportion to the amount of 


blame attaching to each party in “both to 
blame” cases. He said underwriters and 
maritime lawyers objected to the colli- 
sion convention and had thus delayed 
adoption here. ; 





MANY VESSELS BROKEN UP 

Returns prepared by Lloyd’s Register 
show that during the quarter ended 
March 31 last there were twenty ves- 
sels, of 14,524 tons gross, and owried in 
the United Kingdom, which were totally 
lost or condemned in consequence of 
casualty or stress of weather. The cor- 
responding figures for other countries 
were sixty-three ships of 71,849 tons, 
making a total for the world of eighty- 


three vessels of 86,373 tons gross. 
There were thirty-nine vessels owned 
in the United Kingdom, of 157,606 tons 


gross, known to be broken up not in 
consequence of casualty or stress of 
weather. For other countries the num- 


ber of such ships was 124, of 411,081 tons 
gross, making a total of 163 vessels of 
568,687 tons gross. 

The gross reduction in the mercantile 
marine from all causes, and reported 
during the quarter, amounted to 246 ves- 
sels, of 655,060 tons. Of these, fifty-nine, 
of 172,130 tons were owned in Britain 
and Ireland and 187, of 482,930 tons, were 
owned abroad. Only ships of 100 tons 
gross and upwards are included in the 
figures. 


BRITISH & FOREIGN TO MOVE 





The British & Foreign of Liverpool 
will soon move its head office to the 
Martins Bank Building, 5 Exchange 


Street, West Liverpool, 2, England. 


International Union Report On 
Aviation Risks and Gen’! Average 


Sections of the annual report of the 
general secretary of the International 
Union of Marine Insurance to the sixty- 
eighth general meeting at Montreux, 
Switzerland, were published in last Fri- 
day’s issue of The Eastern Underwriter. 
The concluding parts of this report of 

Frenzl, dealing with reinsurance, avi- 
ation insurance and general average 
problems, appear herewith: 

Vienna Reinsurance Clause. While the 
primary object of this clause, when 
adopted in 1929, was that of improving 
the situation as regards so-called “trans- 
ferred risks” by enabling the reinsurer 
to control in this respect the business of 
his ceding office, the scope of the clause 
was broadened at last year’s conference 
by adding a provision whereby cessions 
of war risks on hulls should not attach 
under a treaty, unless advice by letter 
was given to the reinsurer. In view of 
this important amendment the revised 
clause was again submitted to members, 
asking them voluntarily to undertake to 
be bound by the agreement, and it is 
very satisfactory to be able to report 
that out of a total of 194. Union mem- 
bers no less than 141 have become signa- 
tories to the agreement. 

During the year some doubts have aris- 
en as to the construction of certain terms 
of the clause. Thus, for instance, it was 
not quite clear whether the new war 
risks section applied to ocean hulls only 
or to river hulls as well. As a result 
of an interchange of views by way of 
correspondence it was decided that pure 
river business is not covered by the 
clause, but that it extends to any ocean 
hull risks, no matter whether at the giv- 
en time the vessel is trading on the high 
seas or navigating on an international 
river. 

Following up a suggestion of Czecho- 


slovakian interests, efforts will be made 
to frame standard conditions for the in- 
surance of goods carried in aircraft. A 
unification, so far as possible, of general 
clauses is considered all the more desir- 
able as uniformity has already been 
achieved by the adoption of the Warsaw 
agreement concerning the contract of 
carriage by air, so far as the question 
of liability of aircraft carriers and the 
minimum amounts of indemnity due are 
concerned. This affords insurers a val- 
uable basis on which the ordinary risk 
can be measured. 

There is also a certain amount of sym- 
pathy for the idea that rating problems 
should be dealt with internationally, but 
having regard to previous rather unfor- 
tunate failures of the kind in other sec- 
tions of the business it is unlikely that 
the Union will take an active part in the 
movement. Besides, the loss experience 
in respect of individual air lines differs 
to a remarkable extent, and it would not 
be equitable, therefore, to charge a flat 

rate for aviation companies irrespective 
of whether they had a good or a bad 
underwriting record. However, though 
it may not be opportune to set up inter- 


national tariff rates under the auspices 
of the Union, it does not by any means 
follow that the Union will refuse to lend 


its good offices to aviation insurers who 
propose to set their faces against what 
are deemed to be uneconomical rates for 
certain classes of risks. Attention has 
been called to some such risks in the 
Union’s monthly, stress being laid in this 
connection on the unfortunate disparity 
of market quotations that will some- 
times lead to one group of insurers being 
played off against others by clever clients. 

Other subjects which aviation insurers 
have had under consideration are the 
adoption of a standard form for loss re- 
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turns, the granting of a policy claus« 
whereby insurers waive their right of 
recovery from air carriers, and the draft 
international convention re the salvage 
of aircraft on the seas. 


Maritime and Commercial Law 

General average matters have been 
much to the fore in the period under re- 
view, the Union having made a practice 
of continuously dealing with topical 
problems of outstanding interest in its 
periodicals. 

In this connection reference may be 
made to the publication of underwriters’ 
and average adjusters’ views on the con- 
troversial question as to whether the 
stocks of shops on liners, the fitting of 
these shops, and the rent paid therefor 
should be taken into consideration in the 
adjustment of general average, and if so, 
what basis should be adopted both as re- 
gards contribution and allowance. 

Again, it was clearly shown by prac- 
tical examples that the law of general 
average of certain countries, whereby the 


ship only contributes on 50% of her 
value, brings about the curious result 
that where salvage services rendered 
have to be treated as a general average 


expense the cargo may be called upon to 
pay more than its actual value salved. 

There appears to be also a difference 
in the practice of adjusters as regards 
the construction of the term “extra ex- 
pense” within the meaning of Rule X d 
York-Antwerp Rules. While cargo un- 
derwriters strongly urge that, in treating 
reforwarding charges as_ substituted ex- 
penses, deduction should be made for the 
ordinary cost which the shipowner would 
have incurred had he completed the voy- 
age of the original steamer, some French 
adjusters maintain that these expenses 
form part of the original freight, and 
this being earned, ship lost or not lost, 
the shipowner is entitled to retain it in 
full. 

The difficulties arising from currency 
fluctuations are, under prevailing condi- 
tions, viewed with serious concern by 
shipowners, adjusters and underwriters. 
The Montreux meeting will afford an 
opportunity of discussing the merits and 
demerits of the method of keeping the 
deposits in the original currencies, in con- 


trast to the system of converting them 
into the currency of the average state- 
ment. 

The need of carefully perusing the 


wording of such an important document 
as the average bond, in order to prevent 
the imposing by shipowners of inequita- 
ble conditions on consignees, was brought 
home to underwriters and average agents 
very forcibly in a special article on the 
subject. It will be for the general aver- 
age committee to study the proper means 
either of cautioning consignees not to 
sign an average bond containing any ob- 
noxious clause detrimental to cargo un- 
derwriters’ interests, or of persuading 
shipowners to employ only the standard 
forms approved by underwriters. 

In response to an inquiry received by 
the Union from the Camara Sindical de 
Aseguradores Maritimos of Buenos Aires 
as to whether it is customary, when de- 


termining the contributory value of car- 
go, to take as a basis the cif value or 
the cf value and to add a certain per- 
centage representing the owners’ profits, 
the question was thoroughly considered 
both from a theoretical and practical 
point of view, having regard to the law 
and usages in the different European 
markets. 

Finally, mention must be made of the 


fact that it has not yet been possible to 
issue the contemplated publication by the 
Union containing a collection of general 
average clauses contained in bills of lad- 
ing of shipping lines all over the world 
Althoug h considerable headway has been 
made with the preparatory work, a nuwm- 
ber of interests on whose co-operation 
the Union has to rely to obtain the nec- 
essary data seem, for some reason or the 


other, reluctant to supply the documents, 
and as it is 


intended to issue for th 
guidance of underwriters a record as 
complete as possible, its luction h 


pro 
to be deferred until a later dat 
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Business Recovery Featured At 
Big White Sulphur Convention 


Casualty Leaders Impressed by Outstanding Addresses; Hear 
Former U. S. Treasury Official’s Warning on Excessive 
Government Expenditures; Get Bermuda Bid for 
1934 Meeting 


White Sulphur Springs, Sept. 27—The 
ioint convention of casualty executives 
and agency leaders, which opened 
auspiciously here yesterday with an at- 
tendance equalling if not surpassing last 
years mark, is imbued with the definite 
conviction that the Administration’s busi- 
ness recovery program is making prog- 
ress in bringing the country out of the 
depression. Admittedly there are many 


~ JA. Nelson Re-elected 


As The Eastern Underwriter went 
to press yesterday it was learned 
that J. Arthur Nelson, International 
Association president, and his fellow 
oficers had been re-elected, and 
that James R. Millikan, veteran Fi- 
delity & Casualty genera’ agent in 
Cincinnati, was up for election as 
president of the National Association 
of Casualty & Surety Agents. Retir- | 
ing President Braniff becomes execu- | 


tive committee chairman. 








new and bewildering problems being 
brought up daily as a result of the NRA. 
As Thomas E. Braniff, president, Na- 
tional Association of Casualty & Surety 
Agents, expressed it to the convention 
this morning: “We find ourselves now 
faced with the necessity for revising 
many of our preconceived ideas on how 
business should be run, and have been 
called upon to lay aside our doubts about 
the NRA and accept the far-reaching 
program as good sportsmen and good 
soldiers.” 

The first speaker on the recovery pro- 
gram was C. D. Sturtevant of Chicago, 
nationally known grain man, whose ad- 
dress yesterday on the application of the 
Agricultural Adjustment Act to the grain 
industry, was lauded by Mr. Braniff as 
“one of the best expositions of a most 
complicated business subject that I have 
ever heard.” Unfortunately Robert L. 
Lund, president, National Association of 
Manufacturers, who was scheduled to 
talk next on “Industry and the New 
Deal” could not be present due to NRA 
Pressure at Washington but his address, 
reviewed in another column, was read 
this morning by Henry Swift Ives, spe- 
cial counsel, Association of Casualty & 
Surety Executives. 

For the third successive vear the con- 
vention was impressed by Superintendent 
George S. Van Schaick’s forcefulness on 
the platform and his reference this vear 
to the co-operation of insurance men 
in the NRA program was appreciated. 
mpromptu talks by James A. Beha, Na- 
tional Bureau general manager; Clar- 
‘nce W. Hobbs, special representative, 
National Council on Compensation Insur- 
ance, and Colonel Howard P. Dunham, 
Connecticut commissioner, rounded out 
the formal program of the first day 
which was ablv presided over bv J. Ar- 
thur Nelson, New Amsterdam Casualty, 
President of the International Associa- 
tion. 

Forceful Talks by Ballantine, Brown 

Golfers were in luck, too, for bright 
‘unny weather prevailed both vesterday 
and today until the showers late this 
alternoon 
; he two featured addresses today were 
fiven by Arthur A. Ballantine, former 
Assistant Secretary of the Treasury and 


now of the law firm of Root, Clark, 
3uckner and Ballantine, and Insurance 
Commissioner Brown of Massachusetts 
whose talk “Casualty Insurance and the 
Depression” is reviewed elsewhere. 

With regret President Braniff an- 
nounced that Governor White of Ohio 
could not be present because the special 
legislative session recently adjourned in 
Ohio had left him a good deal of unfin- 
ished business. 

Mr. Braniff departed from his usual 
custom in that he had no prepared ad- 
dress. He was content to stand on the 
sidelines and listen to the ideas of the 
speakers on various phases of the re- 
covery movement. It was hard to recon- 
cile himself, he said, with the social and 
economic theories that are being made 
at this time. He frankly admitted his 
bewilderment. Incidentally this is the 
fifth time in the past eleven years that 
Mr. Braniff has presided at a White Sul- 
phur meeting as president of the agents’ 
body. 

As the first speaker of the day Mr. 
Ballantine presented a forceful address 
on “Aspects of Federal Finance” featur- 
ing that the entire country is united in 
its determination to support the Presi- 
dent in his many sided campaign for 
recovery. “This fervor,” he said, “per- 
vades all, irrespective of circumstance or 
party, and is itself a powerful force mak- 
ing toward betterment. Support should 
be expressed, not merely through action 
but through participation in the forma- 
tion of opinion underlying vital Gov- 
ernment policies.” Although the average 
citizen should be willing to bear neces- 
sary tax burdens he should oppose with 
determination excessive spending by the 
Government, Mr. Ballantine felt. 

Referring to the Economy Act as the 
Administration’s first step in handling of 
national finances the speaker said it was 
a constructive measure deserving of 
highest praise. It’ has meant substantial 
economies all along the line in depart- 
mental expenditures and with these sav- 
ings fortunately there has been a very 
large movement in the Federal revenues 
as compared with the revenues of the 
last fiscal vear. Up to September 15 
revenues were $505,000,000 compared with 
revenues of but $279,000,000 in the same 
period of last year. What are now class- 
ed as “general expenditures” amounted 
to $479,000,000 and were more than offset 
by current revenues. 

Says Debt Expansion Must Stop 

Mr. Ballantine said it was likely that 
revenues for the vear (including esti- 
mated $150,000,000 beer tax) will exceed 
general expenditures so that but for ex- 
traordinary expenditures there would be 
a margin to apply to the reduction of the 
debt. But when emergency expenditures 
are considered the outlook is much less 
encouraging—that up to September 15 
such expenditures had amounted to 
$267,000,000 and that under existing ap- 
propriations they may during the re- 
mainder of the vear exceed the total of 
general expenditures. In fact, aggregate 
expenditures may exceed receipts bv a 
larger figure than in any year since 1919, 

In authorizing its program of emer 
gency expenditures for public works up 
to a total of $3,300,000,000 Mr. Ballantine 
said Congress had wisely included addi- 
tional taxes of the estimated vield of 

(Continued on Page 38) 
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Surety Commissions 
Featured by W. G. Wilson 


EXECUTIVE COMMITTEE REPORT 


Sees Compensation Situation in State of 
Flux, but Hopeful of Some Tan- 
gible Outcome Before 1934 


The commission situation relating to 
bankers depository bonds, the reduced 
commission upon suretyship for certain 
classes of public construction work and 
Lloyds of London competition were up- 
permost in the executive committee re- 
port submitted at yesterday’s business 
session by W. G. Wilson of Cleveland 
as chairman of this committee in the 
National Association of Casualty & Sure- 
ty Underwriters. It was approved by 
the association. 

Mr. Wilson also referred to the work- 
men’s compensation situation as being 
in a state of flux. He emphasized that 
what must speedily be found is an en- 
during remedy which will place this line 
where it belongs in a field of desirable 
underwriting for responsible stock com- 
panies. He expressed the hope for some 
tangible outcome before January 1, 19H. 

Commenting on the surety situation, 
Mr. Wilson said: 

Attitude on Reduced Commissions 

“Conferences bearing upon this phase 
of our business were unsuccessful in 
remedying the bankers depository bond 
commission situation. 

“As to diminished commission upon 
suretyship for certain classes of public 
construction work, only partial success 
has been achieved in that the companies 
have assured us that they would not pro- 
pose commissions upon projects estimat- 
ed to cost less than $2,000,000. However, 
they have insisted that upon Federal and 
Federal aided projects coming above the 
$2,000,000 estimate that in the judgment 
of the companies a radical reduction in 
the commission cost is necessary. Need- 
less to say, your committees have used 
their utmost endeavors to prevent such 
action on the part of the companies and 
at no time have we acceded to such a 
permanent policy. 

“One distinctly encouraging result is 
the definite assurances of the surety 
companies that future actions involving 
commission changes and agency interests 
will not be taken without conference 
with the representatives of this associa- 
tion, thus clarifying a somewhat vague 
tradition which previously existed re- 
specting such conferences. 

Protests Lloyds Competition 

Responding to widespread complaint 
Mr. Wilson then recommended and 
urged upon the incoming administration 
that protest be filed with the proper 
authorities at Washington and with the 
respective state authorities to correct an 
abuse whereby bankers’ blanket bonds 
are being solicited throughout the coun 
try and written at Lloyds of London 

“Inasmuch as no provision exists for 

(Continued on Page 38) 


Greenbrier Notes 


Vincent Cullen, president, National 
Surety, and Leo F. Fitzpatrick, his as- 
sistant, arrived at the convention on 
Wednesday morning. This is the first 
insurance convention Mr. Cullen has 
ever attended and he enjoyed it thor- 
oughly. 
* ok Ok 

John G. Yost, Fidelity & Deposit, who 
has always handled so ably the golf 
tournament, as vice-chairman of this 
committee, was missed this year and the 
hope was expressed that he will soon be 
completely recovered from the painful 
back injury which has kept him in a 
cast since April. 

~ > * 

The popular R. P. DeVan, mayor of 
Charleston, W. Va., blew in on Wednes- 
day. A past president of the National 
Association of Insurance Agents, he was 
accorded a warm greeting. 

* * * 

R. Howard Bland, board chairman of 
the United States F. & G., was also 
missed this year. Sympathy is expressed 
to him in the death of his mother las: 


week. 
” * 7» 
Spencer Welton, the much traveled 
vice-president of the Massachusetts 


3onding, spent seven nights on sleepers 
prior to his arrival at White Sulphur 
He has been on the Pacific Coast for 
the past six weeks. Since the first of 
the year Mr. Welton has covered 40,000 


miles. That’s some traveling! 
* * * 
Charles H. Burras, National Surety 
Corp., Chicago, was in grand form as 


toastmaster at the joint banquet Wed 
nesday night. Awarding the golf prizes 
is his annual job, one that both he and 
the banqueteers thoroughly enjoy 

* * * 

George E. Turner, president, Fire Re- 
insurance of Hartford, was again chair 
man of the entertainment committee and 
he did his usual good job 


Agents’ Dinner Conference 
Many of the old familiar faces were 
seen at the dinner and round table dis 
cussion of the National Association of 
Casualty & Surety Agents Tuesday 
evening. With T. E. Braniff presiding 
the group reviewed the results of the 
activities of the standing committees, 
which included reports on various cor 
ferences with companies, bureaus a1 
commissioners 

Tt is known that the 
pensation situation was 
length but no definite conclusions 
reached as to its solution. Keenly await 
ed is the report of the company 
mittee on the work hour plan of measur 
ing compensation premium rates, whicl 
it is understood, the agents’ committe 
headed by W. G. Wilson of Clevelan 
has submitted to the commissioncrs’ 
cial committee, 





workmen’s co! 


discussed at 
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White Sulphur Springs Joint Convention 


Loose Underwriting 
Scored by M. L. Brown 


ONE CAUSE OF CO. FAILURES 


Massachusetts Commissioner Also Points 
to Need for Keeping Casualty Company 
Investments Readily Convertible 


Merton L. Brown of 
Massachusetts minced no words in giv- 
White Sulphur Springs 
Wednesday his frank 


number of the 


Commissioner 


ing the conven- 


tion on opinion 


that a large failures of 


casualty companies during recent years 


has been due in large part to “loose, if 


underwrit- 
that if 


more circumspect and conservative meth- 


not reckless, investment and 


ing policies and practices,” and 


ods in respect to such practices had been 
pursued in the prosperous years some, if 


not many, of these disasters would prob- 


ably have been averted. 


The speaker was emphatic in discuss- 


ing the casualty 
company’s investments, pointing out that 
the contracts of such companies are for 
short terms, and while the company may 
not be called upon to disburse such large 
sums for losses in a brief period of time 
as a fire company, “it must not have too 
large a percentage of its assets invested 
in a form that is not readily convertible.” 
He stressed: 

“Long term securities or speculative 
stocks or bonds, such as common stocks 
and real estate bonds, are manifestly not 
desirable as investments in respect to as- 
sets that must be readily convertible into 
cash without undue Prior to the 
depression common stocks and real es- 
tate bonds were apparently too common 
a form of investments. They are pe- 
culiarly responsive to adverse economic 
or market conditions. The excessive in- 
vestment of funds in such specualtive se- 
curities with inflated values, due in many 
cases to a failure to repress the gam- 
bling instinct, the desire to make what is 
colloquially called a ‘clean-up,’ could only 
spell disaster when deflation came. Se- 
curities that depreciate rapidly must be 
disposed of at a great loss when funds 
are needed to pay losses and expenses.’ 

This brought the speaker to a discus- 
sion of the so-called convention values 
for securities decided upon by the com- 
missioners’ convention two years ago. 


prime importance of a 


loss. 


While this method of valuing securities 
has been criticized, Commissioner Brown 
felt that it had served a useful purpose. 
He said: “At the present time, with the 
gradual improvement in business condi- 
tions, market prices of securities appear 
to be returning to normal levels. This 
indicates, I owe Alia that the action taken 
by the National Convention was war- 


ranted.” 
Importance of Good Underwriting 
Although the 


extent to which under- 


writing has been responsible for the fail- 
ure of certain casualty companies to 
weather the depression cannot be defi 
nitely determined, Commissioner Brown 


felt sure that it had been a material con- 
tributing cause. He said that the faculty 
commonly called “underwritin judg- 


ment” is indescribable yet it is indis- 
pensable to the success of an insurance 


carrier, since upon the exercise of this 
faculty depends the all important safe 
and profitable distribution of its risks 


He added: 

“The decisions of the underwriter be- 
without the aid of any definite 
and their value depending up 


ing made 
standard, 


on his ability to forecast the probabl 
experience of a risk, it is casy to excuse 
his mistakes. His task is a most difficult 
one If he errs too frequently his com 
pany suffers and he must take the blame 
His decision to reject or cancel a risk 


may impose a severe hardship upon both 
the applicant for insurance and the agent. 
Adverse decisions are not apt to be gra- 
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| Two Presiding Officers _ 





THOMAS E. 


BRANIFF, 


President, National Association of 
Casualty & Surety Agents 


ciously received. This is especially true 
of such decisions of an underwriter. The 
applicant and the agent may denounce 
his decision as unfair and arbitrary, the 
former because he may find it difficult to 
and the latter because 


secure coverage 
of the loss of his commission which he 
feels he earned in procuring the applica- 
tion. 


“Consideration for the agent, especially 
if he is a good producer, many times in- 
duces the issue or continuance of a pol- 
icy on a risk against the recommendation 
of the underwriter. Company executives 
not infrequently deem it good policy to 
stimulate the productive efforts of an 
agent whose risks on the whole have 
been profitable, by not too vigorously re- 
jecting risks which will quite evidently 
prove unprofitable. The occasional ac- 
ceptance of a doubtful risk may not be 
particularly detrimental, but too fre- 
quently agents whose production is vol- 

influence that is so 


uminous wield an 
highly persuasive that they are in effect 


the underwriters and dictate the com- 
pany’s underwriting. 
“This tends to concentrate the unde- 


hazardous risks in each class 
of casualty insurance with a relatively 
few companies. This may operate to the 
advantage of those companies with dis- 
criminating underwriting policies, but it 
cannot reasonably be expected to give 
the other few companies an underwriting 
profit.” 
Two Repugnant Practices 


sir ible or 


Commissioner Brown mentioned two 
practices in particular that should be re- 
garded as repugnant to sound underwrit- 
ing. The first, he said, is the insurance 
of risks whose potential hazard ordinar- 
ily is considered remote but which, when 
they do not produce claims, entail a 
heavy burden on the insuring company. 
He referred to deposit and mortgage 
guarantee contracts as examples of this 


type of risks, and said that the experi- 
ence of the past few years has shown 
clearly that a company which does not 


act with caution in determining the 
amount of liability it assumes under such 
contracts invites disaster. 

The second practice Mr. Brown de 
scribed as the overloading of a company 
with risks for the purpose of showing an 
improvement of its liquid condition by 
increasing its premium income. He said: 
“Campaigns to place a large volume of 
risks upon the books have not been un- 
common, even in the case of companies 





NELSON, 


President, International Association of 
Casualty & Surety Underwriters 


J. ARTHUR 


that are considered conservative. Such 
methods induce a disregard of the neces- 
sity of a safe distribution of risks and 
result in an abnormal adverse selection. 
An adequate volume of risks is essential 
but the force of adverse selection can- 
not be overlooked with impunity.” 


Effect of Company Failures 


The speaker then said that to criticize 
unsound practices is idle unless stress is 
put on the immediate necessity and press- 
ing importance of corrective measures. 
He brought out that a failure of one 
company reflects on the institution of in- 
surance by seriously impairing the con- 
fidence of the insuring public. It was 
therefore felt that any disposition on the 
part of insurance company exccutives to 
view the failure of any company as a 
matter of consequence only to that com- 
pany is most short-sighted. “It indicates 
a disregard for the necessity of re taining 
public confidence,” he cautioned. “Let 
those who evince this disregard consider 
well and carefully the possibility that 
continued failures will invite further and 
more stringent regulation of the busi- 
ness.” 





Early Arrivals 

Early arrivals at White Sulphur for the 
convention included Clarence Hobbs, 
National tng on Compensation Insur- 
ance; George E. Turner, First Reinsur- 
ance, who heads the entertainment com- 
mittee; C. T. Gray, European General; 
Frederick Richardson, James F. Mitch- 
ell and John H. Grady, General Acci- 
dent; George L. Carter, Detroit agency 
leader, and Armstrong Crawford, Great 
Lakes Casualty. 

The Sunday night contingent from 
New York included James A. Beha and 
William Leslie, National Bureau of Cas- 
ualty & Surety Underwriters; Superin- 
tendent and Mrs. Van Schaick; Colonel 
Howard P. Dunham of Connecticut with 


Mrs. Dunham and his mother-in-law; 
James L. D. Kearney and Paul Ruther- 
ford, Hartford Accident; James M. 


Haines, London Guarantee, and Edson S. 
Lott, United States Casualty. 


TIMELY CONVENTION THEME 
The theme of the joint convention 
the National Recovery program—was not 
only timely but met with unanimous fa- 
vor. Formal addresses on various phases 
of the recovery program were given close 

attention. 


~ is 


Compensation Solution 
Not in Rate Increases 


VAN SCHAICK’S FRANK OPINION 


Not Only Must Denseodien Lessons Be 
Heeded, He Says, But Adjustment to 
Changed Order in Affairs Needed 


Making his third convention address 
before the joint White Sulphur Springs 
casualty gathering in as many years, Sy. 
perintendent of Insurance George S, Vay 
Schaick of New York, appearing at the 
opening session on Tuesday, indicated 
his appreciation of the theme of the 
meeting when he said: 

“One of the 
dent’s 
has 


reasons that the Pres. 


program for industrial recovery 
Support 


from insurance men generally is that th 


received such wonderful 


program is founded on ideas and pring. 
ples which have grown rapidly in insur. 


ance administration during the past 


decade. The necessity of high standards 
climination of unfair 
competition, the recognition of the de- 
sirability of co-operative action, all so 
vital to the National Recovery Program, 
have characterized much of the unques- 
tionable advance insurance as an institu- 
tion has heretofore been making.” 

Speaking of the necessity of obtaining 
enlightenment from one’s own errors, Su- 
perintendent Van Schaick declared that 
advantage and advance can be had from 
the experience of the depression only in 
the event that company officials, agents 
and commissioners alike will face the 
problems that the depression has brought 
about or brought to light. “Not only,” 
he said, “must the lessons and warnings 
be heeded but there must be an adjust- 
ment to a changed order in affairs.” He 
declared that in some respects a funda- 
mental overhauling is in order, so that 
known defects may be remedied for the 
future and so that responsibility to the 
common welfare and the institution of 
insurance in particular be fully recog- 
nized. 


of practice, the 


What Company “Autopsies” Reveal 

“Every time,” said Superintendent Van 
Schaick, “that a company is taken over 
by the Department of Insurance it is 
possible to perform an autopsy and learn 
what may have been unknown before 
It has always been believed that there is 
a definite relationship between surrepti- 
tious rate cutting and insolvency. Pro- 
ceedings in the course of liquidation have 
proved it conclusively. The same rela- 
tionship to insolvency is seen in other 
well-known practices which are forbidden 
by law and condemned in_ public but 
sometimes indulged in through the stim- 
ulus of competition.” 

Attention was also called to the ten- 
dency which developed during boom 
times to indulge in unsound underwrit- 
ing and counter-balance by making prof- 
its on investments. “Nothing could be 
more salutary for insurance as a whole 
than to have that bubble burst. Sound 
underwriting coupled with high grade 
management is the best protection that 
is afforded the public. It is hoped that 
the sad experience of speculative invest- 
ments has sunk deep and wide.” 


Action Needed in Solving Compensation 
Problem 


Referring to the workmen’s compensa 
tion situation, Superintendent Van 
Schaick emphasized: “Something has to 
be done in the compensation field that 
will get large and serious problems of 
of dead center. The chief cause of non- 
accomplishment is the unwarranted as 
sumption of many company executives 
and agents that it is only a problem 0 
increasing company income by increasing 
the rates which should be charged. 
When disapproval is given to applica 


(Continued on Page 42) 
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How Agricultural Act 
Affects Grain Industry 
EXPLAINED BY C.D. STURTEVANT 


Tells Casualty Men That Objective Is to 
Control Wheat Production by 
Artificial Means 


How the Agricultural Adjustment Act, 
an important feature of the national re- 
covery program, has affected the grain 
industry and particularly its application 
to the marketing of wheat was explained 
to the White Sulphur Springs conven- 
tioneers at the opening session on Tues- 
day. The speaker was C. D. Sturtevant, 
president, Bartlett-Frazier Co., Chicago, 
a former director of the national Cham- 
ber of Commerce, who has been for 
many years connected with the grain 
business and is a national authority on 
his subject. Mr. Sturtevant viewed the 
Acricultural Adjustment Act as an ex- 
cursion into a new social, political and 
legislative field; said that it is based 
upon the theory that the relationship be- 
tween the prices of various products of 
human labor should bear a somewhat 
constant relationship to each other, and 
that the end sought is relative perma- 
nency of the exchange value of one 
product when measured in terms of an- 
other. He indicated that the grain in- 
dustry was co-operating wholeheartedly 
with the administration in an earnest 
effort to bring to the farmer that meas- 
ure of prosperity to which he is entitled. 


Aim Is Stabilized Exchange Value 


“Naturally the act is chiefly concerned 
with the exchange value of products of 
agriculture,” explained the speaker, “and 
the end aimed at is a stabilized exchange 
value for certain farm products equal to 
their exchange value during the base 
period August, 1909, to July, 1914. The 
act demands the removal of present in- 
equalities at as rapid a rate as is feas- 
ible. 

“In order to carry out this policy, by 
reducing the production of any basic 
commodity, the Secretary of Agriculture 
is given power to provide for a reduction 
either in acreage or in production for 
market, or either, through agreements 
with producers. To carry out this pro- 
gram he may provide either rental or 
benefit payments upon that portion of 
such crops required for domestic con- 
sumption. 

“To obtain the means to pay the ex- 
traordinary expenses thus incurred, the 
Secretary shall levy a processing tax 
upon the first domestic processing of the 
commodity, this tax to be at a rate equal 
to the difference between the current 
average farm price of the commodity and 
the basic exchange value of the com- 
modity.” 


15% Wheat Planting Reduction 


‘Mr. Sturtevant said that in the case 
ot wheat, processing meant milling into 
flour, and that the Secretary had fixed 
the tax at 3) cents a bushel. In order 
'o qualify for benefit payments farmers 
must pledge a reduction in their next 
crop planting of 15% of their average 
seeded acreage. “The A. A. Administra- 
tion estimates that about 515 millions of 
our wheat is used for domestic food but 
that after deducting wheat that farmers 
have milled for their own use, and 
amount used by charity, there remains 
about 460 millions upon which the pro- 
cessing tax will be paid. This represents 
about 4% of the production and is the 
amount which is allotted to all the states 
and upon which the government offers 
adjustment payments.” 

lt Was then explained that to qualify 
lor adjustment payments the farmer 
Must (1) join a county wheat production 
Control association; (2) sign contracts 
'0 reduce wheat seeding for 1934 and 


1935 as instructed by the Secretary, and 
(3) make a truthful statement of past 
seeding and yields. The payments will 
be in cash and two-thirds will be paid 
this fall for the 1933 crop beginning 
September 15 upon signing of the con- 
tract, and the balance will be paid after 
evidence that the contract has been ful- 
filled in planting required for the 1934 
crop. The speaker continued: 

“On that part of his crop which will 
have the advantage of the processing 
tax, about 54% of his total crop, the 
Government will pay the farmer 20 cents 
a bushel in cash this fall and make a 
further payment of between & and 10 
cents a bushel next spring. These pay- 
ments are of course in addition to what- 
ever the farmer receives in the market 
from the sale of his wheat, and the 
wheat is allowed to be marketed by the 
farmer at any time, in any manner, and 
through any channel that he chooses. 
The allotment payment is a transaction 
entirely separate and distinct from the 
farmers’ disposition of his wheat 

“This plan is the reply to the objcc- 
tion of the grain trade, that it is im- 


possible to control production and it 
should be noted to our credit that in 
spite of our skepticism, we are whole- 


heartedly co-operating with the admin- 
istration in its efforts to accomplish this 
reduction in the production of wheat. 

“Our experience, however, warns us 
that if the plan is successful and pro- 
duction is reduced, there is grave dan- 
ger of carrying the operation too far 
and finding ourselves with a shortage 
instead of a surplus. When artificial 
means are used to correct economic 
troubles the pendulum usually swings too 
far and any such contingency should be 
carefully guarded against.” 


NAT’L SURETY REPRESENTED 

E. M. Allen, executive vice-president, 
and Vice-Presidents E. A. St. John and 
Sherman Drake represented the National 
Surety Corporation at the convention. 


F. R. Jones Reports on 
Busy Legislative Year 


NOTES TAX INCREASE PRESSURE 


More Laws Proposed Affecting Casualty- 
Surety Business Than in Any Previous 
Year; High Spots of Report 

More legislation affecting the casualty 
and surety business was proposed dur- 
ing the legislative sessions this year than 
in any other year of which there is a 
record, according to the annual report 
of F. Robertson Jones, secretary of the 
International Association of Casualty & 
Surety Underwriters, submitted at its 
White Sulphur Springs annual mecting 
this week. 

As an indication of the increasing at- 
tention being given by state legislatures 
and Congress to the casualty and surety 
business, Mr. Jones said that so far this 
year the Association of Casualty & Sure- 
ty Executives (of which he is general 
manager) has prepared and distributed 
3,165 memoranda on bills affecting this 
branch of the business, as compared to 
2.389 on the same date in 1931—the last 
comparable year. This year there have 
been forty-three state legislatures in reg- 
ular session and in addition there have 
been twenty special sessions, with more 
pending. 


Predicts Many 1934 Special Sessions 


Mr. Jones’ report presented a compre- 
hensive survey of the major legislative 
proposals. Fortunately, with one or two 
rather minor exceptions, no bill in this 
classification which was detrimental to 
the best interests of the business was 
enacted into law. Mr. Jones, however, is 
fearful that there may be another story 
to tell next year, despite the fact that 


it is the so-called “off year” for legis- 
lative sessions, there being only nine 
states with regular sessions scheduled. 


Undoubtedly there will be a large num- 
ber of special sessions, he predicted, due 


White Sulphur Springs Golf Prizes 
Donated By Forty-One Executives 


The executives of forty-one casualty 
and surety companies were contributors 
this year of the attractive golf prizes 
which made such an impressive appear- 
ance on display in the Greenbrier Hotel 
lobby. The list included: 

H. A. Behrens, 
ey; E. Bt. 
Charles C. Bowen, vice-president and secretary, 
Standard Accident; F. Highlands Burns, presi- 
dent, Maryland Casualty; H. L. Callanan, presi- 
dent and general manager, Norwich Union In- 
demnity; Arthur E. Childs, president, Columbian 
National Life; Arthur W. Collins, United States 
manager, Zurich; Henry Collins, United States 


president, Continental Casual- 
Boles, president, General Reinsurance; 


manager, Ocean Accident & Guarantee; William 
R. C. Corson, president, Hartford Steam Boiler; 
Vincent Cullen, president, National Surety Corp.; 


B. M. Culver, president, Fidelity & Casualty; 
W. G. Curtis, president, National Casualty; 
E. Asbury Davis, president, United States F. 
& G.; John A. Diemand, executive vice-president, 


Indemnity Insurance Co. of North America; T. 
J. Falvey, president, Massachusetts 
Joseph Froggatt, president, Joseph Froggatt & 
Co., Inc.; T. L. Haff, United States manager, 
General; J. M. Haines, New York, 
United States manager, London Guarantee & Ac- 
cident; D. C. Handy, president, American Bond- 
ing. 


Bonding; 


European 


Also Eugene F. Hord, executive vice-president, 
Fireman’s Fund Indemnity; Robert W. Hunting 
Tack 
Bankers Indemnity; J. L. D. 
vice-president and general 
Accident; A. F. Lafrentz, president, 
Edson S. Lott, president, 
United States Casualty; Francis X. Malley, New 
York, vice-president, American Reinsurance; W. 


ton, president, Connecticut General; H. P. 
son, president, P 
Kearney, manager, 
Hartford 


American Surety; 


E. McKell, president, New York Casualty; Clif- 
ford B. Morcom, vice-president, Aetna Life; a. 
Arthur Nelson, president, New Amsterdam Cas- 
ualty; F. J. O’Neill, president, Royal Indemnity; 
Jesse S. Phillips, chairman of the board, Great 
American Indemnity; A. J, Reed, secretary, Glens 
Falls Reid, president, 
Globe Indemnity; Frederick Richardson, United 
States manager, General Accident, 

Also E. C. Stone, 
ployers’ Liability; Rutherford H. Towner, man- 
Towner Rating Bureau; H. E. 
secretary-treasurer, 


Indemnity; A. Duncan 


United States manager, Em 
ager, Trevvett, 
Travelers’ Mu- 
tual Accident; George E. Turner, president, First 
Reinsurance of Hartford, and L. Edmund Zacher, 
president, Travelers. 


Commercial 


Keen Competition For Fidelity Cup 


In addition there was keen competition 
among the golfers for the Fidelity chal- 
lenge trophy golf championship cup, 
which is awarded each vear by President 
C. R. Miller, Fidelity & Deposit, to the 
player who turns in the lowest gross 
score for the 36 holes (18 each day) for 
the first and second days. T. E. Braniff, 
Oklahoma City, won it last year and in 
order to get permanent possession he 
must win the cup three times but not 
necessarily in succession. 

Mr. Miller also donated a permanent 
prize to be kept by this year’s winner of 
the Fidelity trophy. 

\gain this vear Wallace J. Falvey. 
Massachusetts Bonding, was chairman of 
the golf committee of which John G. 
Yost, Fidelity & Deposit, was vice-chair- 
man, and Mrs. Herbert M. Lyon, 
Bridgeport, was in charge of the wom- 
en’s tournament, 


Hard Working Secretary 





F. ROBERTSON JONES 


F. Robertson Jones, secretary, Interna- 
tion Association, was one of the busiest 
men at the convention, handling the 
many details so essential to its smooth 
running. 


chiefly to the dire need of many states 
for additional revenue. In this event the 
companies must be continually on the 
watch lest their already onerous tax bur- 
dens be increased. 

The tendency to increase insuranc« 
taxes was quite evident this year, says 
the report. In all, 208 bills were intro 
duced relating directly or indirectly to 
the subject of taxation. Of these, nine 
proposed increases in existing premium 
taxes; seven in five states, increases in 
existing licenses and fees or new licenses 
and fees; fifty in twenty-six states re- 
lated to income taxes, and thirty-eight 
of these directly affected insurance com- 
panies. In only two instances, however, 
was the casualty and surety business af- 
fected and then not materially. In Idaho 


the premium tax was raised from 2 to 


3% and Nevada imposed a tax of 1%%, 
insurance having been heretofore tax fre« 
in that state. 

According to Mr. Jones the campaign 
for monopolistic or competitive state 
compensation funds continues. In only 
one state, Oklahoma, was the campaign 
successful this year, and in that state 
there was no insurance opposition to the 
competitive state fund bill. Monopolis 
tic funds were proposed in eleven states 

Colorado, Illinois, Kansas, Maryland, 
Massachusetts, Montana, Nebraska, New 
York, North Carolina, Pennsylvania and 
South Carolina. There also were 214 
objectionable or important bills relating 
to compensation insurance introduced in 
thirty-five states, eighteen of these pro- 
posals dealing primarily with occupation 
al diseases and ten relating to the re 
view of awards. There was, however, no 


major legislation enacted along any otf 
these lines. 
There was a large number of othe1 


state fund schemes of interest to insur- 
ance. Bills proposing the guarantee of 
bank deposits bobbed up in nine juris 
dictions. The Federal law was alone 
enacted. In Alabama a monopolist'c 
state surety fund for the bonding of pub- 
lic officials was proposed. There wert 
similar measures in Colorado, Georgia, 
Indiana, Montana, Nevada, Pennsylvania 
and Wyoming. All failed 


Special Deposit Bills 


Mr. Jones emphasized the fact that 

d I 

special deposit bills as a group were px 

haps more numerous and more insistent! 
(Continued on Page 42) 
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Ad Conference Gets 
Buyers’ Viewpoints 


SEVERAL CHANGES SUGGESTED 


Combination Policies, Simplification of 
Wording and Greater Flexibility 
Urged by P. D. Betterley 


Closer co-operation between the insur- 
ance business and buyers of insurance 
must be established before the problems 
which now beset the industry can be re- 
duced materially, P. D. Betterley, assist- 
ant treasurer of the Graton & Knight 
Co., told the Insurance Advertising Con- 
ference at its annual meeting at Briar- 
cliff Manor, N. Y., this week. This should 
include a co-operative analysis of insur- 
able risks which may be economically in- 
sured. Mr. Betterley spoke also as vice- 
president of the American Management 
Association, which has an insurance di- 
vision to consider improvement in rela- 
tions between insurance sellers and buy- 
ers. He offered a number of suggestions 
for improving insurance facilities now 
available to policyholders. 

One of the first steps that should be 
taken when an agent or broker seeks the 
account of a prospect is a complete an- 
alysis of the hazards, Mr. Betterley said. 
The purchase of liberal quantities of pro- 
tection is no guarantee of security, for 
one hazard inadequately covered may 
ruin the individual or business firm. On 
the other hand, if all kinds of insurance 
advertised or offered by the sales repre- 
sentative were purchased, the cost would 
be prohibitive. Buyers and sellers of in- 
surance, Mr. Betterley said, who have 
encountered difficulties in protecting risks 
with so-called standard forms, will doubt- 
less agree that there are numerous per- 
manent changes in business which neces- 
sitate rather drastic policy modifications. 
While it is disconcerting to make these 
alterations, and standardized forms are 
to be desired, still the primary object is 
to furnish insurance which fits the needs 
of the public. 


Changes Suggested by Buyers 

“Specifically we would submit for 
consideration the following suggested 
changes or amplification of existing 
methods,” Mr. Betterley said: 

“1. The more extensive use of combi- 
nation policies, grouping similar hazards. 
This is particularly important in the lia- 
bility field where controversies so often 
occur because of inability to determine 


whether the liability falls under one 
cause or another. 
“2. Insurance contracts should be 


couched in more simple and understand- 
able language which would probably re- 
sult in less controversies and errors. A 
tabulated summary of coverages and ex- 
clusions in the policy form would facili- 
tate checking, and an example of this is 
found in the present transit policy issued 
by some underwriters. 

“3. There should be more flexibility in 
insurance contracts, but not so much as 
to make it impossible to anticipate loss 
experience. Automatic insurance is a 
positive requirement of our modern ex- 
istence. 

“4. There should be voluntary adjust- 
ments of contracts, but in form and rate, 
as conditions warrant. Considerable 
good will could thus be created. There 
should be uniform treatment of all in- 
sureds as far as general terms and con- 
ditions are concerned, but not overlook- 
ing the physical and moral hazards 
which may be peculiar to certain cases. 
There should be an attempt to interpret 
policy contracts, the purchaser doing it 
to ascertain if the contract will cover 
various loss situations. If the carriers 
and their selling representatives will as- 
sist their policyholders in this respect, 
much of the existing prejudice, suspicion 
and controversy will be eliminated. A 
very effective form of advertising would 
be that which concisely interprets poli- 
cies in simple language. 

Uniformity Throughout Country Desired 


5. There should be logical regulation 
Uniformity 


of the insurance business. 


of laws is greatly to be desired and the 
spread of business activities beyond state 
lines calls for comprehensive policies 
without ‘fences.’ This is one of the most 
annoying features for the purchaser of 
insurance and a comparison of standard 
forms now required by various states 
shows variations which are incomprchen- 
sible. Logical regulations by the insur- 
ance carriers based on the actual needs 
of policyholders is proper. Any plan 
which brings hardship to one _ sizable 
group for the benefit of another, or for 
the purpose of checking unfair practices 
on the part of a minority, does not make 
it easier for the buyers of insurance and 
unquestionably creates an unfavorable 
reaction against the insurance carriers. 
We are convinced that there is an op- 
portunity for constructive action by the 
insurers, the seller and the users of in- 
surance in this field. 

“Tt is evident that purchasers must be 
more discriminating in the choice of in- 
termediary advisers, agents and carriers, 
and in the selection of the type of con- 
tract, to attain security for property and 
business. Discriminate buving in itself 
creates confidence. Through the custom 
of years the purchaser has been led to 
believe that representations of the agent 
and broker are as authoritative as though 
made by the underwriting company. 

“Tf intelligent persons work together 
in an attempt to establish a sound con- 
tract relationship, learn of their limita- 
tions and seek out sources of informa- 
tion, their combined efforts will eventual- 
ly produce a reasonably sound and work- 
able agreement. The next step is to keep 
the policies constantly in repair. 


Hints on Advertising 


“Tt is natural that the members of your 
association desire an opinion as to the 
possibilities of advertising in this educa- 
tional campaign. We merely exnress a 
personal opinion in suggesting advertis- 
ing of an informative character intended 
to show the real hazards facing the pub- 
lic and not based on catastrophe head- 
lines. A simple elucidation of basic in- 
surance functions and policy contracts. 
Illustrate various tynes of service which 
may be rendered by individual comnanies 
and the organizations they represent, cit- 
ing actual cases of accomplishments. In 
other words, eliminate the mystery from 
insurance.” 


W.G. Wilson Report 


(Continued from Page 35) 





the admission into this country of In- 
dividual Underwriters, there should either 
be such revision of the laws as will legiti- 
mately and properly qualify all insurance 
carriers, subjecting them to the same 
regulations and taxation or a_ serious 
penalty should be invoked where such 
insurance is either sold or purchased il- 
licitly. It would appear that this situa- 
tion is amenable to immediate correction 
on the part of the banking authorities 
since the banks who are so closely relat- 
ed to the Treasury and other Federal 
departments are the chief offenders.” 

As to non-board stock companies, the 
report said: “In view of the widespread 
effort through the NRA to co-ordinate 
competitive business and to place its 
conduct on a high plane of properly 
supervised co-operation, we record an 
earnest hope that ways and means may 
be speedily found to bring those stock 
companies who otherwise may be quali- 
fied into an observance of the helpful 
and constructive practices which the vast 
majority of our insurance companies have 
established.” 

Mr. Wilson closed with the recom- 
mendation that the secretary prepare 
and circulate to its membership a ques- 
tionnaire which will elicit an up-to-date 
record of casualty and surety company 
affiliations of each member. 


WALLACE P. HARVEY SAILS 

Wallace P. Harvey, former general 
counsel and vice-president of the Fidelity 
& Deposit in New York, sailed for Eng- 
land this week for an indefinite stay. 
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White Sulphur 


(Continued from Page 35) 


$227,000,000 a year for the service of this 
debt including the 5% dividend tax, capi- 
tal stock tax and profits tax. Then ex- 
penditures were authorized by the R. F. 
C. of $1,068,000,000 including outright 
grants of $450,000,000 to states and mu- 
nicipalities for relief. These expenditures 
were in addition to advances which the 
k. F. C. may make, without limit, to 
closed banks or building and loan asso- 
ciations, or for the purchase of preferred 
stock in banks and insurance companies. 
Federal credit is also involved in a plan 
for the refinancing of mortgages with 
Government help. 

Mr. Ballantine was afraid that govern- 
mental indebtedness may equal or exceed 
the wartime peak and he emphasized that 
a stand must be made to stop expanding 
debt and get back to reducing debt. “We 
cannot borrow back prosperity,” he de- 
clared. 

The importance of sound currency was 
touched upon from the angle that a basic 
condition of long term government fi- 
nancial operations is confidence in the 
currency ; that investors will not part 
with dollars today in exchange for a 
promise to repay dollars at some future 
date unless they are sure of the value of 
the future dollars. He saw no formula 
for managing the public debt on a fluc- 
tuating currency. 


Capital Goods Demand Needed 


It was also felt that industry cannot 
attain full activity until there is a new 
demand for the production of capital 
goods, and that an essential element in 
this demand is the ability to finance con- 
struction by the sale of long term cor- 
porate bonds. But industrial bonds can- 
not be placed if the Government bond 
market is not kept in healthy condition. 

This recreation of a market for long 
term industrial securities will require ac- 
tion in other fields as well, the speaker 
said. He referred critically to the new 
Federal Securities act, saying that no- 
body quarrels with its basic principle but 
it has seemed almost to paralyze market 
activity. It requires revision, he thought, 
so that it may be workable as well as 
protective. Similarly, the inclusion in the 
banking act of the provision for the mu- 
tual guaranty of bank deposits by Fed- 
eral Reserve member banks, Mr. Ballan- 
tine said, will ultimately expose the as- 
sets of any bank, no matter how soundly 
invested, to share in making good losses 
resulting from the mismanagement of 
some other bank. He felt to be reason- 
able the request of the A. B. A. that the 
date of operation of es plan be post- 
poned. 

Bermuda Bid for 1934 Convention 

Before the morning session closed Mr. 
Braniff announced that the two associa- 
tions had been invited to hold their 1934 
joint meeting in Bermuda. It would be a 
six day trip with meetings held on board 
ship. Arriving at Bermuda the morning 














Mills on Recruiting 


(Continued from Page 19) 


available training for success in the field 
“The success of this plan depends al- 
most entirely on how it is handled by 
the agency manager or the company field 
man in charge of the proceedings, |f 
the advertisement is well prepared, the 
prospective agents selected with care 
and intelligence, the final elimination 
made on the basis of good judgment, and 
the training put over in a skillful and in- 
spiring way, there is a good chance for 
developing really good new men out of 
all of this machinery. Whether or not 
this plan adds anything to increasing 
the standard of all life insurance sales- 
men depends also on how it is handled, 
and it can be handled in such a way as 
to be desirable from this standpoint. 


Use of Direct Mail 


“The fourth plan, which is the use of 
Direct Mail, is admirable in many re- 
spects and one which has been used with 
excellent results by many managers and 
companies. The manager himself seems 
best fitted to carry out this plan suc- 
cessfully because he is the one who best 
knows the situation in his own territory 
and how best to get at the problem oi 
locating high-class men 

“IT know of one agency manager wh 
has for years sent out each year hu- 
dreds of individually typed letters to 
lists of school superintendents and med- 
cal examiners. These are asked to sug- 
gest likely candidates for membership in 
the agency. The response to these let- 
ters has generally been excellent, and 
many rich leads have been opened. Many 
good new salesmen are located. Favor- 
able contacts are made with the school 
superintendents and with the medical 
examiners. The results have been ex 
cellent. 

“Once again the success of the whole 
plan depends almost entirely on the way 
it is handled. If the letter is good and 
put out neatly and in proper form, if the 
responses are intelligently and promptl) 
handled, if the prospective salesmen art 
well selected and properly inspired and 
trained, the results are definitely worth 
all of the ardent labor involved.” 


OC 





of the second day the conventioneers 
would be given the exclusive use of @ 
championship golf course with fine hotel 
accommodations. The plan would be to 
spend two days in Bermuda. The cost 
would run from $71 to $96 for the entire 
trip from New York. This matter wa 
referred to the executive committees of 
the two associations. No decision wil 
be reached until December. 





MINNER’S WIFE DIES 
Sympathy was expressed to William 
Minner of Minner & Barnett this wee! 
in the death of his wife after a linger 
ing illness. 
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“gelling Safety” Is | 
John J. Hall’s Theme 


TALKS AT BRIARCLIFF MEETING 








National Bureau Expert Urges Ad Men 
to Tell Public That Rates Are Con- 
trolled by Its Attitude on Accidents 





Selling safety not only in direct con- 
tacts with insurance buyers but through 
publicity and advertising has proved a 
successful method of promoting the cas- 
ualty insurance business. This was the 
opinion of John J. Hall, director of the 
street and highway safety division of the 
National Bureau of Casualty & Surety 
Underwriters, in an address before the 
annual meeting of the Insurance Adver- 
tising Conference at Briarcliff, N. Y. 

Mr. Hall was invited to the Confer- 
ence to discuss “The Value of Conser- 
vation Work and its Relation to Insur- 
ance Advertising and Publicity.” In the 
course of his address he brought out the 
point that the work of stock casualty 
companies in conservation through the 
staft of the National Bureau was large- 
ly word-of-mouth advertising. 


How Good-Will Is Promoted 


“We attempt to promote good will on 
the basis of safety,” he said. “Though 
our chief object is to reduce all kinds 
of accidents, especially those which af- 
fect our business, an inevitable by- 
product is a favorable public attitude to- 
ward us. This is because the public is 
vitally interested in accidents. Accidents 
are news. They are full of human in- 
terest, local interest—the kind of .copy 
every editor wants to print. Ways and 
means of avoiding mishaps are a public 
duty, and it is our work to develop them 
from the insurance point of view. 

“There is an opportunity for every in- 
surance advertising and publicity man to 
assist in this great work by promoting 
safety and calling attention to the ef- 
forts of the companies. He will find it 
profitable to join us in the effort re- 
iterating our main objectives in every 
piece of copy he sends out on the sub- 
ject, namely, that safety is good business 
and that the public controls insurance 
rates by its attitude on accident con- 
ditions. 

“Casualty insurance is accomplishing 
interesting results in conservation, par- 
ticularly in street and highway problems 
and in public schools. The public is in- 
terested in this work, and they should 
be told about it. That is your job. Far 
from being an outmoded or a trite sub- 
ject, safety is new, fresh and vital. Un- 
til recently in our visits to distant cities, 
we were met by an almost complete pub- 
lic ignorance of our efforts. Now that 
we have our own publicity department 
established, people are beginning to learn 
more about it. They are eager for more. 
Give it to them, and you will have ac- 
complished the fundamental purpose of 
most modern advertising—good will.” 





OKLAHOMA RULING 
The Oklahoma Insurance board has 
ruled that newspaper carriers would take 
the same rate for compensation insur- 


. ance as other employes of the newspaper 


publishing company’s mechanical depart- 
ment, except those who have no actual 
access to the plant. Compensation rates 
were substantially lower on carriers than 
on full time employes. 

In a recent controversy with a Ponca 
City newspaper, the insurance company 
carrying the risk contended that the 
carrier protection should be increased. 





DENY COMPENSATION RATE CUT 


The plea for a 66-2/3% reduction in 
workmen’s compensation rates filed by 
the Oklahoma Mine Operators has been 
denied by the Okiahoma Insurance 
board. Operators had protested the 
$9.90 per $100 previously granted by the 
board for miners north of the Canadian 
‘iver and $12.23 for those working in 
mines south of the river. These rates 
Were set by the board as a guide for the 
recently established state insurance 
fund, which writes this class of coverage. 











It’s A FINE Po.Licy 


to lunch at 





Golden Hill 


At Fulton and William Streets 





ONSIDER these extra features that go with this policy: 

You'll probably find most of your friends in the insur- 
ance district dining here— you'll enjoy extra dividends in 
excellent food and service at prices that are unusually mod- 
erate. 

When you're in a hurry, you can lunch quickly (yet sat- 
isfactorily) at the Lunch Counter. When you’ve a bit more 
leisure the Colonial Dining Room is ideal for small group 
lunches—and the semi-private rooms for larger gatherings 
or luncheon-conferences. 







BEER 


THE BEER THAT MADE MILWAUKEE FAMOUS 


On Draught lage Glass IO: 


THE NATION’S HOST FROM COAST TO COAST 











Salaried Secretary 
Urged by S. F. Withe 


REPORT TO “AD CONFERENCE 





President Says Activities of Body Are 
Now Such That Full Time Officer 


Is Essential 





President Stanley F. Withe in his an- 
nual message delivered before the In- 
surance Advertising Conference, meeting 
at Briarcliff Manor on Monday morn- 
ing, advocated the employment on a per- 
manent basis of a full time salaried sec- 
retary. Mr. Withe, who is publicity di- 
rector of the Aetna Casualty & Surety, 
referred to the increasing amount of 
time required of officers and committees 
in order to keep pace with the increas- 





STANLEY F. WITHE 


ing volume of Conference activities de- 
scribed in detail in the various com- 
mittee reports. 

Mr. Withe referred to the augmented 
bulletin service being sent to members 
of the Conference since the new head- 
quarters’ office was established, as one 
illustration of how a permanent full time 
secretary can make himself valuable to 
members of the Conference. He also 
advocated the establishment of a speak- 
ers’ bureau which could supply speakers 
on subjects connected with insurance ad- 
vertising to the various national, state 
and local agents’ organizations as a 
means of promoting a better understand- 
ing of this subject. 

It was also recommended that a re- 
search committee be appointed by the 
new administration to survey the pos- 
sibilities of carrying on an investigation 
in the field of insurance advertising 
similar to those carried on in the gen- 
eral field by the Association of National 
Advertisers. In order to work this out, 
it was proposed’ that a budget be pre- 
pared by the finance committee for the 
ensuing year as a basis for determining 
the amount of dues to be assessed the 
various classes of Conference members 
under the new sliding scale plan. 

Mr. Withe in his report also advocated 
the change in the constitution embodied 
in the report of the special constitution 
committee which discontinues the sepa- 
rate organization of the life and fire- 
casualty groups with their separate of- 
ficers and committees and restores the 
form of organization in existence prior 
to the Toronto meeting. 

President Withe expressed his appre- 
ciation to the representatives of the in- 
surance press present at the meeting for 
the support and cooperation given the 
Conference during the year. In closing 
he reported the membership of the Con- 
ference as consisting of 119 members of 
which forty-eight are representatives o! 
life companies, thirty-eight representa- 
tives of fire and casualty companies and 
thirty-three representatives of the insut 
ance press. 
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On the Production “Firing Line” 








Travelers Men Tell of Effective 
Methods in Selling Burglary Line 


some of the ideas which 
Travelers managers and assistant mana- 
gers have found effective in selling burg- 
lary insurance under present conditions. 
Originally published in a recent issue of 
Protection, these ideas, in every case, have 
resulted in the closing of business. 

“In talking to a recent prospect for a 
residence burglary policy,” writes Special 
Assistant Angus of Buffalo, “I had spent 
about fifteen minutes explaining the need 
of the insurance. He seemed convinced 
but would not say yes. His answer had 
been that he wanted to talk to his wife. 
After the third refusal to buy for that 
reason, I said, ‘That’s fine, but what if 
she says no, and then you have a loss 
-you will still have to pay it out of your 
own pocket.’ 

“*That’s right,’ he said, ‘I guess you 
had better write that coverage up for 
me,’ ” 

Monthly Cost of Loss Compared to 

Monthly Cost of Insurance 

Manager Webb of Atlanta is using a 
comparison of the monthly cost of a 
$1,000 loss as compared to the monthly 
cost of insurance, which other field men 
have found effective. 

“If your prospect can’t afford a pre- 
mium, he can’t afford a loss,” a says to 
his producer. A _ $1,000 burglary 
would increase his overhead $83.33 per 
month for the next year. If he lives in 
Atlanta, he can insure against this loss 
for as little as $2 a month—in the re- 
mainder of state territory for as little as 
$1 a month.” 

Assistant Manager Madden of Phila- 
delphia finds that premiums can be in- 
creased by increasing policy limits. 


Here are 


loss 


“We recently issued a $50,000 resi- 
dence burglary policy for three years 
payable in advance,” he says. “The 
original order tendered to us by the 





CONT'L CASUALTY CONTEST 


Agents of Commercial A. & H. Depart- 
ment, Country-wide, Now Embarked 
on New Business Drive 


Agents representing the commercial 
accident and health department of the 
Continental Casualty, country - wide, 
started this week on a production con- 
test for new business which will run un- 
til December 16 and which makes avail- 
able to winning producers attractive 
bonus prizes. 

This contest has been hailed as the 
agent’s chance to score peak 1933 earn- 
ings, and it is suggested by the home 
office that a forty-hour soliciting week 
be adopted by the producer. Under 
the contest rules each agent is eligible 
to win more than one prize; only com- 
mercial department accident or accident 
and health new business will count; 
paid-for new business will be computed 
on the basis written—annual, semi- 
annual or quarterly ; awards will be made 
only on collected premiums reported 
within contract limits, and itemized 
statements of business written must be 
filed with the Chicago home office im- 
mediately after the close of the contest. 


MARION CREMINS ON THE JOB 


Miss Marion Cremins, secretary to 
Stanley F. Withe, manager of the ad- 
vertising department of the Aetna Life, 
in that company’s casualty lines, the 


Aetna Casualty & Surety Company and 
the Automobile Insurance Company of 
Hartford, and retiring president of the 
Insurance Advertising Conference, was 
one of the most busy of personalities at 
the Briarcliff meeting of the conference 
this week. She had charge of the reg- 


broker was for $20,000. Knowing that 
the assured was noted as a collector of 
various art works, we questioned the 
amount of coverage and called this to 
the broker’s attention. The broker was 
successful in placing the three-year poli- 
cy, payable in advance, in the amount 
of $50,000 at a premium of $949.31. 

“We pointed out to the broker the 
number of cases where our assureds 
were under-insured at the time of a loss 
and he was successful in obtaining an 
order over double the amount originally 
desired by the assured.” 

Old Policyholder’s Lines Increased 

Kansas City has found it profitable to 
increase insurance on old policyholders 
and ito suggest the three-year basis. 

sranch Office Agent E. R. Parker 
oak over the account of another agent,” 


writes Assistant Manager Harlan. 
“Among other policies was _ residence 
burglary on an annual basis covering 


$1,000 A, $500 B and $1,000 Holdup. In 
placing the renewal we discussed with 
the assured the advisability of using the 
80% co-insurance clause under section 
\. This appealed to him. At the same 
time we told him of the specific type of 
coverage. He liked this even better. We 
also showed the customer where $500 B 
was not ample. 

“The outcome was that we wrote $2,000 
Specific, $1,000 B and $1,000 Holdup, but 
instead of putting it on a one-year basis, 
as it had been for the past six years, we 
wrote it on a three-year basis because 
the assured could see the advantage of 
a saving in the 10% discount and the 
safety it would afford him against an 
increase in the burglary rate. 

“After this contract was completed, we 
sold him a residence liability policy en- 
dorsing on to it dog liability to cover 
the dog while away from “the premises.” 


NEW HONOR FOR DR. STACK 





Bureau Safety Expert Appointed Active 
Member of Gov. Moore’s Street & 
Highway Safety Committee 
Dr. Herbert J. Stack, safety supervisor, 
National Bureau of Casualty & Surety 
Underwriters, has been appointed an ac- 
tive member of Governor A. Harry 
Moore’s New Jersey street and highway 
safety committee, the appointment being 
announced by the executive department 

of the state in Trenton last week. 

In summoning a committee of New 
Jersey residents to combat street and 
highway accidents in that state Governor 
Moore called attention to the 1,200 per- 
sons killed and the 31,000 injured in New 
Jersey last year. He said he was greatly 
distressed by the slaughter and the eco- 
nomic loss resulting therefrom, which he 
feared would continue and grow worse 
unless some definite and intelligent co- 
ordinated effort is made to combat it. 

Dr. Stack has become widely known in 
New Jersey for his work in public and 
parochial schools, community safety cam- 
paigns, American Legion drives and other 
safety work. He is a lecturer in Rutgers 
University, and last year, in a state-wide 
safety program, he spoke to more than 
50,000 New Jersey teachers and school 
children promoting safety education. 





KILLED IN AUTO ACCIDENT 

Walter T. Palmer, head of an insur- 
ance agency in Shinglehouse, Pa., was 
killed in an automobile accident near 
Princeton, Ont., while on a vacation tour. 





istration of the delegates and the tickets 
for the Monday night banquet. Miss 
Cremins was seen on the bridle paths of 
sriarcliff Lodge, horseback riding being 
her particular outdoor activity. 


Aetna Life to Divert 
Casualty Business 


UNDERWRITING PLAN CHANGED 
Starting October 3 Comoung Will Grad- 
ually Reduce Its Volume of 
Insurance Other Than Life 





The Aetna Life has decided upon a 
change in underwriting policy, far-reach- 
ing in its ultimate result, and one which 
is “regarded as significant of future de- 
velopments. Effective October 1 the 
Aetna Life will start to reduce gradually 
its volume of insurance other than life 
insurance, diverting to the Aetna Cas- 
ualty & Surety its casualty business 
other than accident insurance. Ultimate- 
ly, probably in the course of twenty 
years or so the Aetna Life will be writ- 
ing life risks only. 

The first step in the new program will 
be applicable progressively in various 
sections of the country and at the out- 
set, on October 1, will be effective in the 
territory west of the Mississippi River. 

Morgan B. Brainard, president of the 
Aetna Life & Affiliated Companies, an- 
nounced the decision to change the un- 
derwriting policy at Chicago recently in- 
forming company field agents and rep- 
resentatives that in the future the busi- 
ness in allied lines of insurance other 
~~ life would be written on the Aetna 


Casualty & Surety forms. Mr. Brain- 
ard explained that the decision was 
reached after long consideration and 
much discussion, and will not precipi- 
tate any drastic change or effect im- 
mediately. 

The advantages which policyholders 


seek through the Aetna Life organiza- 
tions will still accrue to them, Aetna 
Life owning more than 50% of the stock 
of the Aetna Casualty & Surety. 

In the course of time as the program 
of company operations is being carried 
out life insurance alone will be written 
in the life company; the casualty and 
surety business and allied lines will be 
placed in the Aetna Casualty & Surety; 
and the fire insurance lines will be placed 
in the Automobile Insurance and _ the 
Standard Fire. 

This is believed to be a more satis- 
factory manner of pute Ma the vari- 
ous lines, concentrating business of a 
special nature in the company so con- 
stituted that the benefit of the experi- 
ence of the experts in the respective 
companies will be secured. 

Stockholders of the Aetna Life will 
share in the benefit accruing through the 
security of the writing of pure life insur- 
ance as the sole risk. In passing over 
the business the company has been ac- 
customed to write in its accident depart- 
ment the stockholders will continue to 
share in profits derived through its stock 
ownership in the Aetna Casualty & 
Surety Company. The profits are ex- 
pected to be larger with this class of 
business handled in the latter company, 
judging from the highly satisfactory un- 
derwriting results shown by the com- 
pany. 

The placing of the fire insurance risks 
in the Automobile and the Standard Fire 
brings all of a similar line under the un- 
derwriting department specialists skilled 
in this class of business. 





KANKAKEE APPOINTMENT 





Standard Surety Selects Andrews Agency 
There as General Agents; 
Its Prominence 

The Standard Surety & Casualty has 
appointed the Andrews Insurance Agen- 
cy, Kankakee, Ill., as its general agents 
for casualty and surety lines. This 
agency was established in 1914 and its 
principals have had many years’ experi- 
ence in the business, being well and fa- 
vorably known throughout Illinois. The 
agency’s interests necessitate the occu- 
pancy of an entire building. 

A substantial sub-agency plant with 
service offices and a staff of paid so- 
licitors develop intensively the territory. 
Complete claim, payroll audit, and in- 
spection facilities have been established. 





United States Fidelity & Guaranty Co, 
with which is affiliated 
Fidelity & Guaranty Fire Corp, 
Home Offices: Baltimore, Md, 

















LEGAL NOTICE a 


State of New York—lInsurance Department 
Albany 


1933 


I, George S. Van Schaick, Superintendent of 
Insurance of the State of New York, hereby cer. 
tify pursuant to law, that the Pacific Mutual Life 
Insurance Company of Los Angeles, California, 
is duly licensed to transact the business of Cas. 
ualty Insurance in this state and in its statement 
filed for the year ended December 31, 1932, 
shows the following condition: 

Aggregate of ad d 
MID 5! 0:3 beara aus . .$196,380,308.13 


Aggregate amount of Liabilities 
(except Capital and Surplus) 
including reinsurance .. . 





182,514,845.38 


Amount of actual paid-up Capital 5,082,000.00 
Surplus over all liabilities 8,783,462.75 
Amount of Income for the year 7,483,342.82 
Amount of Disbursements for the 

year 7,072,333.42 





Seaboard Surety Ageada 
Confer With Officials 


2-DAY ASBURY PARK _ SESSION 
Producers Elect "Their Own Advisory 

Committee of Five Which Will Co- 

operate with Co.’s Management 

A number of the large producers of 
the Seaboard Surety were in conference 
with the home office executive staff at 
the Hotel Berkeley-Carteret, Asbury 
Park, N. J., on September 20 and 21. In 
attendance were representatives from 
the following cities: New York, Chicago, 
Philadelphia, Detroit, Cleveland, St. 
Louis, Baltimore, Boston, St. Paul, Buf- 
falo, Milwaukee, Indianapolis, Albany 
and Harrisburg. 

For the purpose of maintaining a close 
contact with home office executives and 
of co-ordinating the activities of agent 
members of the conference, the agents 
present elected a committee of five of 
their own number to be known as the 
“advisory committee of Seaboard Surety 
agents,” the chairman of which pre- 
sided at the conference. 

E. D. Livingston, president of the com- 
pany, who was the gracious host at the 
conference thanked those present for 
their loyalty to the company and the 
principles upon which it was founded. He 
attributed the progress made by the Sea- 
board Surety since its organization and 
especially during the depression to the 
care exercised in the field in the selec- 
tion of risks and the intelligent manner 
in which the company’s agents handled 
trouble cases. Mr. Livingston felt that 
many of the difficult problems now fac- 
ing casualty and surety companies can 
be intelligently solved only by closer co- 
operation between agents—loyal to their 
companies — and companies loyal to 
their agents. 

Loss Prevention Plan Featured 

The conference directed its attention 
to loss prevention measures, realizing 
that the continued support of the public 
and the future solvency of corporate 
suretyship lies in reducing default fre- 
quency by the selection of principles of 
stability. 

A plan to lessen the frequency of 
default under fidelity insurance was sub- 
mitted to the conference by Mr. Liv- 
ingston. The plan was enthusiastically 
approved and the details are now being 
developed by the president with the as- 
sistance of the newly formed “advisory 
committee of Seaboard Surety agents.’ 

The conference adjourned with the rec- 
ommendation that another meeting be 
held in the spring of 1934 and the hope 
was expressed that the advisory commtt- 
tee would add to the number of the pres- 
ent conference members. 
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Rules on Listing Mortgage Lien 
Holders Fixed By Sup’t Van Schaick 


George S. Van Schaick, New York 
Superintendent of Insurance, in granting 
the application of Albert A. and Rose 
Goldfiuss for a list of mortgage cer- 
tificate holders in connection with a pro- 
tective committee, declares that the pow- 
er to make public such lists rests with 
him under the insurance law creating 
gua aranteed mortgage participation cer- 
tificate protection corporations. 

He states that the restrictive nature 
of the law was intended to give cer- 


GEORGE S. VAN SCHAICK 


tificate holders the benefits derived from 
a unified, competent and non-profit mak- 
ing quasi public agency and not to cre- 
ate chaos in connection with reorgan- 
izations pertaining to this type of cor- 
poration. 

“Mortgagors who seek the names of 
the participants in the mortgages on 
their property will be granted such in- 
formation if the request meets the same 
test of good faith and sound purpose 
required of other applicants,” he said. 

Certificates Widely Distributed 


“The need for such agency was made 
particularly urgent, since in many in- 
stances certificates in small amounts rep- 
resenting interests in large issues had 
been sold to investors widely scattered 
throughout the state, who have no means 
of communicating with each other or 
forming associations among themselves 





to protect their common interests,” Mr. 
Van Schaick points out. 

“The indiscriminate release of lists 
containing the names of such investors 
would lead only to a multiplicity of com- 
mittees, with attendant heavy expense to 
investors, delay in accomplishing reor- 
ganization of certificate issues and furth- 
er demoralization of the real estate 
market. 

“The Legislature, bearing in mind the 
chaos that has been and would be cre- 
ated by the wholesale, unrestricted traf- 
ficking in lists of investors, provided in 
Section 437 of Article XII that lists of 
certificate holders shall only be furnished 
to applicants approved by the Superin- 
tendent of Insurance, in whom is vested 
rule-making power as to such applica- 
tions. Such administrative control sup- 
plements Section 553 of the Penal Code, 
which makes it a criminal offense to 
traffic in original lists of five hundred 
(500) or more customers. Since all lists 
of certificate holders are part of an orig- 
inal list which contains in excess of five 
hundred (500) names, it is believed the 
statute is applicable.” 

Will Restrict Holders 

“The Superintendent has no desire to 
use the power to refuse lists except in 
so far as it is necessary to protect the 
interests of the certificate holders. Lists 
will be furnished to applicants acting in 
good faith, where the Superintendent is 
satisfied that a useful purpose will be 
served and that other certificate holders 
will not be exploited. 

“Where the information sought will be 
used to buy up certificates from unsus- 
pecting holders at a fraction of their 
true value and there is _ reasonable 
ground to believe such is the purpose, 
the information will not be furnished. 
The history of reorganizations has been 
marked by the use of lists in some quar- 
ters to stir up needless litigation and 
promote selfish interests. All the au- 
thority possessed by the department will 
be employed to prevent a recurrence of 
such activities. 

“The denial of an application should 
not necessarily be interpreted as a re- 
flection on the applicant. Such denial 
may be necessary to promote the best 
interests of the greatest number of cred- 
itors. Lists may be denied where the 
Superintendent believes that adequate 
steps are being taken for the protection 
of the interests of the certificate hold- 
ers. Public policv demands prompt re- 
organizations and hearings on reorgan- 
izations already under way should be fa- 
cilitated and not hindered.” 





Work of Advertising 
Dep’t in Conservation 


PROBLEM OF KEEPING IT SOLD 





Karl Ljung, Jr., a Jefferson Standard, 
‘Tells Life Advertisers Ass’n Methods 
Used by His Company 


The work of the advertising depart- 
ment of a life insurance company in fit- 
ting into a conservation program was 
discussed before the Life Advertisers 
in Chicago this week by 
Karl Ljung, Jr., assistant secretary, Jef- 
ferson Standard Life, who is in charge of 
the company’s advertising. Mr. Ljung 
said that keeping the business sold means 
there is work to be done before the 
sale; it means the agent must have an 
understanding of a need; a before-sale 
consideration of conditions; a clear pre- 
sentation of the contract delivered, and 
definite follow-up in order to take care 
of succeeding needs. Mr. Ljung said that 
the home office attitude on conservation 
efforts was important and that any plan 
for conservation work through the ad- 


Association 


vertising department must presuppose 
the favorable position of the home office 
toward such efforts. 

A conservation program should be 
under the direction of a home office con- 
servation officer who is connected with 
the agency department, said Mr. Ljung. 
He must have a thorough knowledge of 
home office practices and also be inti- 
mate with field problems. As _ results 
will not come quickly, he must be ready 
to wait some time but never quit the 
effort. 


Creditors for Better Business 


For several years the new business 
campaigns of Jefferson Standard have 
been planned, Mr. Ljung said, to include 
those practices which tended to produce 
the right type of business. For exam- 
ple, business on old policyholders counts 
double in credits. Settlements with ap- 
plications receive the same rating. If 
the new application is over the company’s 
current average size there is extra credit 
likewise with annual premium business. 
“We know we will newer go back to the 
old plan of giving rewards on volume 
alone,” said Mr. Ljung. ‘Applications for 
insurance on old policyholders of the 
Jefferson Standard have averaged around 


$1,000 higher than the business written 
on new customers. 

Continuing Mr. Ljung said: “In an ef- 
fort to get the agents to co-operate in 
discouraging and reducing loans, we 
give them organized sales talks on loan 
prevention. A folder is used for those 
who have already borrowed, explaining 
the disadvantages of having a loan 
against a policy, and offering an oppor- 
tunity to repay in instalments. Another 
folder is used when a new loan is re- 
quested, stressing the advantages of in- 
stalment repayments. Since we adopted 
a Loan Reduction Plan, we have in- 
creased our repayments on loans over 
100%. 

“The value of renewal commissions is 
presented through the four-page letter. 
An effort is made to put the desire for 
renewals in an agent’s mind by showing 
him what other agents have accom- 
plished through the use of renewal com- 
missions. Pictures of successful agents 
are used in the inside pages of the letter. 

“T will give you a few subjects that 
can be presented in pamphlet form, or 
run in your house organ. The main idea 
is to get them before your agents and 
then do it all over again: How to Get 
Settlement with Application, How to In- 
crease Average Size Policy, How to Re- 
duce and Discourage Policy Loans, How 
to Collect Lien Notes, The Value of An- 
nual Premium Business, The Value of 
Renewal Commissions, The Value of an 
Old Policyholder, How to Prospect 
Profitably. How to Co-operate with 
Branch Office Cashier, Why Bulletins 
Should Be Read and Studied, The Value 
of Membership in Renewal Clubs, How 
to Use Special Reinstatement Plans, The 
Importance of Personal Contact. 

“These are some of the features of 
our conservation program. We direct 
much of our educational effort toward 
the branch office. As stated previously, 
the manager and cashier are the ones 
we must depend upon for the carrying 
out of our plans. 

“We are issuing a Managers’ Bulletin 
once a month. Our reason is to teach 
our managers how to improve their own 
weekly bulletins and to get them to 
stress conservation. Managers or gen- 
eral agents and any others charged with 
the duty of Agency Building can exert 
a splendid influence in conservation. 
Too often, they are prone to leave to 
the cashiers the whole iob of training 
agents along this line. That would be 
all right if it were not for the fact that 
the agent gets an idea that the matter 
is unimportant because the manager 
does not show proper interest. Conser- 
vation work must be actively supported 
bv the manager.” 


J. P. MADISON TO TEACH 


T. P. Madison, Richmond newspaper 
man and correspondent for insurance 
papers there, has been appointed an in- 
structor in the Richmond division on the 
College of William & Mary, to conduct 
a class in word study during the coming 
session. This will include not only a 
study of the origin of words but a dis- 
cussion of their current use. Mr. Madi- 
son has been engaged in newspaper work 
in Richmond for a number of years. Be- 
fore entering this work. he had consid- 
erable experience in teaching. He taucht 
for four vears at McCabe’s University 
school there and later was an instructor 
at the Episcopal High School and at 
Wertz and Rea’s University school in 
Memphis, Tenn. He is both a B.A. and 
M.A. of the University of Virginia. 


AGENCY IN UNION CITY, N. J. 

Harry Volbinsky and Sol Haberwitz 
are doing a general casualty business 
under the firm name of the Volbinskv & 
Haberwitz in Union Citv. N. J. Their 
office opened September 1. 





NEW AGENCY IN NEW JERSEY 


The Marcus Vieberowitz Agency has 
been formed in Bayonne. N. J., bv Mar- 
cus Lieberowitz, Samuel Rosenthaler and 
Isidore Minsky. all of Bavonne. Thev 
will do a general insurance business with 
the exception of life insurance. 


Mine of Trade Paper 
In Co. Ad Campaign 


IMPORTANCE OF GOOD WILL 


John Murphy, Public Relations Manager 
for Pan-American Life Discusses 
Purposes and Methods 
Advertising in trade journals is an im 
portant part of any advertising program 
and will justify the faith shown in it, 
said John Murphy, public relations man 
ager for the Pan-American Life, speak 
ing before the Life Advertisers Associa 
tion in Chicago this week. In the usc 
of this medium, he said, companies d¢ 
sired primarily to gain the good will of 
the business generally and to keep the 
company’s own agents sold-on the com- 

pany. 

“Even advertising of a continuous na 
ture bearing the appeal for agents won't 
get desirable results unless it is accom- 
panied by, or includes, good-will-building 
copy,” said Mr. Murphy. He listed th: 
aims of such advertising as follows: (a) 
Gain good-will and prestige by making 
companies and their business known and 
building a favorable acceptance of its 
advertising; (b) Gain the services of 
salesmen by good impressions directly 
by references from others who hav 
formed them. (c) As a secondary end, 
maintaining prestige among the com- 
pany’s own agents. 

These three ends, said Mr. Murphy, 
will be found to cover practically every 
result obtained through the average lif 
insurance trade journal advertising 
When the advertising is producing all 
three results, the advertiser is getting 
the best he can expect from his efforts 
and expenditures. He is probably get- 
ting more of each than he has reason 
to believe because the value of trad: 
journal advertising is much like any 
other—it often does not seem to amount 
to anything until it is discontinued 


Survey Shows Current Usage 


Mr. Murphy made a survey of recent 
advertising in the insurance papers and 
found that 70% of the advertisements 
were set in type throughout without par- 
ticularly distinguishing layout or ar- 
rangement; 17% of them entirely in typ« 
employed special type faces with o1 
without using rules attractively arranged 
in the layout; 8% used illustrated mat- 
ter with improved layout and design and 
5% were of the purely diagram or poster 
style. 

“Is it anything strange that advertisers 
should sometimes question the value of 
trade journal advertising?” commented 
Mr. Murphy “Nothing could show 
more conclusively than this 70% of all- 
type, standard-layout advertisements, 
that advertising returns are in propor- 
tion to what goes into the advertising 
itself. Most of these advertisements 
though not all—are of small size, as are 
most of the 17% comprising those who 
have put artistic design into pure type 
layouts. But the latter, like the 5% 
using reverse plates, diagram or poster- 
style copy, have shown a way of lifting 
their advertising out of the ‘standard- 
ized’ category. Those who are repre- 
sented in the 8% of the advertising, who 
have included illustrative matter, are also 
due credit for setting their copy apart 
from the usual run. The last mentioned 
advertisers undoubtedly contain few 
‘complainers’ as to the value of trade 
press advertising.” 

Mr. Murphy also analyzed recent ad- 
vertising in the insurance papers ‘as to 
its type of appeal. He found that those 
presenting institutional matter discuss 
ing company, history, officials, policies, 
age, standing, size, etc., but without di 
rectly encouraging agency inquiries, to 
talled 49%; those making direct appeal 
or suggestions for agents’ inquiries wert 
25%; those publishing editorial types 
copy dealing with current national qu 


tions, conditions or not directly conc 
ing the advertising company, constitu 
10% ; those obviously intended for im 


publicity” only 16% 
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White Sulphur Convention 





R. L. Lund Gives High 
Spots of NRA Program 


ITS EFFECTS ON INDUSTRY 
President’s Re-employment Agreement 
Hailed as Most Significant Phase 
in This Drama of Recovery 

The far-reaching effects of the Na- 
tional Industrial Recovery program on 
industry and business were presented to 
the White Sulphur joint convention on 
Tuesday by Robert L. Lund, president, 
National Association of Manufacturers, 
who was Washington 
while this law was under consideration 
and has followed its development closely 
since the NRA began functioning. Mr. 
Lund, who is a member of the Industrial 
Advisory Board of the Recovery Admin- 
istration, hailed the program as_ the 
greatest national movement since the 
world war. 

The speaker pointed out that the Na- 
tional Industrial Recovery Act cannot be 
considered by itself inasmuch as it 1s 
but a part of a broad plan of which the 
Agricultural Adjustment Act, the Securi- 
ties Control Act, the Glass Act and the 
Railways Co-ordination Act are the 
other major elements. A study of these 
acts, he said, shows that they are inter- 
woven to a remarkable degree, that they 
are in fact inseparable in their opera- 
tions. 

NIRA Most Vital Legislation 

Mr. Lund viewed the NIRA as more 
vital than any other legislation ever 
enacted by Congress and said that its 
objectives—the increase of employment 
and purchasing power and the self order- 
ing of industry—had stirred the deep in- 
terest of the public and industry. Al- 
though the Act provides for a limited 
period of operation, with the thought that 
during or by the end of that period con- 
ditions will be restored to what we have 
in the past considered to be normal and 
that business can then revert to old meth- 
ods of operation, the speaker saw no pos- 
sibility that this will happen because, he 
said, “already the operation of the act 
has changed in many essential factors 
the complexion of our industry and 
trade.” Continuing he said: 

30 Codes of Fair Practice Approved 

“The Codes of Fair Practice. under 
which the Act provides that industrv 
shall govern itself, have been approved 
for thirty industries. Over seven hun- 
dred other industries have submitted 
such codes. To make any estimate of the 
cost in time and money of framing these 
codes is difficult even for those on the 
ground who have watched the job, but 
it is certain that a million dollars would 
not cover the expense to some of the 
more important industries. The strain 
of long hours and intense application has 
been very great, particularly on the elder 
statesmen of the industries. and thus the 
cost in human energy also has_ been 
high: what this has meant is indicated 
by the fact that of the fiftv odd men 
engaged on one code. three died during 
the period it was under consideration. 

“There has been no finer example of 
patriotic co-oneration. even in time of 
war. than industry has shown in the 
work of framing codes. The Recovery 
Administration made it clear at the out- 
set that wage and hour schedules were 
to be first set up and industry was thus 
confronted with the certainty of hicher 
operating costs with, for the time being 
at least, no compensating advantages. In 
face of this fact. industries the countrv 
over set to work and it is estimated that 
over 95% of workers in mannfacturing 
are covered by the codes that have been 
submitted.” 

President’s Re-employment Agreement 

Mr. Lund felt that the most dramatic 
and perhaps the most significant phase 





continuously in 





in this drama of recovery has been the 
President’s Re-employment Agreement. 
This idea in the beginning, he explained, 
lacked the approval of the advisory 
boards and of most of the recovery ad- 
ministration staff but it had the power- 
ful backing of the Administrator and, it 
is to be presumed, of the President. 
With the adoption of the insignia, as 
the plan developed, it became the Blue 
Eagle Campaign, which has proven un- 
questionably the greatest national move- 
ment since the World War. 

“Many perhaps have not understood 
that the most significant result of the 
Blue Eagle Campaign was to draw into 
the recovery program literally millions 
of establishments doing wholly intra- 
state business and therefore, it might be 
presumed, outside of the purview of the 
act. . Not only have these concerns 
agreed with the President to shorten 
hours and increase wages, thus increas- 
ing their operating costs, and to observe 
certain trade rules, adding further re- 
strictions and expense, but they have 
gone much further in that they have 
agreed to subscribe to codes of fair prac- 
tice and thus have placed themselves un- 
der the act, vastly increasing its cover- 
age. 

“By this dramatic move the Recovery 
Administration has increased the num- 
ber of establishments and _ workers 
brought under the act to more than 
double the number that could have been 
counted upon with certainty when the 
act was passed. It may well be that 
when the history of the recovery pro- 
gram is written this will be considered 
the master stroke of the strategy of the 
Administrator.” 





SONS OF WELL-KNOWN FATHERS 


James J. Beha and Edward A. O'Neill 
Will Be in Freshman Class of 
Williams College 


The freshman class of Williams Col- 
lege will contain two sons of distin- 
guished insurance men. The boys are 
James J. Beha, whose father is general 
manager of the National Bureau of Cas- 
ualty & Surety Underwriters, and Ed- 
ward A. O’Neill, whose father is presi- 
dent of the Royal Indemnity and Eagle 
Indemnity. 

James A. Beha accompanied his son 
on the trip to the picturesque college 
town of Williamstown, Mass. Frank J. 
O'Neill, E. A.’s father, is now abroad. 

J. J. Beha will be 17 years old next 
month. He is a graduate of Canterbury 
School, New Milford, Conn. Young Mr. 
O’Neill is a graduate of a preparatory 
school in Pennsylvania. 








ELECT V. L. WHITTEN PRESIDENT 





Insurance Accountants Association of N. 
Y. Has Annual Election of Officers; 
Plan for October Meeting 


V. L. Whitten of the Massachusetts 
Bonding was elected president of the 
Insurance Accountants Association of 
New York at its first fall meeting on 
September 21. H. Gardner of the Em- 
ployer’s Liability was elected  vice- 
president and R. Clark of the American 
Automobile, secretary and treasurer. 

Assisting the officers as Governors are 
R. H. Kaplan, Jr., of the Fireman’s Fund 
Indemnity, F. A. McKenna of the Nor- 
wich Union Indemnity, C. A. Stumnf of 
the American Surety and W. G. Matt- 
jetscheck of the United States Casualty. 

The first meeting under the new of- 
ficers is being planned for in October. 


O’NEILL AND REID ABROAD 

Frank J. O’Neill, president of the Rov- 
al Indemnity and the Eagle Indemnity, 
and A. Duncan Reid. president of the 
Globe Indemnity, sailed on the S. S. 
Aquitania a week ago for a _ business 
trip to the Liverpool head office of the 
Royal-Liverpool group. They will be 
back here about October 15. 


Van Schaick Address 


(Continued from Page 36) 
tions for increased rates there is a ten- 
dency of companies to throw up their 
hands and say that the Insurance De- 
partment is responsible for all the 
trouble and is bleeding them to death. 

“It will be well for the truth to sink 
in that there are maximum as well as 
minimum points to which workmen’s 
compensation rates can go. Rates must 
not only be adequate to insure company 
solvency but reasonable for the protec- 
tion of industry. If rates cannot be kept 
both adequate and reasonable it is in- 
evitable that the structure of compensa- 
tion insurance by private carriers will 
fall. If there is a panacea for existing 
compensation problems it must be looked 
for elsewhere than in the rate schedule. 
That does not mean that rates should not 
from time to time and in view of chang- 
ing conditions be revised. 

“When the New York Insurance De- 
partment by questionnaire last year di- 
rected the attention of compensation car- 
riers to various practices wherein sav- 
ings might be effectuated it was no idle 
gesture or perfunctory inquiry. It was 
equivalent to a direct assertion that in- 
stead of doing the conventional thing of 
letting the public through industry pay 
a substantial increase in revenue, prac- 
tices should be reformed and economies 
put into effect that would at least help 
the critical situation. When the truth of 
this statement is thoroughly realized sub- 
stantial progress will have been made 
toward a solution of the present trou- 
ble.” 


Superintendent Van Schaick spoke of 
the studies and hearings being held by 
the workmen’s compensation committee 
of the National Convention of Insurance 
Commissioners and complimented the as- 
sociations to whom he was speaking on 
the co-operative assistance their mem- 
bers were rendering to that committee. 


F. R. Jones Report 


(Continued from Page 37) 
urged this year than any other and that 
some forty-three bills of this type were 
introduced. He was glad to say that all 
failed of passage except one in North 
Carolina which requires every company 
writing fidelity, surety or casualty busi- 
ness to deposit specified securities in 
amounts designated according to premi- 
um income; one in Georgia, which re- 
quires a bond in the sum of $50,000 of 
insurance companies doing workmen’s 
compensation business in that state, and 
a similar enactment in Tennessee. 

In this connection Colorado passed a 
law providing that securities deposited 
may be withdrawn on ceasing to do bus- 
iness, while Florida enacted a law pro- 
viding that if a surety company is ad- 
judged insolvent its securities shall be 
sold and the proceeds distributed among 
Florida creditors. With the exceptions 
just noted all special deposit legislation 
failed. 





Financial Responsibility Legislation 


Reporting on the final status of pro- 
posed 1933 financial responsibility auto- 
mobile legislation Mr. Jones said in part: 

“No bill of the type of the Massachu- 
setts law has been enacted thus far in 
any of the states. 

“Following favorable reception by leg- 
islators and the public of the ‘Safety-Re- 
sponsibility Bill, drawn in 1928 by a 
committee of the American Automobile 
Association, that committee issued two 
revised and improved drafts in 1930 and 
1932. The 1932 draft (commonly cited 
as the ‘AAA bill—1932 revision’) has 
served as a basis for much of the recent 
legislation on the subject. ~ 

“Up to September 14 automobile lia- 
bility security laws have been enacted 
in 1933 as follows: In Michigan, Min- 
nesota and Pennsylvania; in the prov- 
inces of Alberta and Saskatchewan, and 
in the territory of Hawaii. laws have 
been enacted which, in substance, em- 
body more or less the principal features 


a 


of the ‘AAA bill’ In South Dakota a 
law has been enacted covering that fea. 
ture of the ‘AAA bill’ which penalizes 
non-payment of judgment, which law 
supplements an already existing law; and 
taken together these laws also embody 
the principal provisions of the ‘AAA bill’ 

“Up to the same date pre-existing laws 
on the subject have been amended in 
Connecticut, Maine, Massachusetts and 
Rhode Island and in the provinces of 
British Columbia, Manitoba and New 
Brunswick. In Wisconsin a resolution 
providing for a joint interim committee 
to investigate the subject also became 
law. 

“Besides the measures enacted bills for 
laws along the lines of the ‘AAA bil 
were introduced in Colorado, Florida, 
Illinois, Kansas, Massachusetts, Missouri, 
Ohio, Utah, Washington and Congress 
Also bills for the enactment of some one 
or other feature of the ‘AAA bill’ were 
introduced in Arkansas, Colorado, Penn- 
sylvania and West Virginia. Bills for 
compulsory liability insurance more or 
less along the lines of the Massachusetts 
law were introduced in California, Colo- 
rado, Connecticut, Illinois, Missouri, Ne- 
braska, New York, Ohio, Oklahoma, 
Pennsylvania, Utah and Wisconsin. Bills 
for compulsory liability insurance in a 
monopolistic fund, state or mutual, and 
one bill for a competitive fund were in- 
troduced in Massachusetts.” 


Bills For Guest Laws 


Referring to bills for guest laws Mr. 
Jones said that thirty-seven bills of this 


character were introduced in_ twenty 
states, as follows: Florida (2), Georgia, 
Maine (2), Massachusetts, Minnesota 


(2), Missouri (3), Nevada, New Jersey, 
New Mexico, New York, North Carolina 
(3), North Dakota, Ohio (3), Pennsyl- 
vania (2), South Dakota (2), Tennessee 
(5), Utah, Washington, West Virginia 
and Wisconsin (2), and were enacted in 
Nevada, Ohio, South Dakota and Wash- 
ington. In addition a bill in Delaware 
to replace the previous law which had 
been declared unconstitutional was also 
enacted. 





Timely Football Accident 
Article by Robert Monaghan 


With the arrival of the fall football 
season a timely and well written article 
on the need for safe practices in the 
game has been written by Robert Mon- 
aghan, associate publicity director of the 
National Bureau of Casualty & Surety 
Underwriters, in the October “Safety Ed- 
ucation Magazine.” Mr. Monaghan en- 
phasizes that smart football is safe foot- 
ball, and that an injured player is wasted 
manpower—a mark of inefficiency for the 
team. Another football accident article 
in the same issue is by R. L. Forney, 
statistician, National Safety Council. 

Five hidden causes underlie most foot- 
ball accidents in sand lot and high school 
play, Mr. Monaghan says. They are: lack 
of adult supervision, lack of player con- 
ditioning, lack of rule enforcement, poor 
field conditions and poor or improper 
equipment. Most important is super- 
vision. “No team of youngsters of high 
school age or under should participate in 
a major branch of athletics without ade- 
quate and competent adult supervision 
and assistance. While the question of 
school liability is moot, the moral respon- 
sibility of school authorities is clear,” he 
says. 

College and professional football teams 
have set a fine pace for high school and 
sand lot players, Mr. Monaghan contin- 
ues. The efforts of these groups to elim- 
inate accidents and to reduce football in- 
juries is an indication that good players 
realize football accidents are the result 
of specific causes and can be eliminated, 
he concludes. 





GERMAN BICYCLISTS TO INSURE 

The Union of German Bicyclists 15 
closing a group insurance contract for 
all its numerous members under which 
such members would be insured against 
accident and liability. The annual pre- 
mium will be about $1. 
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